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H™ IS YOUR OPPORTUNITY to secure an unusual 


agency contract if you can meet our qualifica- 
tions. Contact the Home Office of the Group for 


further information. 


AUTOMOBILE Retrospective Contract Agents 


The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 
mission Contracts. 


(AR 2, MOBILE HOME Agents 


— 18} The St. Louis Insurance Group offers attrac- 


tive Agency Commission Agreements for Fire, 
Theft, Combined Additional Coverage, Vendors 


Single Interest and Collision on Mobile Homes. 


CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing 


WASHINGTON FIRE AND MARINE INS. CO. ST. LOUIS FIRE AND MARINE INS. CO. 
MIDWESTERN FIRE AND MARINE INS. CO. THE INSURANCE COMPANY OF ST. LOUIS 


4144 LINDELL BLVD. OLIVE 2-2000 ST. LOUIS 8, MO. 
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ST. LOUIS INSURANCE GROUP ¢ 
: 


THE 

TRAVELERS 
PAY-BY-THE-MONTH 
BUSINESS INSURANCE PLAN 


OPENS UP NEw MARKETS 


THE HOTTEST IDEA IN INSURANCE SELLING TO- 
DAY, THE TRAVELERS BUSINESS INSURANCE PLAN, 
ENABLES A BUSINESSMAN TO PAY FOR ALL HIS 
INSURANCE WITH JUST ONE CHECK A MONTH. 
GONE ARE BIG LUMP-SUM PAYMENTS THAT DRAIN 
ALL-IMPORTANT CAPITAL. GONE, TOO, THE FRUS- 
TRATION OF TRYING TO KEEP TRACK OF A VARIETY 
OF DUE DATES THAT COME UP AT THE WRONG 
TIME. BY PAYING ONCE A MONTH INSTEAD OF ALL 
AT ONCE, YOUR PROSPECTS AND CLIENTS CAN NOW 
BUY THE COMPLETE PROTECTION THEY ALWAYS 
NEEDED BUT COULDN'T AFFORD. AND THEY'LL 
ENJOY THE CONVENIENCE AND ADVANTAGES OF 
HAVING ALL THEIR INSURANCE HANDLED BY ONE 
AGENT AND ONE COMPANY. THE TRAVELERS BUSI- 
NESS INSURANCE PLAN IS A STORY YOUR BUSINESS 
PROSPECTS WILL WANT TO HEAR; ONE THAT WILL 
LEAD TO BIGGER SALES AND COMMISSIONS FOR 
YOU. YOU’LL FIND THE PLAN ALSO CUTS RED 
TAPE, MEETS COMPETITION ON ALL FRONTS, AND 
SAVES EXPENSE DOLLARS IN OPERATING YOUR 
OFFICE. FIND OUT ABOUT YOUR OPPORTUNITIES 
FOR SUCCESS IN ACCOUNT SELLING. CALL OR 
WRITE OUR MANAGER IN THE BRANCH OFFICE 
NEAREST YOU. ASK FOR THE BUSINESS INSUR- 
ANCE KIT. IT'LL GIVE YOU COMPLETE DETAILS. 


BUSINES 
on 8¢ 


THE TRAVELERS 


Yen THe TRAVE 
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RANCEF OMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 


Life + Accident « Group « Fire « Marine « Automobile + Casualty « Bonds 
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UNITED STATES 
CASUALTY COMPANY 
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INSURANCE STOCKS 


1958 1959 
End of 30 Fire 30 *500 30Fire 30 *500 
Month & Cas. Life Stocks & Cas. Life Stocks 
January ..... 283 1440 41.7 37.5 1915 55.4 
February - 28.7 142.3 40.8 37.8 186.3 55.4 
March ...... 290 (426 424 373 1665 ‘S54 
Marine April 43.4375 188.7576 
May 29.1 146.2 44.1 365 183.4 58.7 
June .. 29.8 147.8 45.2 
July 30.5 159.2 47.2 
August ...... 30.7 160.9 47.8 
Home Office September .. 30.6 163.0 50.1 
October ... 33.2 170.7 51.3 
N 44 1878 52.5 
60 John St. New York 38, N. Y. er ae 191.0 52.5 


Index base for the three above, 1941-43 = 10. 
* Standard & Poor's daily stock price index of 425 industrial, 25 railroad 
and 50 public utility stocks combined. 


—_ uve Building Cost Index 
INDIANA CONSOLIDATED 
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COMPANY COMPANY to 

00 

o 

writing 

FIRE and allied lines 

gents 

Illinois and HOMEOWNER’S E ELLE SEL 

Indiana Avg. Mar. Avg. Mar. 
INLAND MARINE 1959 1959 1930 1959 
: Boston 210 725 Minneapolis 202 655 

s > a 7 New York 219 753 Kansas City 209 629 
PLATE GLASS Buffalo 205 742 St. Louis 208 672 

Baltimore 198 699 Atlanta 186 768 

Philadelphia 196 678 Dallas 171 620 
Home Office BURGLARY Pittsburgh 219 682 New Orleans 194 700 
Cincinnati 209 675 Denver 195 609 

Cleveland 206 690 Seattle 196 682 
Consolidated GEN ERAL LIABILI ry Chicago 205 631 San Francisco 183 641 
Indianapolis 206 698 Los Angeles 167 663 

Building on Detroit 208 737 —_ 
AUTOMOBILE Milwaukee 209 National Average 200 694 
¢ Indianapolis This index (1918 = 100) applies to construction only and does not in 

allowance for overtime, premiums on materials, or special conditions. It is 

. the composite of four types of buildings, frame, brick, concrete and stee] 

: and therefore should be used only as a trend as it is not applicable to 

; specific buildings. Furnished courtesy of the American Appraisal Com 
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Insuranee Stocks 


Over-the-counter Market 


Furnished through the courtesy of The First Boston Corporation 


Fire and Casueg/ty Companies 

Aetna Casualty 

Aetna Insurance 

Agricultural Insurance 

American Equitdble Assurance 
American Home Assurance 
American Insurance 

American Re-Insurance (A) 
American Surety 

Bankers & Shippers Insurance 

Boston Insurance 

Camden Fire Insurance 

Continental Casualty 

Continental Insurance 

Employers Group Associates 
Employers Reinsurance 

Federal Insurance 

Fidelity & Deposit Co. of Md. (H) 
Fidelity-Phenix Fire Insurance 
Fireman's Fund Insurance 

General Reinsurance 

Glens Falls Insurance 

Globe & Republic Insurance 

Great American Insurance 

Hanover Insurance 

Hartford Fire Insurance : 
Hartford Steam Boiler Insp. & Ins. (B) 
Home Insurance Company 

Insurance Company of North America 
Jersey Insurance Co. of N Y 
Kansas City Fire & Marine Insurance 
Maryland Casualty 

Massachusetts Bonding & Insurance 
Massachusetts Protective Association 
Merchants Fire Assurance (1) 
Merchants & Manufacturers Insurance 
National Fire Insurance 

National Union Fire Insurance 

New Amsterdam Casualty 

New Hampshire Fire Insurance 

New York Fire Insurance 

North River Insurance 

Northeastern Insurance 

Northern Insurance 

Northwestern National Insurance 
Ohio Casualty Insurance 

Old Republic Insurance 

Pacific Indemnity 

Pacific Insurance 

Peerless Insurance 

Phoenix Insurance 

Providence Washington Insurance 
Providence Washington Insurance, Pfd 
Reinsurance Corporation of New York 
Reliance Insurance 

St. Louis Insurance ''B"’ 

St. Paul Fire & Marine Insurance 
Seaboard Surety (A) 

Security Insurance 

Springfield Fire & Marine Insurance 
Springfield Fire & Marine Insurance, Pfd 
Standard Accident Insurance 

U.S. Fidelity & Guaranty 

U.S. Fire Insurance 

Westchester Fire Insurance 


Life Companies 

Aetna Life 

American National Life 

Bankers National Life 

Business Men's Assurance 
California-Western States Life (G) 
Commonwealth Life (Louisville) 
Connecticut General Life 
Continental Assurance (A) 
Franklin Life 

Government Employees Life 

Gulf Life 

Jefferson Standard Life 

Kansas City Life 

Liberty National Life (A) 

Life & Casualty 

Life Insurance Company of Virginia (C) 
Lincoln Nationa! Life 
Massachusetts Indemnity & Life 
Monumental! Life 

National Life & Accident 

North American Life (Chicago) (D) 
Philadelphia Life (E) 

Republic National Life 

Southland Life (B) 

Southwestern Life 

Travelers 

United States Life 

West Coast Life 


(A) Adjusted for 25% stock dividend 
(B) Adjusted for 33'/;% stock dividend 
(C) Adjusted for 4% stock dividend 
(D) Adjusted for 5% stock dividend 
E) Adjusted for 20% stock dividend 
G) Adjusted for 10% stock dividend 
H 


1) Adjusted for 100% stock dividend 


1959 Range’ Bid Price 
High Low 5/29/59 
200 180 194 

8! 

30 3? 

46% 38 42 

42 38 

32'/ 25'/2 26 

45\5 33'/) 4) 

2534 25 

69'/2 60 60 

36'/2 

38'/4 % 37% 
137 110 178 

66 56'4 

80 65 66 

70 65 

60'/2 42% 56 

693, 57% 59 

63 54> 5734 

84 70'/2 783, 

403, 4 34 

24% 21 21 

47" 38'/> 39! 

46'4 3834 
207 180 182 
108 94! 

56% 52 
147 128 128 

43 31 33'/2 

28'/2 25 

43', 37'4 

30'/2 33 

7% 68 70 

31% 4! 

1634 13 13\%4 
140 110 117 

463, 40 40 

57 2 46), 47 

50'/, 43 

37% 33 333, 

40'/2 

1734 1334 

52% 48 
5 9 

3% 33 

15 

75'/2 6! 6! 

59 

23'4 24\/ 

74 

2534 20 20'/4 

43 38 40 

2'/2 17 20'/2 

54 48 50 

19 18 18 

614 5834 59 

82% 62% 77 

4834 33 4) 

37 293 
it 104 104 

633, 52 55'/2 

92 84' 

4% 29'/3 

30'/2 31'% 

1959 Range Bid Price 
High low 5/29/59 
268 222 229 

12% 8'/2 

30’ 25 

39% 40 
113 100 104'/, 

29'/2 227s 2275 
390 329 362 
169 135 1s9 

92 74; 89 
165 107 150 

22'/g 25% 

97 83 84 
1660 1530 1530 

38 43), 

26\/4 213% 

60 50'/2 53'/2 
256 206 206 

58!/, 45 49 

77 10'/; 

126 105 itt 

20 15 16% 

70% 58'/2 60'/4 

803, 63 68'/, 

108 8! 102 

136 152 

101 85'/5 

40'/; 

45'/, 37 


) Adjusted for 2 for | split and 12'/2% stock dividend 


Exchange Offer to Holders of 
Common and Preferred Stock of 


Anchor Casualty Company 


(St. Paul, Minnesota) 


132,000 Shares of 


Agricultural Insurance Company 
Capital Stock 


(Par Value $10 Per Share) 


Agricultural Insurance Company is offering shares of its 
Capital Stock in exchange for shares of stock Anchor 
Casualty Company at the rate of one share of Agricultural Capt 
tal Stock for one share of Anchor Common Stock and one and 
one-tenth shares of Agrecultural Capital Stock for one share of 
Anchor $1.75 Cumulative Convertible Preferred Stock upon the 
terms and conditions set forth in the Prospectus 


The Exchange Offer will expire at 3:30 P.M. (St. Paul 


time) on May 23, 1959 unless extended by Agricultural as 
provided in the Prospectus. 


I 
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This ts not an offer to sell or exchange any securttws. The 


rchange Offer ws 


’ 
rust 


fank Building 


Agricultural Insurance Company 


W atertown, New York 
May 4, 1959. 


REINSURANCE 
Exclusively 


‘4 
4 More than a quarter century of constant y 
4 progress and growth through unexcelled “ 


service to insurance companies, 

* FIRE * AVIATION 
CASUALTY * LIFE 
% BONDS MARINE 
% WINDSTORM * HAIL 
x * ACCIDENT AND HEALTH 


A. E. STRUDWICK CoO. 


% 810 Baker Building 208 South LaSalle Street 


+ 


Minneapolis 2, Minnesota 


FEderal 9-5847 


Chicago 4, Hlinois 


CEntral 6-9141 


OS 


Large Enough to Serve You Well... 
Kg Small Enough to Want to 
x 


» 


as le only by the Prospectus. Copies of the 
ee tamed from the under ned or from Furst 
nv of Samt Paul, Agent, Furst National 
3 , St. Paul, Minnesota 
4% 
4 
4 
‘ 
For June, 1959 


LOOKING OUT 


for your interests in insurance buying 

Is f A new series of 
calls for professional skill. The independ- compelling U.S.F.&6. 
ent insurance agent is an expert in many ads like this . . . in 
kinds of insurance protection, including THE SATURDAY 


those provided by the U.S.F.&G. EVENING POST, 
TIME, U. S. NEWS 
Select and consult your independent & WORLD REPORT 


insurance agent or broker as you would ... iS currently 


your doctor or lawyer. building still 
greater public 


THE respect for the 
independent agent. 
F p g 


CASUALTY—FIRE—MARINE INSURANCE eo FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co, Baltimore 3, Md. + Fidelity Insurance Co. of 
Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md 
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company 


ARKANSAS 


American Underwriter 


Dealers Natl. Ir C 


Ins 


COLORADO 
Washinaton Gen! 
GEORGIA 
Employees Assurar 
Georaia Mut. Ins. ¢ 
ILLINOIS 
Consolidated Mut 
G ville Mut. Ca 


Statesman Ins. C 
KENTUCK 


Imperial Casualty 


Bankers Fire R Ma 
Nat!. Farmer Ur 
Put Nat 
MAINE 

Cor dated Mut 
MARYLAND 

Dut yue Fire & Mar 
Nationwide 

Mut. Fire Ins. C f 
MASSACHUSETTS 
Bos? Indemnity 
MISSOURI 

Allied Mut. | 
Western Millers Mut 
Allied Western Mut 
NEVADA 

| Mut 
Worceste Mut 
NEW YORK 

Pianat 

Fa 

Na 

( e Fa 

Fa M 

A 
OREGON 

Orea Sta Mot 
PENNSYLVANIA 
Anthracite Mut. | 
Bank Mut 

Buck 

Fa M 
T Ma R 

M M4 


+ Mutua 


SOUTH DAKOTA 
Prairie State 


United Ams 
TENNESSEE 
The Ams 
Bay State 
Marchants & Fa 


Wash 
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Licensed 


Admitted 


Admitted 


Examined 


Admitted 


Admitted 
ty Cc 


rs Mut 


Merged 


Withdrew 


Admitted 
Admitted 


Examined 


Merged 


Admitted 


Withdrew 


Merged 


Examined 
+ A 
Examined 


Examined 


Licensed 
Admitted 


Admitted 


developments 


M n, Ark 
Dallas, Texas 
Oklahoma City, Okla 


San Fra Ca 
Birmingha Ala 

Denver, Cc 
Miami, Fla 


Kansas City, M 
Kansas C M 

K 3 C M 
Utica, N. Y 

W M 

D 
N.Y 

N 


San Fra or 
R NY 
A N 
N 
M 
R, 
R 
‘ 
New N.Y 
A Ma 
Ma 


VERMONT Admitted 

Netherlands Ins. C The Haaue. Holland 
Withdrew 

Mid-Union Indemnity C 

Washington Licensed 

Public Employees Mut 23 Seat h 
Admitted 

Horace Mann Mut. Ins. C Springfield 

Utica Mut. Ins. C . Utica, N 
Withdrew 

Planet Ins. Co. Datroit. Mich 

WEST VIRGINIA Admitted 

Commerce & Industry Ins. Co. New York, N. Y 

Merchants & Farmers Mut. Fire Ins. Wisrcester, 

NOVA SCOTIA Admitted 

Peer ess ins. C : Keene. N. H 

ONTARIO Licensed 

Simcoe & Erie Genl. Ins. Co. T nburg, Ontar 

QUEBEC Withdrew 

The Phenix Fire Ins. C Pa 2 

Svea-Nornan Ins. C Ltd henb Swed 


conventions ahead 


JUNE 
Delaware Assn. of Ins. Agents, annual, Rehoboth Country 
Club, Rehoboth Beach, Del. 
Wisc. Assn. of Mut. Ins. Agents, annual, Schwartz, Elkhart 
Lake. 
Ins. Co. & Bank Purchasing Agents’ Assn., Sheffield, Mass. 
N. J. Assn. of Mut. Ins. Agents, Essex & Sussex, Spring Lake. 
New Eng. Adv. Board, Ins. agents, Equinox House, Man- 
chester, Vt. 
Calif. Assn. of Ins. Agents, Advanced Agency Management 
Conf. 
Ill. Capital Stock Ins. Assn., annual, Wagon Wheel Lodge, 
Rockton. 
Indiana Fire Underwriters Assn., annual, Culver, Ind. 


AUGUST 
Texas Assn. of Mut. Ins. Agents, Statler-Hilton, Dallas. 
Fed. of Ins. Counsel, I9th annual, Fontainbleau, Miami 
Beach. 


American Bar Assn., annual, Deauville, Miami Beach. 


SEPTEMBER 
Natl. Ins. Assn., 39th annual, Sherman, Chicago. 
Canadian Fed. of Ins. Agents, Chanticleer, Ste. Adele-en- 
haut, Quebec. 
Maine Assn. of Ins. Agents, Samoset, Rockland. 
Washington Assn. of Ins. Agents, Davenport, Spokane. 
Conf. of Mut. Cas. Cos., sales & agency conf., Conrad 
Hilton, Chicago. 
Minn. Assn. of Independent Ins. Agents, 62nd annual, Hotel 
Duluth, Duluth. 
Assn. of Casualty Accountants & Statisticians, fall meeting 
Statler, NYC. 
Minn. Assn. of Mut. Ins. Agents, Nicolett, Minneapolis. 
Oregon Assn. of Ins. Agents, Marion Hotel, Salem. 
Pa. Assn. Ins. Agents, Bedford Springs Hotel, Bedford. 
Idaho Assn. of Ins. Agents, Sun Valley. 
New Jersey Assn. of Ins. Agents, Traymore, Atlantic City. 
Nevada State Assn. of Ins. Agents, Elko. 
Assn. of Superintendents of Ins. of the Provinces of Canada, 
Algonquin, St. Andrew, New Brunswick. 
American Institute for Property & Liability Underwriters, 
Inc., annual & seminar, Ambassador, La. 
Mut. Loss Research Bureau, mars. conf., Edgewater Beach 
Hotel, Chicago. 
Ill. Assn. of Mut. Ins. Cos., 56th annual, Pere Marquette, 
Peoria. 
Society of Chartered Property & Casualty Underwriters, 
annual meeting and semniar, Ambassador, Los Angeles. 
Kansas Assn. of Mutual Ins. Agents, La Mar Hotel, Salina. 
La. Assn. of Mut. Ins. Agents, Inc., Monteleone Hotel, New 
Orleans. 
New Mexico Insurors, Inc., 
querque. 
Mut. Ins. Agents Assn. of Indiana, Vendome, Evansville. 
West Va. Assn. of Mut. Ins. Agents, annual fall meeting, 
Daniel Boone Hotel, Charleston. 
Natl. Assn. of Ins. Agents, annual, Conrad-Hilton, Chicago. 
Genl. Agents & Mgrs. Conf., annual, Bellevue-Stratford, 
Phila. 


Western Skies Hotel, Albu- 


Best's Fire and Casualty News 


Corp New York, N. Y. ae 
Society Atlanta, Ga. eee 
Gainsville, Ga. 
Brooklyn, N.Y. 
Protective A Detroit. Mi h. 
Washington Geni. Ins. Corp New York, N. Y. el Ree 
Paramount Fire Ir with and int 
Pacific Natl. Fire Ir tec 
: 
perty & Casualty Co. 
18-19 
: Seattle. Wash. 
: 19 
e Ir Dubuque, lowa 21-22 : 
Columbus, Ohio 21-23 
Prince Frederick. Md 21-26 
Boston, Mass 24-25 ‘Cues 
24-26 
13-15 
19-22 
( 
23-27 
1-4 
8-10 
Gan 9-11 
10-11 
New Y N.Y 10-1 
13-15 
13-15 
13-16 
14-16 
14-18 2 
15-18 
f 
16-18 
Black k Mut. Fire & 16-18 
I Fire Protection Society 17-18 
T 17-19 
20-22 
20-22 
20-23 
ne M 20-25 


Somebody got your wires crossed ? 


Just S-O-S for the Man from Ag”... 
the company that’s Strong On Service! 


Whenever you have difficult’ selling or servicing 


problems. call on the Man from “Ag.” 


Your Agricultural Insurance fieldman has the ex- 
perience and technical know-how that can prove 
helpful in any situation. And. what's more. he’s 
ready and able to put that knowledge to work for 


YOu. 


griculftral 


Insurance 


You'll Score Better when you TEAM UP with "AG"! 


Remember, anytime you need help to make vour 
work load smaller, and your pay load bigger, SOS 
for the Man from “Ae”... the company that 
Strong On Service. 

Mail Coupon today for Complete ~ 12° Story 


The Agricultural Insurance Co., 
Watertown, N.Y. 


As a quality agent. TL could be interested in teamine up 
with a quality company. Let's have the details without 
obligation. 


Name 
Firm Name 
Address 


City & State 


| 
| 
: 
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POLICIES 


ty PROGRESS TOO! 


T HERE'S AS MUCH contrast in appearance and performance between R & S modern, engineered 
anda’‘59! 


policies and the old cumbersome types, as between a Model ‘"T 


The R & S"“SHORT WRITE” policy for all lines is so simple and easy to process, it’s like 
operating a car with automatic shift. And, this easy processing means 
policy production accelerates as rapidly as a 200 h.p. engine! 


Besides policy design and printing, R & S produces continuous forms for electronic processing, 


another service in a continuing plan to provide the insurance industry with progressively better tools 


For detailed information, write Dept. B 


Recording & Statistical Corporation 


BOSTON 25, MASS. 55 Wm. T. Morrissey Blvd., AVenue 2.8007 
CHICAGO 6, ILL. 216W. Jackson Bivd., ANdover 3-1503 

SALES DANVILLE, ILL. 2815 N. Vermilion St., DAnville 6-6111 
WEST DES MOINES, IOWA 900 17th St.. BLackburn 5.1622 
MINNEAPOLIS, MINN. 3841 Drew Ave. South, WAlnut 2.5922 

OFFICES NEW YORK 38.N. Y. 176 Broadway, BEekman 3.4434 
TORONTO 2B, ONT. 650 King St. West. EMpire 2.3257 
WEST COAST 471 No. Shaffer, Orange, Cal., KEllogg 2-1162 NATION WIDE 


PRINTING PLANTS: BOSTON. MASS. « DANVILLE. ILL. * TORONTO. CANADA 
STATISTICAL OFFICES: NEWYORK + BOSTON * CHICAGO * SANFRANCISCO * MONTREAL + TORONTO 
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HE PER SHARE EARNINGS figures of 72. selected 
Spent for 1958 appear below. 
experience plus lower acquisition costs on some lines 
are reflected the 


Improved loss 


statutory underwriting gains re- 


ported by 25 companies compared with 14 in 1957, Net 


earnings for 16 of the companies were in she sed in 
1958 compared with 27 in the previous veat 

Unless otherwise stated, earnings include ‘igures of 
all owned affiliates. Unless otherwise stated, adjusted 
book value is based on actual market values for bonds 


and stocks. 


* Common 
7 Prem Net 


Stat Fed. + Net ¥ Adjusted Book or Shares 
Under Reserve Invest Inc. Earn- Liquidating Value (Thou- 
writing Equity Income Tax ings 12/31/57 12/31/58 sands ) 
\etna Cas. & Surety (be) $3.31 $9.57 (f)$0.16 $13.89 (d)$154.95 (d)$192.81 1,400 
\etna (Fire) Ins 1.47 2.66 6.16 0.38 2.41 107.49 118.60 1,000 
\gricultural Ins. .......... 2.22 0.70 3.15 0.23 56.00 68.36 300 
American Equitable 0.15 0.59 4.17 3.49 75.08 90.49 300 
American bid. & Cas (i1)-7.19 O81 3.41 (d) 30.98 (d) 34.10 (h)405 
American General (j) (a)0.05 0.17 0.04 —~0.38 108 (dk) 16.98 (d) 20.15 1,151 
; American Home Assur 6.74 141 (c)4.57 _ 0.02 0.78 67.92 86.83 311 
American ( Newark (a)-0.78 0.47 1.99 (f2)0.03 0.77 31.02 33.02 4.150 
American Re-Ins O89 1.31 251 3.9] (k ) 360.28 (1)41.85 1,000 
American States 1.31 1.51 (c)1.29 1.01 3.10 (dk)23.82  (dm)29,22 433 
\merican Surety (jn) ; 2.87 1.03 1.65 0.0] 0.18 25.46 28.55 1.200 
Bankers & Shippers (a)-1.36 2.) 3.84 0.22 5.16 89.24 102.84 150 
Boston Insurance 3.56 0.23 262 0.04 0.75 50.24 55.62 1,000 
Camden Fire Insur 1.39 0.62 2.33 (1)0.05 1.61 48.48 55.55 
Continental Natl. ()) (a) 2.30 0.05 4.29 1.57 5.07 64.99 79.61 918 
Continental-Ins 5.30) 1.54 3.72 0.02 (o0)—-0.06 08.32 (0)83.35 6,053 
Kagle Fire (N. J ().32 0.13 0.14 0.05 2.83 3.54 404 
Emplovers Casualty (a)—5.93 0.57 10 (@)015 3.11 (dk) 38.11 (dp) 36.65 300 : 
Employers’ Group (jn) (b)-3.78 1.090 6.03 (fq) 0.93 27 99 30 111.69 440) 
Emplovers Keinsur (a)0.20 241 2.88 0.56 4.93 38.71 47.21 ODO 
Excelsior Insurances 0.11 0.56 0.50 0.04 0.91 (d)11.06 (d)12.75 180 
. Federal Insurance (4) (a)1.29 0.19 1.70 1.14 2.0) 35.39 40.76 3,088 
Fidelity & Deposi 1.76 044 219 116 3.23 (k)53.14 62.34 Onn) 
Fidelity-Phenix Fire 4.00 0.94 3.66 0.76 (0)-0.76 79%) (0)98.71 4.000 
Fireman's Fund (b)-2.50 1.67 4.15 (s)-0.02 3.30) (d) 65.83 (d)77.30 3,000 
General Reinsur. (n) 1.64 Lol 5.13 (t)-1.66 6.72 (k)70.65 S4.80) 726 
Glens Falls Ins. (7) (v)-0.91 0.20 2.68 0.05 1.92 $9.50 37.30 1,300 
Globe & Republic 0.06 0.33 221 1.94 $2.35 51.67 200 
Govt. Emplovees (a)4.72 0.45 2.75 3.58 (k) 10.82 (w) 14.41 1,361 
Gireat Americat (v)—2.84 0.27 3.74 0.02 ol 61.49 7094 2 896 
Gulf Insurance (a)-O0.43 2.28 3.89 0.30 5.44 (dk)76.97 (dx) 100.90 350 
Hanover Insurance 4,27 0.93 3.99 0.07 1.42 67.20 73.95 500 
Harttord lire (7) O60 2.62 (g )—0.94 30 (k) 145.990 (v)171.82 2.675 
Hartford Steam Boiler (1 1.75 3.01 4.11 1.26 7.61 (dk)95.75 (dz)116.87 400 
Home Insurance 1.27 0.0] +69 ({)-0.43 1.98 7233 R816 4.000 
Coot N.-A. 63 0.3 1.58 5.13 061 5.76 (k)94.67 116.67 5.389 
Inter-Ocean Reinsu 1.75 1.63 3.28 1.26 540 (dk) 68.53 (d) 83.08 125 
Jersey Insurance (a)—-O.87 1.85 2.49 3.32 57.94 60.45 150 
Kansas City F. & M 1.41 0.57 17 (89 (d)49,99 (d)57.07 100) 
Maryland Casualty (v)-1.55 0.98 ave (£)1.33 3.48 (d) 37.26 (d)45.49 2,073 
Mass. Bonding (v)-9.89 (0.00 3.95 ({)0.07 5.27 49.86 47.52 500 
Merchants & Mirs 0.03 0.18 1.37 0.20 1.02 25.79 31.34 250 
Merchants Fire (a)—-0.50 0.28 1.96 (f)0.06 1.24 (k)41.80 (x) 50.85 1.200) 
National Fire Ins (a)2.28 1.20 8.07 (aa )0.17 9 32 135.89 166.04 500 
National Union Fir 4.22 4.35 4.05 0.52 61.49 66.85 O00 
New Amsterdam Cas 10.03 1.11 7.90 (2)0.91 2.33 83.24 86.38 500 
New Hampshire Fir 5.33 1.51 423 (£)0.10 0.5] 80.03 94.6] 400 
New York Fire 0.10 0.41 3.33 0.56 246 64.75 S184 200 
North River Insurance 0.05 0.01 277 1) 47 2.34 57.54 68.99 R00 
Northeastern Insut 3 1.15 1.92 (),.94 (£)0.42 1.13 20.72 27.22 300 
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Northern Insurance 
Northwestern Natl. (n) 
Ohio Casualty 

Pacific Indemnity 
Pacific Insurance 


Side 


Peerless Ins. (j) 
Phoenix Insurance 
Providence Wash 
Reinsurance Corp 
Reliance Insur. (j) 


Republic Insurance 
St. Paul F. & M. (j) 
Seaboard Surety 
Security (N. Haven) (j) 
Springtield F.& M. (5 


(voOO] 
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Standard Accident (n) 


Universal 
U.S. F.@ G 
U.S. Fire 

Universal Insurance: 
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Western ( & Sur 
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O86 0.30 1.33 0.62 1.87 27.56 34.70 765 
2.26 0.33 4.54 0.07 2.54 70.54 R384 762 
(a)2.99 1.35 (c)2.25 4 47 (dk )53.604 (ad )64.26 470 
(av )0.34 0.55 2.18 (£)0.32 3.39 (d) 3046 (d)44.71 
(a) 1.64 1.34 1.56 0.72 3.82 dk) 34.64 (6d )41.87 : 
2.31 (c)2.33 0.52 0.49 53.22 7)47.72 
0.39 (c)1.48 0.52  (dk)67.00 (8d )45.04 
0.93 0.54 5.52 
1.70 2.05 2.08 
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Businessmen 
are getting 
the message in 


TIME! 


(...and in Newsweek and 


Nation’s Business, too!) 


“Right now they're both tied up-—but they'll be happy 
to discuss insurance with you in the morning.” 


t one out of every three is exposed. His professional methods were pro 
t fer a craminal loss not neered by And he backs them up 
In fact, surveys prove chat with his individual persomal service 
adequate protec Why not phone hum’ His name os listed in the 
mmon risks yellow pages of local directory 
uld well be one of them. So why cake 
Ask your Fona Casualey agent today tor Ask about Budget Rite, Bina Casualty's neu 
ma of your present msurance monthly payment plan. It's simple comvemient 
prog rod the to sour business — busimesslike. Comserves working capital, toc 


ETNA CASUALTY 


fam 


Here is one of “tna Casualty’s current series of 
national ads aimed directly at commercial risks. 


Briefly. the message is this: 


Vany businesses, large and small, lack adequate 
insurance... need a planned program of protec- 
tion... the kind of program an -Etna Casualty 


agent is especially well equipped to provide. 


Iustrated with the humorous cartoons of George 
Price. these ads will be reaching millions of bus- 


iness owners and managers throughout 1959, pro- 


moting the services of “Etna Casualty agents. 


Agency 
~ Buildin 
ETNA CASUALTY and SURETY COMPANY 
Ss 
Affiliated with Atna Life Insurance Company © Standard Fire Insurance Company * Hartford 15, Conn S = ; 
Business 


ALL FORMS OF CASUALTY, BONDING, FIRE AND MARINE PROTECTION 
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stock company groups 


N JUNE, 1898 the control of Mechanics and Traders 
Li New Orleans was purchased by National Fire of 
Hartford and early in 1899 Citizens of Missouri was 
purchased by Hartford Fire. These two purchases 
marked the beginning of the group, or fleet operation 
plan in this country. The original impetus and early 
development of fleet operations was to secure additional 
agency representation and make possible more intensive 
cultivation of territories than was permitted under 
agency limitation rules covering single company opera 
tion adopted by the industry. 


Growth of Casualty 


Added to this quest for wider agency representation 
was another important factor responsible for the later 
development of group operations—the growth and im 
creasing importance of casualty business. Not only did 
many fire companies establish casualty subsidiaries but 
casualty The 
most recent change in group operation concerns the 
development of all lines underwriting through che afl 
ation of life insurance companies with fire and casualty 
companies. 


compames organized tire subsidiaries 


The group plan of operation which was just starting 
at the turn of the Century reached a peak in 1929 when 


THE TWENTY-FIVE LEADING STOCK FIRE AND CASUALTY 
COMPANIES AND GROUPS 


(Net premiums written in thousands) 
1958 Rank Rank 


$777,316 | 
613,166 2 
517,508 3 
4 

5 


1957 


$726,530 
565,174 
464,970 
389,706 
313,168 


1948 


$244,360 
192,109 
a218,367 
234,331 
33,033 


Rank 
Travelers 

Aetna Life 

America Fore-Loyalty 
Hartford Fire 
Allstate 


425,160 
375,647 


Ins. of N. America 
Continental-Natl. 
U. S. Fid. & Guar. 
Home Insurance 


The Fund 


340,537 
299,400 
250,347 
230,613 
230,512 


322,738 
298,446 
250,129 
231,341 
215,663 


158,858 
b78,275 
106,621 
170,351 
109,272 


Royal-Globe 
American Insurance 
St. Paul 

Aetna (Fire) 
Great American 


221,579 
166,578 
149,126 
145,447 
144,871 


231,954 
174,199 
138,573 
150,177 
146,515 


151,858 
c61,890 
78,383 
96,226 
85,596 


Genera! Motors 
Employer's Group 
Gen. of America 
Maryland Casualty 
Crum & Forster 


143,137 
140,717 
135,416 
125,246 
117,814 


160,381 
128,074 
120,171 
119,032 
112,679 


58,225 
68,512 
46.931 
57,354 
71,585 


Genera! Accident 

Phoenix of Hartford 

New Amsterdam 

Swiss Reinsurance 85,580 

Chubb & Son 83,303 
t America Fore Group only. 


b Continental Casualty Group only 
© Does not include American. Associated Group 


107,239 
99,674 
87,594 


97,357 
93,259 
92,108 
72,227 
78,902 


45,120 
49,059 
51,140 
48,649 
41,763 
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355 individual companies were operating as members 
The ravages of the 
depression period brought retirements and consolida- 


oft some ninety separate LTOUps 


with fire company members reduced from 287 to 
and casualty company members knocked down from 68 
to 51. The total companies in group operations hovered 
very close to the 1935 figure of 283 during the depres 
sion vears. It was not until 1945 that the total compa 
nies in group operations reached the 1939 record of 375 
Consolidations reduced the number to 320 in 1950 but 
in succeeding vears there was a net 
highs. 


Increase to new 


Growth from 1935 


rhe growth in group operation from 1935, 
independent units were in operation, to 103 by 


when 74 
1945 was 
due almost entirely to the organization of subsidiary 
casualty carriers by fire companies or the founding of 
subsidiary fire companies by casualty carriers 


During 
this period, while total groups advanced by 29 


mndivid 
ual fire carriers advanced by 30 and casualty members 
of tleets advanced by 42. 

The Supreme Court decision holding insurance to be 
commerce, and thus subject to the anti-trust laws when 
it crossed state lines to become inter-state commerce, 
sounded the death knell to 
agency appointments. It is no longer necessary to have 
separate corporate entities to maintain agencies, 


industry agreements on 


Legislation to permit multiple line underwriting in a 
single carrier has been adopted so that it 1s now feasible 
to underwrite all classes of fire 


and casualty lines in a 


This has not only 


organization of additional 


single company slowed down the 
carriers but has 
permitted the consolidation of fire and casualty compa 
nies. A number of company fleets have consolidated 


their operations by merging some of their affiliated car- 


subsidiary 


riers while others have made complete consolidations 
into a single carrier. However, other companies have 
extended their multiple line operations by acquiring car- 


riers which were strong in the opposite tield 


Group Plan Will Persist 


\lthough the two most important reasons for group 
operation of fire and casualty carriers no longer exist, a 
plan of operation that has been built up over a period 
of sixty vears will persist. While there is less incentive 
to start new fleet operations there are many reasons to 
some of those which are well established. Not 
all groups are set up on a basis that would lend them 


continue 


selves to physical merger. Some are organized on a 


management basis, others have strong specific reasons 
for separate existence and often it is very difficult to 
err ied n the next paae 
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STOCK COMPANY GROUPS—Continued 


merge companies domiciled in different states. Com- 
pany names have acquired value through long associa- 
tion and extensive advertising. Numerous special rea- 
sons could be cited for specific situations but, fundamen- 
tally, many managements hesitate to go to the trouble 
and expense of consolidation unless it can be more fully 
demonstrated that a single large unit can be operated 
more efficiently than several smaller units. 

here are also factors tending to foster group opera- 
tion in the fire and casualty field. Conventional compa- 
nies have encountered stiff competition, particularly on 
automobile lines, based primarily on rate differentials 
due to lower acquisition costs. Some companies have 
organized or are using a subsidiary or affiliated carrier 
to operate on a basis of six-month special policies, direct 
billing of renewals and lower commission rates so as not 
to disrupt their back-log of business being underwritten 
on the conventional basis. It is interesting to note that 
while the number of groups increased in 1958 from 128 
to 134 the number of fire and casualty companies in- 


volved remained at 365 


All Lines Underwriting 


The most important recent change in group operation 
concerns the development of all lines underwriting 
through the athliation of life insurance companies with 


fire and casualty 


companies, Several companies or 
groups have recently organized or purchased control 
of life insurance companies. To cite only a few exam- 
ples of each, American 


North America, 


Surety, Insurance Company of 
\Ilstate and Emplovers have organized 
life companies, while Federal, St. Paul, Home. 

Falls, Springfield and Hartford have acquired 
life companies. Over one quarter, 40 of the 134 fire and 
casualty groups in our study include life insurance com- 
pamtes. .\ll told there are over one-hundred such affilia- 
trons, many of them operating in special fields. 


New 


(slens 


Number —Number of Companies— 
Year of Groups Fire Cas. Total 
1958 134 365 
1957 128 365 
1956 123 352 
1955 122 362 
1954 120 360 
1953 120 355 
1952 115 345 
1951 113 342 
1950 104 229 89 318 
1949 105 241 95 336 
1948 106 243 95 338 
1947 102 255 94 349 
1946 103 256 93 349 
1945 103 262 93 355 
1944 93 245 8| 326 
1943 90 245 77 322 
1942 90 242 76 318 
1940 93 24! 71 312 
1925 74 232 5! 283 
1929 90 287 68 355 


As we have included in this study any two or more 
stock companies under the same management, it in- 
cludes a wide range in size from two companies which 
wrote less than $25 thousand last year to fleets of as 
many as eleven companies and one group which wrote 
over $777 million in 1958. 


Total Premiums 


The 365 tire and casualty companies and two life 
insurance Companies reporting on a departmental basis 
wrote total premiums of $7.9 billion in 1958 and ac- 
counted for nearly 90¢¢ of all business underwritten by 
stock fire and casualty companies. The over-all loss 
ratio to premiums earned was 65.2% and the expense 
ratio to premiums written was 35.37. The statutory 
underwriting loss was $102 million. 

There is no reason to discuss the general operating 
results of the companies in these groups, as operating 
results of all fire and casualty companies were the object 
of a special study in the April issue of Best's Insurance 
Vews, and these companies follow closely the general 
averages, 

There were several changes in the rankings of insur- 
ance groups premium volume between 1957 and 
1958. Allstate went up one notch to fifth which placed 
Insurance of North America sixth while Home and The 
Fund each rose one place to ninth and tenth which 
dropped Royal-Globe from ninth to eleventh. St. Paul 
jumped from sixteenth to thirteenth while General Mo- 
tors dropped from thirteenth to sixteenth. 

Going back ten vears brings out several additional 
important shifts and emphasizes the tremendous growth 
in volume. Ten years ago only nine groups wrote more 
than $100 million, now twenty-one write above that 
In ten years Allstate moved from thirty-fourth 
ifth position premiumwise by boosting volume from 

mullion to than nullion. Aetna Life 
Group moved from fourth to second position by boost- 
ing volume from $192 million to $613 million. 


by 


? 


$375 


more 


Importance of Casualty Growth 


Groups that did not participate extensively in the 
expanding casualty lines tended to show relatively lower 
Although 
Home raised its premium volume in the ten year period 
from $170 million to $230 million it 


than average growth in premium volume. 


slid from. third 
place to ninth while Aetna Fire dropped from tenth to 
fourteenth position despite increasing volume from $96 
million to $145 million and the Crum and Forster group 
slid from fourteenth to twentieth position despite boost- 
ing volume to over S117 million. In the table of the 
twenty-five leading companies and groups in the stock 
fire and casualty field only Aetna ( Fire) and Maryland 
Casualty are single companies and Aetna operated on a 
group basis until absorbing its affiliates in 1958. The 
table opposite lists the fifty leading stock, mutual and 
reciprocal companies and groups. 

Vhe detailed tabulation of the individual stock com- 
pames now operating on a group basis will appear in 
the 1959 edition of Best's Fire and Casualty Aggregates 


and -lverages. 
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FIFTY LEADING FIRE AND CASUALTY COMPANIES AND GROUPS 


Stock, Mutual and Reciprocal 


ips FOLLOWING TABULATION includes stock, mutual 
and reciprocal organizations with net premiums 
written tabulated on a group basis in all instances in 
which more than one company is involved. It is based 
on the fifty leading underwriters in 1958 and figures for 
prior years have not been adjusted to reflect subsequent 
acquisitions or affiliations. For example, early figures 
for America Fore-Loyalty reflect only America Fore 
and Continental-National figures do not include Na 
tional until it was acquired by Continental. Most 
striking growth volume was by Allstate which twenty 
years ago wrote only $3 million in premiums and in 


1958 wrote $375 million to rank in sixth place, just 
behind State Farm which advanced from $13 million 
to $412 million in the same period. Nationwide ad 
vanced from $6 million to $194 million to reach fifteenth 
position and Farmers Insurance ( Cal.) from $7 million 
to $160 million and seventeenth position. Companies 
writing predominantly fire lines or branches of foreign 
companies tended to lose relative position in volume 


ranking, Home dropped from third to eleventh despite 


increasing premiums from $77 


million to $230 million 
Roval-Globe was down from fifth to thirteenth 
with an increase from $64 million to $221 million. 


while 


(Net premiums written in thousands) 


1958 


Amount 


1957 


Rank Amount 
Travelers 

Aetna Life 

American Fore-Loyalty 
Hartford Fire 
State Farm 

Allstate 

Ins. of N. America 
Liberty Mutual 
Continental-National 
U.S. Fid. & Guar. 
Home Insurance 

The Fund 
Royal-Globe 
Kemper 

Nationwide 
American Insurance 
Farmers Insurance (Cal.) . 
St. Paul 

Aetna (Fire) 

Great American 
General Motors 
Employers’ Group 
General of America 
Maryland Casualty 
Crum & Forster 
Employers Mutual (Wis.) 
General Accident 
Phoenix of Hartford 
Hardware Mutuals 
New Amsterdam 
Swiss Reinsurance 
Chubb & Son 
Zurich-American 
Glens Falls 
American Mutual Liab. 
Standard Accident 
Accident & Casualty 
Commercial Union 
Reliance Insurance 
Ohio Casualty 
Springfield F. & M. 
Boston Insurance 
Northwestern Mutual 
No. British & Merc. 
American Surety 
General Reinsurance 
Phoenix of London 
Gov't Employees 
National Union 
Michigan Mutual 


777,316 
613,166 
517,508 
425,160 
412,391 
375,647 
340,537 
329,767 
299,400 
250,347 
230.613 
230,512 
221,579 
196,748 
193,896 
166,578 
160,560 
149,126 
145,447 
144,871 
143,137 
140,717 
135,416 
125,246 
117,814 
116,693 
107,239 
97,727 
90,536 
87,594 
85,580 
83,303 
82,884 
81,927 
81,200 
74,787 
73,088 
70,347 
67,542 
64,033 
58,952 
57,375 
54,625 
52,571 
51,236 
49,204 
48,626 
46,627 
45,901 
45,318 


Kemper 


726,530 
565,174 
464.970 
389,706 
354,098 
313,168 
322,738 
304,837 
298,446 
250,129 
231,341 
215,663 
231,954 
187,632 
171,121 
174,199 
135,449 
138,573 
150,177 
146,515 
160,381 
128,074 
120,171 
119,032 
112,679 
113,464 
97,357 
93,259 
88,198 
92,108 
72,227 
78,902 
83,716 
80,655 
83,231 
74,160 
66,137 
67,746 
56,364 
57,151 
58,471 
52,975 
51,664 
53,583 
47,248 
45,752 
50,844 
36,246 
44.634 
44,233 


Group ranked tweltth i 


* Error discovered on final proof 


For June, 1959 


Rank 


1948 1943 1938 


Rank 


Amount 


Amount Rank Amount Rank 
244,360 
192,109 
218,367 
234,331 
80,143 
33,033 
158,858 
136,359 
78,275 
106,621 
170,351 
109,272 
151,858 
98.082 
38,616 
61,890 
48 402 
78,383 
96,226 
85,596 
58,255 
68.512 
46,931 
57,354 
71,585 
59 689 
45,120 
49,059 
41,247 
51,140 
48 649 
41,763 
42,688 
43,851 
69,031 
36,185 
6,035 
49.992 
26,508 
26,366 
43,423 
25,115 
20,877 
32,500 
40,697 
28,645 
35,439 
5.905 
22,917 
18,416 


125,414 
104,463 
93,749 
105,892 
27,551 

7,348 
66,995 
83,787 
32,208 
50,853 
94,698 
43,755 
88,267 
45.941 

9,751 
25,766 
11,277 
30,530 
48,556 
35,281 

4,383 
43,274 
21,426 
31,321 
39,094 
29,518 
21,263 
21,004 
18,175 
23,424 
10,097 
19,515 
20,914 
22,063 
39,334 24,899 
19,443 14,853 

2,512 677 
27,747 23,744 
13,507 9,885 

7,504 5.732 
21,340 14,596 

8,233 6,537 
10,940 8,180 
18,646 15,691 
16,739 12,039 
14,074 7,783 
21,242 17,408 

1,101 40! 
11,699 7,325 

8.851 5.314 


above 12s one number 


84,322 
60,684 
69,682 
78,088 
13,295 

3,025 
40,808 
44,839 
21,086 
37,809 
77,531 
25,639 
64,343 
35,740 

6,570 
18,162 

6,888 
20,172 
32,107 
27,814 
20,362 
34,683 
10,274 
26,265 
27,847 
12,025 
20,509 
14,896 
15,393 
19,864 

5,502 
12,837 
15,363 
15,002 
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RALPH E. ZANGMASTER 
Sales Manager 
Motorists Mutual Insurance Co. 


NSURANCE SELLING, it seems to 
should be considered pro- 
fession and the man or woman who 
seeks to derive income from. this 
business should be adequately pre- 
pared to meet the challenges that 
will be forthcoming. At the present 
time, the only requirement to enter- 
ing this business is the successful 
passing of the imsurance license ex- 
amination of the state. The doctor 
or attorney must have had a con- 
siderable number of vears college 
raining before he can attempt to 
pass the state board or bar exam, but 
I can get licensed with compara- 
tively little effort to sell insurance. 
Therefore, to earn the respect of 
being thought of as a professional, 
I must be interested in helping my 
clients with their insurance problems 
and constantly strive to gain the 
knowledge necessary to give. this 
type service to my clientele. 


Selling and Extroverts 


Selling is often associated with 
the extrovertive type person whose 
mannerisms are sufficiently aggres- 
sive to get the prospect and make the 
sale. This type salesman has done 
a great amount of good for our econ- 
omy, and will continue to do so; but 
I feel the best insurance salesman 
is a person somewhat less agres- 
sive in his manner, not, of course, 
a “wallflower,” and primarily inter- 
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Salesman Looks At 


ested in the service he can render 
rather than the income to be earned 
from his business associations with 
his prospects and clients. The snow- 
balling effect of renewal commission 
earned from those satisfied policy- 
holders their insurance 
vear in and year out will take care 
of the income problem. 


renewing 


Three-fold Obligation 


As an insurance salesman, I feel 
i have a three-fold obligation: first, 
to my clients and prospects: sec- 
ondly, to my company, or com- 
panies; and thirdly, to my family. 
| mention family here solely because 
the system of remuneration of com- 
mission selling does place a dollar 
and cent value to each policy or ap- 
plication. 

It is only natural that a salesman 
should feel obligated to his client. 
He is the person who's “footing” 
the bill, and it’s the combined pay- 
ments by all insureds that enable the 
company to exist and survive. | 
would stress the obligation to com- 
pany, especially, because I feel a 
salesman can be more productive 
and enthusiastic about selling if 
there is a good attitude toward a 
particular company or the several 
companies he represents. 

Where does the underwriter fit 
into my program as an insurance 
salesman? I realize an underwriter 
is a salaried emplovee and, there- 
fore, his basic obligation is to work 
toward making “his” the best com- 


pany in the business. However, I 


Underwriting 


want him to realize that I, as a 
producer of the business, have prob- 
lems unique to the salesman and 
also perform the field duties of un- 
derwriting. (1 have been told by 
my underwriting friends that some 
salemen don’t perform the field un- 
derwriting function too well, but 
rely on the good-will of the under- 
writer to help the agent get the 
policy issued. [ll not concern my 
discussion to this type salesman be- 
cause | stated earlier I feel the agent 
has an obligation to his company 
and field underwriting certainly is 
included in this obligation.) Not 
only should the underwriter feel ob- 
ligated to his company and, within 
reason, to the agent, but I should 
hope he would feel somewhat obli- 
gated to the good policyholder and 
consider that wrongful action on his 
part may cause undue hardship to 
this policyholder. 


A Specialist 


An agent has the right to expect 
the underwriter to be a= specialist 
in the field of studying and analyz- 
ing risks to determine if the risk, as 
presented, is desirable to the com 
pany. This is a big job and a tremen- 
dously important job 


today espe- 
cially 


but not too glamorous. | feel 
the salesman should look to the sales 
and claim departments for the inter- 
pretation of the policies, but I’m 
expecting my underwriter to have 
a sufficient technical knowledge of 
the policies to advise if additional 
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defense 


and peace of mind depends on protection too — adequate insurance 
coverage against all kinds of unforeseen emergencies. 

The Security-Connecticut Group offers this kind of complete, multiple- 
line service to its representatives and their clients — has withstood 
the test of conflagrations, earthquakes, hurricanes, and other major 
disasters for over 118 years. 

In the days ahead, Security-Connecticut will continue to provide the 
same sound protection and service which have been its hallmark. 


® This fascinating booklet contains every important missile in the 
U.S. arsenal — each one in full color, identified by name, 
mission and manufacturer. And it’s a treasure-trove of facts 
about up-to-date, streamlined insurance for every need, too! 
Your clients will want this dramatic, useful booklet — tuned 
to our times, tailored to their needs — send for it now! 


all forms of insurance 


SECURITY-CONNECTICUT INSURANCE GROUP 


SECURITY NEW HAVEN 5, CONNECTICUT, Dept. 146 
Please send me scopes of “Insurance Protection 
NSU RANCE in the Missile Era” at no cost or obligation 
t, OUR PRODUCT GROUP 


NAME 
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F. W. PALFREG, C.P.C.U. 
Personal Lines Field Manager 
American Mutual Liability Ins. Co. 


HEN I FIRST studied property 
insurance | was told that there 
were two types of hazards: physical 


\lthough the first is the 
obvious, certainly 


and moral 
More the second 
assumes at least equal importance. 
When, later, 
Inlity insurance we studied diligently 
the law of negligence and other 


facets of Torts plus physical hazard 


| was exposed to lia 


as it develops evidence of negligence. 
But not a word was spoken of moral 
hazard 

Some months ago at 
be sicle 


derwriter of a 


a meeting | 


Was seated a prominent un 
insurance 


temerity 


leading 
had the to re- 
that | could show him 
reduce his 


company. | 
mark to him 
how. to automobile loss 
ratio to the point that rates could be 
truly re \void- 
richly deserved, 
told him 
principally the 
moral integrity of each risk : that this 
antee of relatively 
driving. [le 


that he thought | 


irded as excessive, 


ing the rejoinder 
he politely asked how 
would underwrite 
was the best vual 
accident-tree answered 
was right at least 
part; that various underwriting 
controls did, in fact, attempt to do 
just this 

Is moral hazard important The 
toll on the highwavs attests that it 


certainly is. Consider the. statistic 
that approximately 80° of the acci 
oof the 


again that of the 


dents are caused by 20¢ 


drivers. Consider 
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accidents 
SO% 


that do happen, nearly 
can be found chargeable to a 
driver who was in direct violation 
speeding, driving under 
the influence, driving to endanger ; 


of the law: 


as well as the myriad of smaller 
offenses such as stop signs, crossing 
white line, ete. The increasing strict- 
ness of underwriters with respect to 
the violator gives emphatic support 
to the basic premise that the quality 
of a given individual driving risk 
can be directly measured in terms 
of his respect for the law and. for 
human rights. 


Most Important Item 


Do we agree, then, that moral haz- 
ard is the single most important item 
in automobile casualty underwrit 
ing? Why then do we make so light 
of it? Perhaps because it is such an 
intangible? | individual 
who ts a leader in his community, a 
pillar of his church. He is, in many 


respects, the epitome of all that is 


know an 


honest and good. But he is imper 
sonally ruthless in avoiding the spirit 
as well as the letter of the law when 
it runs counter to his convenience. 
lle has had several serious accidents. 
His basie philosophy is such that he 
Now, don't 
This man is not dis 
honest, nor will he ever go to jail. 


will certainly have more. 
get me wrong 


His code of ethics is simply one 
which places benetit to himself above 
the common good to a greater de 
gree than is reasonable 
to attitude the 


Translated 


behind wheel, his 


driving shows relative disregard for 
the rights of others. 

The ageney which currently serv- 
ices him has either overlooked or is 
unaware of his basic nature. His in- 
suring carrier remains blissfully in 
the dark. Query: Would the com- 
pany benefit if they made a point 
of emphasizing the importance of 
proper driving attitude to their 
Would the “clean” risk who 
is going to cause a big one thus be 
avoided ? 


agents ? 


I believe that in some in- 
stances he would. 

There is no question about the in- 
tangible nature of our discussion, 
Nor is there any question that agents 
are looked upon as both good and 
questionable by the companies for 
which they write. For two agents, 
writing for the same company, fol- 
lowing the same underwriting rules 
will, given volume enough in each 
case to provide credibility, produce 
consistently ditferent loss ratios. Ob 
viously, one has learned what is good 
business and the other has not. It 
may be important to note that the 


good agent has in most cases learned 


independently of the company : selec 
tion of agents is important. But if 
we can agree that the underwriter’s 


main line of defense is the agent 
should we not give priority to de- 
veloping underwriting acumen in the 
field ? 

When the industry very 


young, but still not so long ago that 


Was 


some of the old timers among. us 
don't recall it, the solicitor was given 


a great deal of discretion in the field, 
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Within certain limits he even set his 
own The underwriter de 
pended a great deal on this man’s 
judgment to arrive at its own evalua 
tion. I think the same basic prin 
ciple remains today : 


rates, 


that the agent 
shall submit only good business ; 
but the confines within which he can 
use discretionary judgment have 
been considerably narrowed. The re 
sult, I fear, in too many cases has 
been that no judgment at all is used: 
Business is bound or submitted ac- 
cording to the letter of the rules and 
let the chips fall where they may. 


Class Underwriting 


The one-time close cooperation 
hetween underwriter and field has 
disappeared with the rationalization 
that the business has grown too large 
to permit it. With this disappearance 
has come the over-dependence on 
statistics and the fallacious cure-all 
known as class underw riting. IT say 
fallacious because it automatically 
assumes that people will develop 
losses to a degree which can be pre 
determined according to. their age 
The independent 
specialty companies have developed 
this philosophy to its finest flower 

and here may lie the secret to 


and use of ear. 


heating them at their own game, Of 
course there are loads of 


which establish the svsten’s 


statistics 
validity 
But consider how it breaks down, 
Prior to March 1. 
signed risk in 


1959 an as 
a large (Connecticut 
city ata rate with a sur 


For June, 1959 


UNDERWRITING 


charge for drunken driving will pay 
$160.23. The public 
accountant who uses his car in his 
business will pay $160.73 for the 


same protection. Of course, we can 


accident-free 


make the comparison worse by plac 
ing the assigned risk in a suburban 
town, but the example should suffice. 
Class underwriting supports 
premise : 


one 
that there is nothing, to 
quote a famous jurist, so unequal 
as equal justice to unequals! It is 
a monument to the gulf between the 
underwriter and the producer 

I do not mean to imply that un 
derwriters, even a few of them, are 
had 
it, there is no bad Whisky, only good 
and better, \s 
charged the solicitation and 
writing of profitable business. We 
need standards to follow. We need to 
enhance our own judgment with the 


\s one altruistic individual put 


salesmen we are 
with 


knowledge gleaned from the under 
writing of many more risks that we 
will ever individually see 
do have the ir place 


Statistics 
Helpful, too, is 
the impersonal vie wpoint which ean 
he supplied by the intelligent under 
writer: the agent cannot stand alon 
in his judgment of good business 
\ profitable loss ratio is a joint ven 
ture between the producer, the un 
derwriter and ves, the claim depart 
ment, too. But it seems fair to claim 
that as between underwriter and pre 


ducer, the formier needs the Jattes 


more for the very reason that the 
producer has the right to 
what is written. He is the 


who first submits it 


che 


Individual 


We might, then, sav in a flush of 


enthusiasm that a fortune awaits the 


company which will train the pro 
ducer as an underwriter. And this 
is not a far-fetched scheme. The suc 


cess of the specialty companies h 


in large measure been due to the 


skimming off of the cream: th 
proper selection of business. And 
all the dirty linen hune upon the 
line about expense ratios cannot hick 


one inescapabl fact son 
nies have been cleverer in the Ir un 
derwriting than others and accord 
ingly charge less 


To use a popular phrase : it is later 
than we:think. The gap between the 
bureau and the specialty COMP ~ 
is widening. The continuin e of 


class underwriting as the only ri 
teria plavs into their hand 
make the 


Situation worse strong 


medicine is indicated. The 


reason 
able question: what medicine 

We t sav ¢ xperience rate eacl 
placing off 


on the 


ce or agency 


good 


could offer a lower cost to their cus 


theory that thre Ones 


tomers Vhis would have the ettect 
of forcing the unprofitable operations 


out of busine ss. U 
tory 


ntairly diserimina 
Vou Say ? Remember. we're 
talking strong medicine. But is it 


really incompatible with the basic 


theory of insurance that contribu 
tons of many may pav losses of the 
unknown few ane thus the luture of 
all is more certain is it? Is it 
proper that, under the current sys 


tem, should pay a higher pre 
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Automobile Insurance—Continued 

mium due to the fairly constant loss 
record of the remaining 20% ? Well, 
you say, such medicine is too strong. 
Perhaps it is. So here’s another idea 
forwarded in a insurance 
journal article: Peg the rate for the 
prime risk at or below the rate for 


recent 


the prime rate of the specialty com- 
pany. Grade all others upwards as 
they deviate from the prime. Might 


THE 
STANDARD 
INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


a company is known 
by the insureds 


it keeps! 


“Bring Your Insurance 


up to Standard” 


really put us in business for a while 
and out of business later. 

The hard fact that faces us is that 
we must charge rates that are ade- 
quate for the job to be done. As 
an official of one of the rating bu- 
reaus once remarked, we cannot sub- 
mit to the theory that we must lose 
money to stay in business. And IT do 
not believe there is any simple de- 
vice to bring our losses down. If 
there is a ray of hope must we not 
turn to the field to achieve what they, 
not the underwriters, have thus far 
failed to obtain in the way of more 
profitable results? Which is to select 
business on which we can make 
money. And the more money we can 
make the more favorable rates can 
become in terms of competition. 
This in itself is strong medicine for 
it means forbearance on the part of 
the voung agent hungry for success, 
cleaning house on the part of estab- 
lished offices and agencies and the 
stern refusal of companies to engage 
in the friendly exchange of unprofit- 
able business which has made a farce 
of house cleaning in the past. 

let us then 


moral hazard. 


terms of 
With good agents it 
is instinctive, Since sociologists tell 
us that there is little instinct that ts 
not learned, there is opportunity 
and hope for the others 


think in 


Obviously 
the good moral risk from a driving 
standpoint will not have violations 
of traffic regulations on his record. 
I fear some agents try to excuse the 
“XN Town is famous for its 
tough cops (would there were more 


violator: 


of them)” or “Speeding in Y State 
is automatic cause for license suspen 
sion.” The point is, the law was vio 
lated. Whether the penalty 
over-severe is relatively immaterial 


Was 


Risk Selection 


Any agent might ask himself how 
many of the really good risks on his 
books do run afoul of the law and he 
might consider favorably fewer pros 
pects who do, If, however, we could 
sav that all drivers who have not re- 
ceived a ticket are good risks we 
would have a simple formula for 
maintaining loss ratios at the per- 
Ah, that it were that sim 
But people continue to have 


nussible. 
ple. 
their first accident due to a violation 
and since few of us are psychologists, 


how can we uncover this expensive 


There 
and there 


propensity where it exists? 
must be indications 
are. 

A few years ago an underwriter 
turned down a risk that had ap- 
peared entirely clean: no violations 
and no accidents. But the individual 
had over 80 parking tickets in one 
18 month period! Certainly the un- 
derwriter was entirely reasonable in 
wondering if he were this flagrant in 
failing to respect regulations, what 
on earth was he like behind the 
wheel? I might add that those in- 
dividuals who permit their parking 
tickets to be “tixed” belong in the 
same category. Obviously we steer 
clear of the petty felons: but how 
about the man who cheats on his 
income tax: particularly those who 
are brazen enough to brag about it ? 
What the show off and the 
bully: sitting behind the wheel of an 
automobile is not likely to change 


about 


them. There is one individual whom 
we will a‘l gladly avoid : the man who 
deliberately avoids his financial ob- 
ligations. | am quite certain, how- 
ever, that a high correlation exists 
between the poor credit risk and the 
bad driver, just as it appears now 
that the habitual floater between resi- 
dences and jobs must be classed as 
undesirable. The man who is sloppy 
in his home life may also be careless 
on the road. There are Yer other 
danger signals, 


Warrant Caution 

| have in mind a man who lets 
his dog roam uncontrolled to the 
point where his neighbors are about 
to lodge a complaint with the police. 
And another who ignores the com- 
fort of others with noisy parties late 
Will they 
show the same consideration while 
driving ? 


into the summer night. 


I am not saying we should 
write only paragons of virtue (we 
should write them, but that 
roughly two out of every ten persons 
solicited (Not two of every ten who 


too!) 


insurance) are 
likely to be sufficiently questionable 
to warrant caution, 
There is a little of the devil in us 
all. : it’s a matter of 
degree But above all, let's be honest 
with ourselves and our companies 
and insist on moral integrity among 
those we 

That brings up another point. It 
takes, it is said, a thief to catch a 


come lo king for 


considerable 


Let's be realistic 


insure. 
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thief. On this basis, insurance agents 
who ran fortieth on one insurance 
company’s ranking of sixty classes of 
drivers should be in a better than 
average position to uncover the bad 
ones. This should not be! It does 
appear true, nevertheless, that agents 
quite generally do not endorse the 
aims and purposes of the companies 
they represent, A pity too, because 
among other things, the industry 
loses one of its best avenues towards 
better public relations. 


Public Relations 

I sometimes get the impression 
that the entire American Agency 
S\ stem is founded on the premise 
that the individual company is not 
to be trusted . . . hence the value 
of the independent agent. If we give 
credence to the rate at which mem 
bers of the public are switching their 
insurance to direct writers and spe 
cialty companies we might gather 
that they have the same impression 
and prefer to deal with sales 
men who believe in the companies 
for whom they sell. But we cannot 
lay the blame beside the independent 
agent alone. He just happens to be- 
long to the single largest group. Be 
fore we approach the public, let’s put 
our own house in order: gentlemen 
of insurance company management, 
you have a public relations job to 
do with vour own field force! And 

a continuing one, 
It won't work to pass down under- 


writing rules with the reasoning’ 


behind them closely guarded 
secret. What we are trying to ac- 
complish is better underwriting on 
the part of agents. And [I do not 
know many intellegent people who 
will accept any regulation at face 
value: to be sold, they must know 
something of the reasoning behind 
it. One prominent company has pre 
pared a complete underwriting guide 
and has placed it in the hands of 
every agent in the field. It follows 
that the underwriting results of this 
company run generally better than 
the average for the industry. 

The speaker at a recent luncheon 
asked how many agents’ children 
spoke with pride of their father’s 
occupation . . as compared with 
those of doctors or lawvers, lf any 
agent shirks the only answer to this 
question he hasn't sold himself on 
his profession. If any company 


ea n 
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The America’s Cup 


Defender 1903 


A Reliance Specialty 


Under sail or under power, millions of Americans have 
transformed modern yachting into big business, pre- 
senting a huge potential to all of us in the insurance 
profession. 

Yacht coverages of every description have long been 
a specialty of Reliance. A sample of our helpful interest 
in this field is provided by the ever-popular Reliance 
“yachting guide” card. If you'd like some copies for 
your seagoing clients, won't you drop us a line at the 
address below? 


RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 
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Automobile Insurance— Continued 


doubts the answer to such a ques- 
tion as respects one of its agents, it 
had better be rid of him or sell him 
a great deal harder 

It is a curious thing ; the organiza- 
tion with esprit de corps usually 
draws the respect and following of 


the public Take a look at the Ma- 


rine) Corps or the New York 
Yankees, You may not like them, 
but vou must sav they know. their 


business 
larly 


If we are 


\ny business, and particu 
confidence, 
to ask the tield force to 
underwrite the public we must first 
they understand 
sold on the job at hand 


built on 


OUTS, IS 


be sure and 


Thev must 


are 


have pride in themselves and in the 
industry they represent 
Phere is no question that the pos 


session of a contract of insurance 


increases moral hazard even 


in the best of us 


expressed by a feeling that not quite 


It is perhaps best 


as much care 1s required if one ts 


insured, There is many a “good” 


risk who will take reasonable pre 
cautions if within the limits of con 
vemence but who will yet take 
chances he would avoid were he not 


insured. | think we have a public 


job ahead of us to make 


relations 
the good risk better and to upgrade 


the b lance 


Phere is far too much bickering 
moour adve riising and personal re 
lations with the public. One com 


pany carried a full page spread with 
the approximate heading “vou 


WAN 


be paying up to $80 too much for 
your insurance.” A couple of vears 
ago there was the familiar slogan, 
“you're a name and not a number 
to your independent insurance 
Comment of one agent: “I 
have no quarrel with X agent 

he knows best what his product is 
worth.” | the true 
worth of arguments is. Not 
too much, | am inclined to feel. 


agent.” 


wonder what 


such 


I know that when a prospect of 
mine voices distrust of a competing 
company | maintain a strict silence. 
And | 
come questions about my own com 
pany thes the 
objections | must overcome to make 
the sale. And I do stress the ability 
of our the acid 
test: a satisfied policvholder when 


It is a potent weapon. wel- 


because tell me 


company to meet 
In short, the smart 
agent will sell the product and the 
organization behind it. Can you 
think of any other industry with a 
different 


he has a claim. 


sales formula nor of any 
other industry which seeks a market 
by lambasting competition the way 
we do? Is it any wonder that our 
attempts at better public relations all 
too often go down the drain in the 
face of our failure to maintain pub 
lic respect ? 

There is common. feeling among 
people that 
panies are solvent 
the 


clamor for 


Many MISUTANCE 
too solvent In 
event of an accident there is 


melon, \s 


manufacturer 


a slice of the 
minded 
put it in 
many 


a civic olice 
a national advertisement, 


individuals have a dual code 


th xough 


Independent Insurance Agents 


of ethics when it comes to insurance, 
without the apparent realization 
that, as with taxes, the more that 
is paid out the greater must be the 
amount that is paid in. Would that 
we had more men the stature of this 
one! He paid thousands of dollars 
for an ad on a subject that is right- 
fully ours to put across. The por- 
tion of the premium dollar allocated 
to advertising and public relations 
is strictly limited. 
can we afford to air our petty dif- 
We have far 
more to gain by preaching honesty 
and decency as well as technical 


As long as it is 


ferences public? 


proficiency. People behave in large 
measure as they feel they are ex- 
pected to act. 

It has been said that we live in 
an age in which morals have been 
relaxed. But we cannot, in our busi- 
assume a defeatist attitude. 
Too much is at stake. We are on 
the brink of pricing ourselves out 


ness, 


of the automobile insurance market. 
\nd that applies to all of us: direct 
writers, specialty and agency com 
panies alike. 

One company president has al 
ready warned that automobile ac- 
cident compensation administered by 
the states may be upon us within 
tive years time. Radical? 
hope so. But it is later 
think. It is time to take a closer look 
at the moral hazard, 
agents, preach it to the public. 


Let us 
than we 


teach it to our 
It is 
time to turn from calamity to profit 
for the industry and safety for 
the nation on the highways 


The HANOVER GROUP 


Strong and Save Protection Skilled Agency Senvice 


The HANOVER INSURANCE COMPANY - The FULTON INSURANCE COMPANY 
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Home Office: 111 John St., New York 38, N. Y. 
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QUESTION VII 


It has been sugyested that the 
increasing number of cases of excess 
recovery of hospitalization and med- 
through 
might be reduced by adapting the 
appropriate provisions of a fire in 


ical overinsurance 


costs 


surance policy to hospitalization and 
medical benetit contracts.” 

(a) Indicate the principal reasons 
for the increase in the over-insut 
ance mentioned in the above. state 
ment 


(hb) 


Visions of a fire policy which might 


Describe the appropriate pro 
he adapted to solve the over-insur 
ance problem cited above 

the that 
encountered im adapting 


difficulties 
would be 
the provisions described in your an 
swer to part (b) of this question to 
the policies which provide hospital 
zation and medical benefits. 


Answer 


I-xcess recovery of hospitalization 
and medical costs normally results 
from carrving two or more policies 
with different insurers as it is not 
normal for one company to write pol 
icies of such high limits as to provide 
extra coverage over and above actual 


costs of hospital and medical care 


a) Principal reasons for increased 
overinsurance would be: 

1 \W idespread acceptance ot group 
insurance, normally paid for entirely 
or in part by employers. The em 
plovee’s cost for this portion of his 
hospitalization protection is low or 
nil. He can therefore afford addi 
tional insurance on an individual ba- 
2. Constantly 


costs of 


increasing 


hospitalization and medical care 


for 
causes great individ- 


(and its inevitable occurrence 


most persons ) 
ual concern; one insures not only to 
cover present costs of possible loss 
but to hedge on future increases in 
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CHARTERED PROPERTY CASUALTY UNDERWRITER 


PART I—INSURANCE PRINCIPLES AND PRACTICES 


(Continued) 


costs, overcome mace Lite OF 


the effect of deductible or comsut 
ance provisions in other coverages 


Sale ot hospitalization 


A 
care imsurance including Blue 


Cross plans) has been pushed with 
constant advertising programs, 
emphasizing this phase of protection 
in the public mind 
4. Overlapping of coverages be 


non-standard individual 


contracts, CN of medical 


erage in automobile and 


cause of 
CON 
other 
contracts, and non-integration of in 


dividual and 


vroup coverages. 


(b) Two basic provisions of the 
fire policy might be adapted to cor 


rect the situation : 
1. Pro-rata lability 
duplicate coverage, the poli Vy pro 
rates with other insurance 
collectible or not). 

2. Indemnity (Actual 


ash Value ) 


Recovery for costs of hospital or 


medical care could be limited to ac 
tual loss sustained by the insured 

The use of the fire policy provi 
sion that other insurance may be 
prohibited would be impolitic 
cause the limitations on recovery in 
many policies (such as Blue Cross 
and 
make it 


seek other insurance (such as m: 


similar commercial contracts ) 


necessary for insureds to 


medical) in order to cover more 
fully the risk to which they are ex 
posed, 

It should be noted that coimsur 
ance, originally trowned upon im 
insurance for the basic costs of hos 


} 


} 
pitalization imsurance has now be 


come available in such operations as 
the Blue Cross Co-Pay pl 

The aimculitv ot apy Ivins 
rata habilitv or mdemmnity 

to hospitalization mead 


surance arises out of non-standard 


zation of policv forms. To pro-rate 
the different benefits of two or more 
widely different contracts (even 
though they may pay portions or all 


ot the same loss) would be ex 
tremely ditticult Phe actual cash 
value provision runs ito similar 


difficulty in that two or more poh 


cies may cover to different extent 
the various sub-costs (anesthesia, 
\-ray, operating room, etc.) that 
enter into the over-all hospitaliza 


tion-medical care bill 


QUESTION VIII 


“A. a manufacturer of fine tut 
iiture, uses the Motor 
portation Company for shipment ot 
The Motor 


Pransportation Company is a com 


Prans 


his products. 


mon carrier operating through eight 
derives about 


lhe 


states from which “A” 


three-quarters of his business 


products of “A,” averaging about 
$10,000) per shipment, carried 
under released bills of lading with 


the 
bills of lading. 


customary provisions of such 


(a) What insurance contract(s), 1 
anv, would it be 
(1) necessary, 
2) desirable for the Motor 


Transportation Company to carry 


with reference to the piments that 
it transports Explain, and de 
seribe the characteristics of the cov 
erage (s} 

bh) What msurance contract(s), 1 
any, would it be 

1) 

(2) desirable for “A" to carry with 
reference to the shipments he 


explain, and 


characteristics of the 


coveravels ) 
(c) To the extent vou have recom 
mended coverages eithes as neces 


desirable for both the “X”’ 


Pransportation Company and 


sary ofr 
\lotor 


(1) under 


indicate and ple 


1 
What circumstances the 


coverage of each would apply to the 


loss, and 


\ 
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C.P.C.U. Questions—Continued 


(2) how you would justify your 


recommendations in 


view of such 


overlapping coverages. 


Answer 


First of all it may be well to de- 
fine the liabilities of a common car- 
rier. Under law a common carrier 
is “a virtual insurer of property of 
others which he transports.” He is 


liable for all losses except those 
caused by 
(1) acts of God 
2) acts of the public enemy 
(3) acts of public authority 
(4) acts of the shipper and 
(5) inherent vice of the goods 
shipped. 
(a)(1) “X” Motor Transportation 


Company, as an interstate common 
carrier, is required by the Motor 
Carrier Act of 1935 to carry insur- 
ance for the benefit of the shipper 


camwork 


in Action 


I 


Lumbermens of Mansfield for 
fairness and consistency in 
the settlement of claims* 


"Statement by Sidney Lance, President, Lance and Company 


Medina, Ohio, pictured at right receivin 


a Claim check from 


James L. Eberly, Lumbermens of Mansfield, Claims Manager. 


MR. AGENT! CAN YOU AFFORD 
ANYTHING LESS than fairness 
and consistency for your insureds 
when they have a loss? 

Write D. W. Evans, Agency Super- 


he—~ 


visor. Learn how you too can profit 
more with a company that’s known 
for teamwork in action and fairness 
and consistency in the settlement of 
claims. DO IT TODAY! 


LUMBERMENS MUTUAL at 
INSURANCE COMPANY 


A MULTIPLE LINE COMPANY 
General Offices, Lumbermens Heights, Mansfield, Ohio 


Branch Offices — St. Lovis, Dallas, San Francisco and Los Angeles 
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Established 1895 


or qualify as a self-insurer with the 
Interstate Commerce Commission 
(a difficult task). Most carriers 
therefore elect to have their carriers 
liability policy endorsed with the 
L.C.C. endorsement which provides 
insurance for the carrier's legal li- 
ability in the amount of $1,000 for 


property on any one vehicle or 
$2,000 aggregate at any one time 
and place. The endorsement can- 


not be cancelled without cancellation 
of the policy to which it is attached. 
Cancellation takes 30 days after no- 
tice in writing is received by the 
I.C.C, in Washington and the cov- 
erage becomes a continuing liability 
for the insurer. 

“X" Motor Transportation Com 
pany may also have to comply with 
similar requirements in each or all 
of the states in which it operates ; 
such obligations are contingent for 
the issue of a certificate of conve 
mience by the appropriate public 
service or utilitw commission (com- 
parable to the LC.C, 
motor freight ). 


for interstate 


rier’s 


would carry a Motor Car- 
Liability would 
probably do so without the compul- 
ments); the 


policy (he 
require- 
policy is customarily 
on a named peril basis for the Jegal 
liability of the carrier for losses 
caused by fire, lightning, windstorm, 
explosion, flood, marine perils on 
ferries, collapse of bridges, upset 
and overturn. In some instances it 
may be endorsed for theft (perhaps 
locked truck 
even be written 
all risk. In any event, the I.C.C. or 
PLLC. (state) 
make the policy all risk for the limits 
of the [.C.C 
the limits of lability on the truck- 


subject to alarm or 
warranty), or may 


endorsements on it 


. or state endorsements; 


er’s basic policy are customarily 
much higher, for the trucker be- 


comes a coinsurer if the declared 
value of the shipments on a truck as 
shown by the bills of lading (truck 
er’s receipts) exceeds the amount 
of insurance he carries. The policy 
Is most frequently written on a re 
porting basis of monthly gross re- 
cepts. 


extended pert of 


is involved in storage for 
shipments in 
transit, he acquires status of a ware 
houseman in which case his Carri- 
ers Liability policy would cease to 
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cover and he might need a Ware- 
houseman’s Liability policy. 


(b)(1) There is no legal compul- 
sion for “A” to carry any insurance. 
Sut unless he is willing to assume 
his own risks or has established his 
own self-insurance plan, he had bet- 
ter do something about his exposure 
to loss. He cannot depend on the 
response of the carrier's liability 
coverage unless the carrier is Jegally 
lable, and even then recovery would 
be limited only to the released val- 
ues declared in the bills of lading. 
“A™ cannot enjoy the lower truck 
tariffs for released value shipments 
and also collect in full. He is fur- 
ther dependent on the claim respon- 
the trucker backed 
by the negligible limits of the I.C.C. 
(or PU. 


siveness of 


.) endorsement. 


ought 
transportation 


to have his own 
policy, 


preferably 
either all-risk or at 


least broad 
named perils (Transportation form 
“A” or on a reporting basis 
(monthly total values of shipments ). 
The direct damage response of this 
contract for 
which the carrier is not legally lia- 
ble, for the full value as against the 
released values declared to the 
trucker, and with prompt claim re- 
sponse insurer 
would subrogate against “NX” when 
and wherever recovery was possible. 

could be 
Output 


takes care of losses 


from who 


transportation 
part of a Manufacturer's 
policy or a 


coverage 


merchandise 
floater as written by certain insur 
ers. 
(c)(1) “X's” carfi- 
er’s liability policy and “A's” trans- 
portation policy could readily apply 
to same loss if caused by 
insured against in both 


and if the loss was one for which 


Coverage of 


a peril 
contracts 
a comunon 


carrier 1s legally lable. 


(2) Recommendations can be 


tined for these reasons: 


i. Though a common carrier cannot 
relieve himself of liability imposed 
on him by law, he can limit the dol- 
lar amount of liability through re 
leased value tariffs. “A” 
coverage should limitation be less 
than his possible $10,000 of loss 
“X" needs his coverage because it 
is /its liability and subrogation will 


needs his 
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Members of 


Executive Ofhice 901 N.E 
Miami, Florida 
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SWISS 
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Since 1883 


GrRoupe 


Second Avenu 


bring claims home to | when he 
is responsible 

i. “A” can secure prompt payment 
(even through the technique of the 
“loan-draft” 
claims 


while his insurer pur- 
the 


sues against carrier 


through subrogation. 
ii. The rate charged “A” his 
insurance will be lower because of 


tor 


possible subrogation against the car 


rier. ()n the other hand it 1s not as 


low as it would be if “A” shipped 
on uniform (full-value) bills of lad 
ing. But the saving in freight tar- 
itfs probably is in “.\’s” favor since 
bills of 
lading if he protects himself with 
his own insurance coverage. 

the losses for which the carrier is 
never liable—acts of God, acts of 


he can safely use released 
must have his coverage for 


4 
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U.S. Branch 
: : 
| 
(Continued on page 116) ; 


MENTAL—NOT MANUAL 


Tite PROFESSIONAL men in the com- 
munity are usually thought of as the 
doctor, the lawyer, or the engineer. 
the 
agent has taken his place in_ the 
This 
Insurance 


In recent vears local insurance 
ranks of the professional men 
is exactly as it should be 
today is a true profession. The pro- 
fessional insurance man ts an expert 
in his field 


to serve the people of his community, 


He has prepared himself 


and keeps himself abreast of the nu 
merous changes in his field by con- 
tinual study of newer forms of 
coverage 

This expansion and development 
within the 


given rise to the modern, profes- 


insurance business has 


sional insurance agent. The profes 


sional agent today keeps himself 


informed, by diligent study, 
anda 


reading 
various policy 
forms that are available, to protect 
his chent’s 


analysis of the 


and varied inter- 
a ditheult, time-con 


suming job, but it is one that must 


ests. This ts 
be done, if we are to accept the res- 
ponstbilitv of properly handling our 
The 


wrofesstonal agent's quest for knowl 
| | 


chent’s insurance problems, 


edge is a continuous one, because 
as contracts change with the times, 
It 1s for todav's agent to 
with the 


of coverage at all times 


Necessa4#ry 


be conversant latest forms 


Mutuality 
— Northwestern Mut. Ins. Co 


REFRESHER CHECK LIST 


IN THE COMPARITIVELY few vears 


during which the residence package 


policies such as Homeowners have 


been on the market, thev have. as 


we know, established one of the most 
Wmipressive sales records in the his 


of msurance Phe inproved 
new plans, with thei 


bility, 


greater flexi 
will undoubtedly give addi 
tional impetus to a program which 
has won the unqualitied approval of 
millions of he 


many meowners and 


tenants 
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The following 17-point check list 
is a “refresher” in the various fac- 
tors which must be considered in the 
solicitation of a risk for Homeowners 
pre tection, 


The Moral Aspect 


1. Does the prospect take pride in 
the appearance of his residence and 


grounds keep the house painted 


and repaired .. . keep the grounds 
in good order ? 
2. Does he have a good steady 


job? Or, if self-emploved, is he a 
capable administrator with a good 
reputation among his customers, 
employees and firms from whom he 
purchases supplies ? 

3. Are his finances in good order ? 
Does he pay bills promptly ? 

1. Is he a good family man and 
free of such bad habits as excessive 
the 
family dress neatly, conduct. itself 


drinking and gambling? Does 
modestly and refrain from unneces- 
sary display of valuable property ? 

5. Is the prospect considerate of 
the rights of others and free of the 
“let the insurance companies pay” 
attitude ? 

6. Has the prospect lived at his 
present or prior residence for a rea- 
sonable length of time ? 

7. Does he think of insurance as 
rather 
contract ? 
8. Will the prospect agree to pur- 


an aid in time of emergency 
than as a “maintenance” 
chase insurance to value ? 
9%. Is his past record free of an 
excessive number of losses ? 
10. Are his neighbors of equally 
good character ? 


The Physical Hazard 


ll. Is the building structurally 
sound of acceptable construe 
tion ? 

12. Is the neighborhood good and 
the location not too isolated 7 

13. Is the area one of permanent 
homes and not 
occupancy is seasonal 

14. Is there adequate police and 
fire protection 


a resort area where 


15. Is the area which is 
relatively free of losses due to theft 


and vandalism ? 


one 


16. Is the residence normally oc- 
cupted during the day? (Continued 
absence of all members of the house- 
hold is a theft factor. ) 

17. Is residence occupancy limited 
to one or at the most, two families ? 
(With not more than two roomers 
or borders per family. ) 

(This limitation does not apply 

when the “contents” form of 

Homeowners coverage is written 

for tenants. ) 

In considering any prospect for 
Homeowners protection (or any 
other type of insurance), good un- 
derwriting and risk selection habits 
will follow as a matter of course if 
the agent will ask himself just one 
question: “Would be willing to 
insure this risk if my own money was 
at stake?” 


American Arrow 
American Casualty Cos 


THE AGENT'S PART 


ADVERSE decisions in liability law- 
suits can be enormously costly. And 
usually they can be traced to an oc- 
currence which the insured did not 
think was important enough to be 
reported promptly to his agent. As 
a consequence, investigators, adjust- 
ers and attorneys are severely handi- 
capped. They find it difficult or 
impossible to secure information, 
The memories of witnesses become 
blurred and uncertain. Too often, 
the result is that what should have 
heen an “open and shut” case winds 
up as an adverse decision against 
the company. 

As an agent, vou can be of the 
greatest help to vour company claim 
department by making the promptest 
possible reports of auto and other 
accidents, fires and the many differ- 
ent kinds of losses. And can 
encourage your policvholders to do 
the same. 


vou 


The finest policy in the world is 
worth little unless the company’s 
claim service backs up the policy's 
promises L00. And that’s our job. 
Every claim man should be under 
executive order to: 
whether the claim ts just— then settle 


every just claim fairly, courteously 


“determine 
and with all possible speed.” 


American Arrow 
American Casualty Cos 
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MODERN AIDS 


to 


OFFICE INTERCOM 


This loudspeaking intercommunication 
system, transistorized for compactness and 
quiet operation has been developed by 
Stromberg-Carlson. It has been named the 
“Key-municator.” Operation of the system 
is simple. The user simply (1) Depresses 
the station selector button, and (2) Touches 
the "Talk-Listen” bar to talk, then releases 
it to listen. The conversation is wholly 
controlled by a master unit. Calls made 
to a master station are announced by a 
chime and an indicating light. Each master 
station may be equipped with a telephone 
handset for privacy, if desired. 


The basic master unit provides channels 
for up to 12 master or remote stations. 
However, this system can be easily and 
quickly expanded in blocks of 14 stations 
by the addition of compatible bases. No 
additional desk space is required for such 
expansion. Any combination of master and 
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office efficiency 


remote units may be incorporated in the 
system. 

Each remote station is a two-channel 
unit providing two-way voice communica- 
tion with either of two master stations. 
Channel selection is accomplished by press- 
ing the proper selector button. If a called 
master station does not answer, the signal 
light at that unit remains lighted, showing 
not only that a call was made, but also 
indicating where the call originated. 


SELF-SERVICE 


A new aluminum literature stand provides 
space for distribution of folders describing 
various services—along with the sugges- 
tion that you “Help Yourself to Information 
about our Services.” Twelve entirely dif- 
ferent folders can be displayed in the 
stand, or four or six can be rotated over 
the twelve slots. There is an opening at 
the top of the stand that makes it easy 
to replace the standard card shown with 
a special message you can have lettered 
locally by a show card writer. 

Light in weight, strong and durable, the 
stand measures fifty-five and one-half 
inches from floor to top, with a framed 
upper portion twenty-seven inches wide 
by twenty-nine inches deep. The first 
shelf under the poster is ten inches deep 
and the second shelf nine and five-eighths 
inches deep, with dividers set four inches 
apart. Retaining rods and shelves are ad- 


justable to fit smaller or larger printed 
It has a neutral gray peg-board 
back and a one and one quarter inch 
satin-finished aluminum frame. 


pieces. 


NEW WATER COOLER 


Kelvinator Water Coolers have added 
a new product to their “All American 
Series” line. The Bubbelet (Model A3P) 
is designed, engineered and priced to fit 
small businesses and is said to be ideal 
for offices, reception rooms. Several Bub- 
belets can be strategically located in larger 
offices to reduce time spent walking to 
and from a single, larger water cooler. 

Occupying only one square foot of floor 
space, this compact model serves a full 
three gallons per hour of cool, refreshing 
drinking water at low cost. The Glacier 
Gray cabinet harmonizes with all furnish- 
ings and any decor. With no compromise 


in quality, this smaller version water cooler 
provides every quality feature found in 
larger coolers. The top is of hand-polished 
stainless steel. 


DICTATION MACHINE 


The Comptometer Coronet portable dicta- 
tion machine is book size, 8” x 614” x 158” 
and weighs only four and one half pounds, 
small enough to fit in executive's brief- 
case. The rugged diecast chassis and case 
are finished in tropical tan and platinum. 
Small mercury batteries provide power for 
more than twenty-four hours of solid dic- 
tation. For home or office use an A.C, con- 
verter is available. All controls are built 
into the easy-to-hold microphone, including 
the volume input and output controls, and 
automatic dictation-reverse-playback. 

Use of printed circuits and transistors 
assures maximum reliability. 
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ELECTRIC TYPEWRITER COMPARISON CHART 


SMITH- Brand Brand Brand Brand 
CORONA A B c Le) 

AUTOMATIC MARGINS 

Simple one-hand, YES NO NO YES NO 

one-step operation. 

SIGNAL LIGHT 


Positive visual indication YES NO NO NO NO 
if motor is ON or OFF. 


TOTAL TABULATOR CLEAR 
Clears all stops instantly YES NO NO NO NO 


without moving carriage. 


ERROR CONTROL 
Simplifies correction of errors YES NO NO NO NO 


and line justification. 


BOTTOM MARGIN INDICATOR 
Page Gage accurately YES NO NO NO 


indicates bottom margin. 


88 CHARACTER KEYBOARD 
Standard at YES NO 


no extra charge. 


KEYBOARD SLOPE 


Key top slanted to fit YES NO 
natural movements of fingers. 


ROLL-FREE ACTION 
Releases typebar cams YES NO 
with no “scuffing” action. 


SAFETY COVER 
Motor shuts off when cover YES NO 
is raised to change ribbon. 


CUSHIONED TOUCH 
Eliminates jar to sensitive finger YES NO 
tips at end of each stroke. 


THE WORLD'S FASTEST 
ELECTRIC TYPEWRITER YES NO 


Before you buy, compare Smith-Corona 
with any other electric typewriter made! 


Feature for feature, point for point, compare the Smith-Corona 
with any other machine on the market today. You'll see why the 
Smith-Corona is not just equal, but superior to every other brand! 
Before you buy an electric typewriter, call your SSmith-Corona 
representative for a demonstration of the many exélusive features 
that make Smith-Corona today’s most advanced electric typewriter! 


Smith-Corona Electric 
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SAFETY 
ENGINEER 
MAKE 

REPORTS 
ON THE 


Checking a construction project, industrial machinery or real estate, SoundScriber's 
portable dictating system can help the Safety Engineer record his findings more 
quickly, more accurately 


He can carry the small, six pound SoundScriber like a camera and speak all his 
findings, make all his reports over a handy palm-microphone. Every word is 
accurately recorded on small plastic discs which are mailable in standard enve- 
lopes; playable on 33 1 3 RPM home phonographs. 


Returning to his car, the Safety Engineer can re- 
cord his notes, make up his reports while the 
The portable SoundScriber operates on ordinary flashlight batteries and is the information is still fresh in his mind 

Safety Engineer's ideal traveling companion. In addition, it’s an interview recorder, 


transcriber and desk-drawer dictating machine. 
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4 Name Title 

Company 

Address 


Mail to: The SOUNDSCRIBER Corporation, Dept. 1-6 
Box 1941, New Haven, Connecticut 


Marine Engineers find SoundScriber ideally suited 
to recording in hard-to-get-at places; for use in 
situations devoid of electrical outlets 


BATTERY PORTABLE DICTATING SYSTEMS 
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ANY YEARS AGO the committee- 
M: of management was popu 
larized by an Eastern tea company 
under the name of “multiple man- 
agement.” Since then the comittee- 
type of management has been used 
for various purposes and with vary- 
7 There can 
be no intelligent answer to the ques- 
tion of effectiveness without further 
analysis as to type and objectives 


ing degrees ot success, 


of the committee, 
Ineffective Unit 


Ordinarily the “committee” as a 
unit is not because it 
lacks fixed responsibility in the in- 
dividuals comprising the committee. 
Ordinarily it is a time-consuming 
group unless led by a strong chair- 
man, and then it runs the risk of 
being dominated by one member. 


effective 


It is said somewhat humorously that 
“the camel is the only animal that 
was designed by a committee” 
(think that one over—it is most 
appropriate), 

Notwithstanding the generalities 
concerning its inefficiency, the com- 
mittee has its place in American in 
dustry and can be made effective 
if used properly and in the right 
direction, In respects, the 
committee is much like and indi- 
vidual in that its effectiveness is de- 
pendent upon the quality of its mem- 
bers and the results equal the sum 
\ com- 


mittee, as an essential technique, can 


some 


of their individual abilities 
not accomplish what an individual, 
given the same time and opportu 
nitv, could not accomplish—in other 
words, the magic word “committee” 
is not a guarantee of results. The 
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Are Executive Committees Effective? 


total purpose of a committee is to 
pool 
opinions, 

For purposes of analysis in this 


experiences, judgments and 


article, the committee can be used 
for the following general purposes: 
1. As a training device for junior 
executives. 
2. Asan investigatory group. 
3. As a 

where diversified experiences are 


coordinating — technique 
brought to bear on a problem. 
+. As a technique for avoiding one- 
man rule. 
5. As a means of pooling judgments 
and opinions 

In our opinion, the committee 
type of management serves as an 
method of 
executives 


effective training for 


junior Management 
techniques are best learned bv ac 
tual experience in problem solving 
Management techniques can be 
taught in the classroom and in the 
conference group, but the prin iples 
so learned must be applied at the 
executive level on real proble ms 


Junior Executives 


Usually the committee is made up 
of junior executives who serve on 
the committee on a rotating basis 
somewhat like the United States 
Senate where periodically one-third 
of the terms expire. By rotating the 
membership on a cvele basis, ex- 
perienced personnel are always 
members while other executives are 
heing exposed to the problems of 
management 

The size otf the committee will 
vary with size of the organization 
for small companies a committee of 
three to six members may be as 


GUY FERGASON 


large as the company can tolerate. 
For the large companies a commit 
tee of six to twelve members is not 
unreasonable provided it is recog 
nized that 

more slowly 


large function 
than small ones As 


the group (committee) increases in 


rr 
groups 


size, the importance of the chair- 
man of the committee also increases 
because it is he who runs the com 
nttee, keeps it on the beam and 
resolves 


ditferences of opinion 


which may stalemate its activities. 
The chairman should be an ex 
perienced senior executive who has 
the ability to organize and direct a 


group without domination 


A Training Device 


There is a problem of fixing the 
responsibility and = aut 
committee which is used substan 
tially as a training device—if the 


hod 


ly with 
the power to recommend. but not to 


committee is a fact-tit 


act, its success will depend almost 
entirely upon the prestige of the 
committee as evidenced by the em 
phasis given it by top-management 
Most people do not like to play-act 
going through the mo 


tions with the full knowledge and 
realization that whatever they find 


by wav of facts or 


at business. 


whatever they 


recommend by way of decisions will 
have little, if any. effect on top 
management's policies and opinions 
Vhis often is the case lo serve its 


fullest value as a trainir device, 


the committee must feel that there 1s 
weight to its decisions. and althougt 
it may properly lack the power of 
enforcement, iat mist de held 
proper respect by the organization 
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Executive Committee—Continued 


Management techniques may be 
learned as understudies to execu- 
tive management, working individu- 
ally with the executives; or they 
may be learned by group exposure 
through the committee-type activity. 
In both cases the real training value 
lies in (1) fact finding, (2) fact 
analysis, (3) decision making, and 
lastly (4) coaching by experienced 
management. When — subordinate 
management is exposed to senior 
management's thinking—is given the 
opportunity to follow the reasoning 
behind its decisions—can discuss the 
‘whys’ and “why-nots” of any 
particular action—subordinate man- 
agement will learn to analyze, evalu- 
ate and decide without becoming 
stereotyped editions of top-manage- 
ment, 

One weakness of any committee, 
as we pointed out, is the relative 
deliberations. If 
each member expresses his opinion 
limit, much 
with little ap- 
This is one of the 
reasons why we stressed the need 


slowness of its 
without restraint or 
time is consumed 
parent progress. 


for a strong, but patient and experi- 
enced chairman who can coach his 
subordinates as he directs their ac- 
tivities into effective channels. 


Routine Meetings 


From. the standpoint of opera- 
the should meet 
regularly, let us once each 
deliberations. It 
should meet as often as possible and 


tions, committee 
say 
week for routine 
for special deliberations. 
work is required, 
would be 


necessary 
If investigatory 
this accom- 
plished through individual assign- 
ment (sub-committee) with the re- 
port the 
committee as a whole 


ordinarily 


being rendered — to 

Fact finding is time consuming, 
and ordinarily top-management does 
not have the time to get all the facts 
(at least those that are available). 
There which de- 
cisions were based on partial facts. 
Here 1s the committee can 
perform valuable Most 
business decisions of importance are 
not “spur of the moment’ affairs. 
Usually time can be spent on getting 
facts. It is more of a problem to 
find who has 


are instances in 


where 


service. 


someone (or ones) 
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the time than it is to devise the 
means of getting facts. 

The analysis of facts is a matter of 
inquiry into the known facts. The 
question and answer technique is 
followed by management. If the 
facts come to management in a re- 
port, the completeness of the report 
and the logic of conclusion may be 
questioned before acceptance. If the 
facts are presented verbally, they are 
“test-checked” for accuracy by man- 
agement, The evaluation of facts re- 
quires experience for it is a wise 
person who can discern the basic 
problem without becoming lost in 
the corollary maze of details. In 
talking with management, we hear 
the common complaint that reports 
are “too long,” “too detailed,” or 
that “the problem of interpretation 
is left to us.””, Under proper instruc- 
tion and training, the committee 
can weed out, eliminate, and sum- 
marize facts so that interpretation 
becomes much easier. 


Coordinating Technique 


Another useful purpose of the 
committee is to coordinate the ac- 
tivities of various specialized, but 
related groups. The sales depart- 
ment may be trying to expand the 
volume of done whereas 
the underwriting group may be try- 
ing to reduce the 
experience. Each is working in- 
dependently in a specialized area, 
but the have a 
marked affect on the other. This 
line of reasoning takes us into the 
technical problems of organization 


business 


loss-ratio 


decisions of one 


control. It is top-management’s job 
to coordinate the activities so that 
a smooth-running organization will 
result. How is this done? 

One way is through personal con- 
tact with the various executives in 
which their problems are discussed. 
If one complains about the work of 
another, an organization fight can 
ensue, Ordinarily an open discus- 
sion of problems with all persons 
being present will bring out the 
problem without anyone feeling that 
As the Vir- 
ginian said, “When you call me that, 
smile 


he is being criticized. 


so that one can discuss his 
problems with the other in a face-to- 
face situation and in a manner that 
brings exposure, but not enmity. 
The committee, in which the sub 


jects of finances, record keeping, 
sales, underwriting, and public rela- 
tions, etc. might be discussed, is 
usually composed of the staff execu- 
tives who represent these specialized 
areas, 


A Common Decision 


The committee or staf’ meeting 
avoids misunderstandings (if prop- 
erly conducted), and it does one 
thing else—it pools individual opin- 
ions for a common decision. Em- 
ployee rating, for example, can be 
very nicely handled by pooled opin- 
ion of more than rater. Job 
evaluation can be effectively han- 
dled by the 


one 


pooling opinion 
of several persons. The alterna- 


tive to pooled opinion is independent 
judgment which when once arrived 
at, is difficult to change, particularly 
in cases where the judgments of 
several persons are in disagreement, 
Men, as a rule, do not like to change 
their minds. In the change, they see 
the loss of face. However, pooled 
opinion, which is the develop- 
ment of an opinion which becomes 
common to the group, saves the 
need to change—it only requires the 
gradual acceptance of an opinion 
which originally was not mutual, but 
becomes so by discussion. It finally 
becomes their opinion so that ac- 
knowledged change or reversal is 
not necessary. 

There is little question but that 
the “one-man rule” is the fastest. 
When only one person is considered, 
decisions can be made, responsibility 
can be fixed, and the “show is on 
the road.” Even it the one-man rule 
is a benign one in which the opin- 
ions of others are sought, it even- 
tually degrades into a “master and 
servant” relationship in which the 
employees orders. The 
committee type of management, ju- 
diciously used, avoids one-man rule 
and brings others into the decision 
making phase of the business. 

In the structure the 
executive committee at the top-man- 
agement 


execute 


corporate 


level is a usual thing. 
However, it should be pointed out 
that two approaches may be used- 

one deals with pooled opinion in 
which it is the intention to spread 
responsibility to more than one per- 
son. We see this type in action in 
the Finance Committee, the Invest- 


tinued page 41) 
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KENDALLVILLE 


PRINTING. 
Division Of Courier-Citizen Co. 


within 24 hours’ reac m ; 
85% of América’s Agents : 
the 7 most strategic livery to 85% of America’s agencies 
r agents and branches caines 


form 


PRINTING 
SUPPLV’S 


SAVE 
DELIVERY TIME 


Practically all your agents and branches, in 
every important region are within 24 hours’ 
reach of Uniform'’s Golden Circle System! 
All distance handicaps are eliminated, per- 
mitting you to give equal service 300 —or 
3,000 miles — from your Home Office. 


SAVE 
VALUABLE 
SPACE 


High-cost Home Office space that is sac- 
rificed to forms and policy storage, im- 
printing and other non-insurance uses can 
be freed for profitable extension of Home 
Office facilities. Golden Circle System 
warehousing costs less, keeps supplies 
where they're needed. 


... the most 


logical way 
to handle 


FORMS OF 
ALL KINDS 


Uniform’s efficiency has shown 
companies throughout America 

how to realize savings on every phase 
of forms handling. You too can save 

... through simplification of 

individual business form design and 
requisitioning procedures; elimination 
of special facilities in your Home Office 
for warehousing, imprinting and 
shipping; reduction in transportation 
time and costs. You can lower 

printing costs... by consolidating 

all of your forms handling requirements 
with Uniform Printing and Supply 
Division of Courier-Citizen Company. 


SAVE 
POSTAGE COSTS 


85% of America’s agents are within Postal 
Zone 3 mailing distance of a Golden Circle 
Center. Compare the cost of mailing at 
these short-distance rates with that of 
reaching all your agents and branches from 
your Home Office location. 


SAVE 
PAYROLL 
BURDEN 
The burden cost of non-insurance job clas- 
sifications for warehousing, imprinting, 
distribution and inventory control can be 
eliminated. Savings you realize can be used 
effectively for the improvement and exten- 
sion of productive Home Office operations. 


Savings From Uniform's Golden Circle System Make It The Lowest-Cost, 


Most Efficient Method For Meeting All Your Forms Handling Needs 
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niforms 


If you are now purchasing 
any of the services listed below 
from more than ONE individual 
supplier, your forms handling is 

unnecessarily complicated and costly. 
Consider the many advantages of 
depending on a specialist in all six 


phases of forms handling, 

including distribution. Uniform’s 
Golden Circle System offers you this 
TOTAL SERVICE, with lowest cost and 
fastest delivery to your agents and 
regional and branch offices 
throughout America. 


MS ENGINEERING 

The talent responsible for the creation of 
Uniform's many efficiency-engineered policies 
and forms, including our famous “Keystroke 
Saver" design, can be applied to the develop- 
ment of business forms planned to increase 
your company’s operating efficiency. Forms 
for both internal and field use will reflect the 
efficient engineering and design features that 
are built into the policies and forms your 
agents now prefer. 


F RM PRINTING 

Uniform Printing & Supply's four strategically- 
located plants are equipped to handle all your 
printing needs. Modern equipment in Lowell, 
Mass., Brooklyn, Chicago and San Francisco 
delivers volume, quality production of forms, 
letterheads, bill heads, promotional materials, 
etc. From these plants printed materials are 
bulk shipped at lowest freight rates to the 
supply centers of the Golden Circle System, 
from which your agents and branches can be 
reached most quickly and economically. 


FORMS IMPRINTING 

Each of the 7 Supply Centers in the Golden 
Circle System is staffed and equipped to im- 
print all materials prior to shipping to agents. 
A complete “copy” file of all agents’ imprints 
and use instructions is maintained by each 
Supply Center. In addition to imprinting for the 
agents, and serial-numbering and coding daily 
reports and other forms, Uniform can also col- 
late forms materials into sets with the patented 
“Accuracy-Locked” feature, and route material 
to its destination within 24 hours of the receipt 
of your requisition. If you prefer to use snap- 
out policies, we have special equipment avail- 


olden 


PROVIDES 


THESE 


able for numbering and/or imprinting these 
policies through the carbon prior to distribution 


Uniform can take over your complete ware- 
housing and storage operations, and show you 
sizable savings in space costs alone. Add to 
these the savings in time and labor that result 
from freeing your Home Office of this burden, 
and the resulting shipping advantages of field- 
basing your supplies within easy access of the 
agents and regional organizations where they 
will be used. You will see why Uniform’'s Golden 
Circle System is the lowest-cost, most-efficient 
warehousing facility you can use. 

INVENT mT NT k 

By employing one source for all your forms and 
printed material handling, you can centralize 
inventory responsibility. Techniques, devised 
to meet the complex printing and distribution 
requirements of the insurance industry, em- 
ploying information available through Uniform 
Printing and Supply's nationally-famous Au- 
thenticity service, provide dependable control 
of company inventories in any or all of Uni- 
form's 7 Golden Circle System Supply Centers. 
DISTRIBUTION 

Uniform’s unique Golden Circle System puts 
practically all your agents and branches in 
every region within a day's reach of their sup- 
plies. Because of the strategic location of the 
7 Golden Circle System Supply Centers, this 
faster service actually costs you less in ship- 
ping expenses. Only Uniform has the warehous- 
ing and distribution facilities that keep your 
supplies where they're needed, and get them 
delivered when they're needed. 
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REACH AGENTS AND BRANCHES EVERYWHERE. 


COMPANY'S SUPPLIES 


‘OUR 
Ye can depend on a fast, low-cost flow of supplies 
Regional Office facilities wherever they. are located. 
The 7 Golden Circles show how Uniform’s 
Golden Circle System nas been carefully plotted 
_ to assure the most efficient communication 
— 


‘UNIFORM PRINTING PLANTS 
FRANCISCO, CHICAGO, 
“BROOKLYN AND LOWELL 
Supplies to Golden Circle System distribution 
centers are replenished most economically by 
low-cost bulk shipments from these strategically- 
located, modernly-equipped Printing Plants. 


THE MOST WIDELY USED 
POLICIES AND ENDORSEMENTS 
ARE 


M PRI 
Nr, 


PRINTED IN U.S.A S 


SuUPPLy 


More companies rely on Uniform’s AUTHENTIC policies and endorsements than any other forms 
designed for the Fire and Casualty Insurance fields. AUTHENTIC policies save the expense of con- 
tinuous research to keep abreast of various bureau changes; they safeguard you against the issuance 
of obsolete material. Every form and endorsement that carries the AUTHENTIC Seal represents an 
accurate conversion of bureau language into the format of a working document. 


FREE AUTHENTIC INFORMATION 
Uniform alerts customers to bureau changes and 
newly-available documents through its “Rush 
Authenticity Bulletins.” Information secured from 
authoritative sources is furnished on color-coded 
x 11” sheets. Uniform's “Authenticity Bulle- 
tins” give complete information, accurate to the 
last detail. 


OVER 2,000 FORM DOCUMENTS 
Facsimile specimens of more than 2,000 forms 
and endorsements are contained in Uniform’s 
Catalog Service. Customers are supplied with new 
and revised facsimiles within a few days after 
bureau releases have been received. Replacement 


PRINTING 


AND SUPPLY 


DIVISION OF COURIER-CITIZEN CO. e 165 esa ST., LOWELL, MASS. 


° 


Sheets are furnished as frequently as changes 
occur, permitting companies to maintain a true, 
accurate file of current information on every form 
they have occasion to use. 


SAVE MORE ON YOUR FORMS 
If you are not now using Uniform's complete 
Golden Circle System facilities, forms handling is 
costing you more than it should. Let us show you 
how the Golden Circle System can give you, too, 
the most completely modern...efficient... 
economical method for handling forms of all kinds. 
Write Uniform Printing & Supply today for more 
information. There's no obligation, of course. 


4 GOLDEN CIRCLE 

/ SYSTEM 
SUPPLY CENTERS 

/ Lowel//, Mass 
Allentown, Pa. 
Gainesville. Ga. 
Kendal/ville, ind. 
Centerville, fa. 
Jacksonville, Tex 
San Francisco, Cal. 


Printing Plants: Chicago, III.; Lowell, Mass.; Brooklyn, N.Y.; San Francisco, Cal. 
Authenticity Offices: New York, N.Y.; Lowell, Mass.; Chicago, !II.; San Francisco. Cal. 
Sales Offices: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, !l.; Columbus, O.; Dallas, Tex.; Des Moines, 


la.; Hartford, Conn.; Lowell, Mass.; Los Angeles, Cal.; 


New York, N_Y., Philadelphia, Pa.; San Francisco, Cal 
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Executive Committee—from page 34 


ment Committee, the Policy Com- 
mittee. Here the responsibility 1s 
shared with more than one person, 
probably due to the importance of 
the function or tasks. Usually, 
pooled opinion is preferential in fi- 
nance and investment activities of a 
company. One-man opinion places 
too much risk in one place. 

The other approach to the use of 
comnuttees at the top level of an or- 
ganization will be found in the typi- 
cal “Executive Committee” which 
is primarily an advisory committee 
on top flight policy. The committee 
wiay also be used as a reviewing 
committee, in which it reviews op 
erations, is independent of any eX 
ecutive, and reports direct to the 
Board of Directors. This gives the 
committee a weight of authority for 
screening the results of executive 
action, which if used properly, will 
keep the executive staff on their toes 


As An Arbitrator 


(ne company uses its executive 
committee as an arbitrator in dis 
putes and differences ot opinion 
arising among the line executives 
There is some merit in having an 
independent (7) “court of 

the committee retains its indepen 
dent status. It is the fact that mor 
than one person the 


mittee that gives it its judicial at 


review” 


sits on com 


mosphere, particularly if the com 
mittee is chairmanned by a retired 


senior executive. experienced 


executive, who 1s retired, but. still 
has an interest in the organization, 
can be objective in his appraisals, 
and being removed from direct pet 
} 


} 
sonal 


eneht, he can resolve many 
problems which otherwise might de 
into a general “dog-fight.” 
Multiple management is not a dead 
issue 


We see it cropping up in cut 


rent books on personnel, executive 


and tinancial management. Like so 


many of the techniques of manage 


ment, their strength les not im thy 

] Not- 

withstanding that our fund of or- 
knowledge 


1, but the application. 


pertaining to 
anagement is increasing daily 
and the right and wrong ways of 
1 hings are being proved on the 
line 


technique which makes it difficult to 


, Management 1s a personal 


say specifically that “something will 
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not work.” What is one 
man’s failure becomes another man’s 


or will 


success. 

Are Executive Committees etfec- 
tive? We think they are if those 
learn their 
strengths and weaknesses, capitaliz- 


who use them will 
ing on the former and preventing 
the latter Well 
we have taken approximately 2,300 


tell think 


Do vou agree ? 


How ts this done? 


words to vou what we 


COMPUTER ORDERED 


\SSOCIATED 
New York 


dered a Honeywell 800 electronic 


HOSPITAL SERVICE of 


(Biue Cross) or- 
data-processing system to handle the 
growing volume of detail involved in 
serving its more than 7,100,000 sub 
scribers. 

Charles Garside, chairman of the 
hoard and president, announced the 
signing of a contract with Minneapo 
lis-Honevwell R 


‘gulator Company 


for delivery of the new. all-transis 
torized system trom the firm’s Data- 


matic Division. He said the pla 
ot the 


analysis and planning. The system 


We 


order followed 


extensive 


Is now under 


construction and 
will be delivered to headquarters of 
\ssociated Hospital Service in OX 
tober, L060, 
New York's 


the nation’s first 


Blue Cross will be 


user ot the new 


equipment, an electronics 


develop- 


ment which makes possible to 
process several jobs simultaneously 
and to start or stop any one of them 
independently \ vear ago Michi 
gan Tlospital Service, the second 


11 


largest Blue Cross Plan, installed an 


earilel 


model of a similar electront 
svVsten 
Twice a Day 
The new equipment will process 
the complete Blue Cross record tile 
of more than 3,100,000 contracts at 
least twice a dav, seare] ng out an 
automatically handling some = sixt 


tive thousand transactions a day. It 
thor 


records a minute and print neede 


will “read” forty sand contrac 


data at a rate of six hundred 


rollment status of hospitalized sub- 
scribers l 


whether or not they are eligible fos 


enetits, 


DATA PROCESSING 


AN 18M 650 Data Processing System 
has been placed into operation by 
State Mutual Life Assurance Com- 
pany of America. 

The electronic equipment, operat- 
ing at extremely high speed and 
accuracy will be integrated with the 
company's already highly 
ized operations which 


mechan- 
the 
company's insurance and accounting 
transactions. The greater speed and 
versatility will not only result in in- 
creased service to its policvowners at 
lower cost but will allow the dey elop- 
ment of more useful management in- 
formation 


prt CESS 


The IBM 650 data processing sys- 
tem utilizes a magnetic drum mech- 
anism for storage of 
the 


information in 
The 
magnetic drum, heart of the memory 


form of magnetic 


spots, 


unit of the equipment, spins at 12,- 
r.p.m. to Intormation 
at speeds measured in thousandths 


lhe 


the 650 system 


pl OCeSS 


of a second. memory unit of 


accepts and. stores 
the 


» solve, and 


instructions on each problem 


machine 1s requested t 


with no further human etfort re 


quired completes the entire process 


Another Installation 


Another IBM 6350) system has 
been installed at (seneral American 
life) Insurance Company's home 
office in St. Louts, and wall shortly 
take over a number of accounting, 
statistical and ca iting routines 
that were programing | ahead of time 
to be readv for early conversion, Phe 
equipment initially is scheduled to 


take over Home ()ttice calculations 


ot the tollowing 


Dividends due on ordinary life pol- 
icles; renewal premiums on group 
lite and casualty coverages; un- 
earne reserves on group 
business; paid production reports ; 
group casualty premiums by bene- 
fits; group commissions due agents 
daily routine accumulations of the 
information required to pay agents’ 
ommissions; pro rata charges and 


renewal premium calculations, et 


involved in changes in number of 


insured or ot dependents in group 

cases ; and pre-punchi { mortgage 

loan records to retiect mont] 
nges in divis of payments 


‘ 
inv ot thousands of transactions 
Ing of thousand It transaction 
: 


BENJAMIN E. SMITH 
Senior Consultant 
Barry and Company, Consulting 
Management Engineers 


N ALL PROBABILITY the costs of 
processing paper are, for most, 


subordinate in magnitude only to the 
costs of selling policies and _ settling 
claims. For this reason, each of you 
can speak of your own. situations 
with greater familiarity than can TI, 
Thus, if we are to achieve here some 
practical value, it is iore likely to 
be in the area of principles and tech- 
niques of general application, rather 
than in the area of specific paper- 
work programs. 


No Two Alike . 


Likewise, it has been our exper- 
consulting field) that 
while certain analytical techniques 
are applicable to most paper-work 
problems, each business 


ence in the 


even those 
is pecul- 
No two. businesses 
the 
growth, stability, or 


within the same imdustry 
lar unto itself 
are ever at same stage of 
senescence at 
would hazard the 
that a 


company with a large percentage of 


the same time. | 
observation, for example, 
individual automobile policies may 
face different paper-work processing 
problems than a competitor with a 
small percentage of automobile pol- 
icies and a large percentage of tire 
and theft policie s. So, even between 
direct’ competitors it is) sometimes 
ditticult to 


which are 


arrive at conclusions 
identical 
\t the risk of laboring what may 


aown a 
effective 


seem obvious, let us lay 
first 


paper-work forms, 


principle, namely: 


systems, proce- 
dures, and controls must be devel 
oped out of the nature of the busi- 
ness they are designed to serve. To 


this let us add a second principle: 


Paper Work Control 


etfective paper-work forms, systems, 
procedure, and controls must take 
into account the total effect on all 
departments and functions of the 
business, including the customers of 
the business. Also: effective paper- 
work forms, systems, procedures, 
and controls must take into account 
the human capacity within a given 
organization at a given time to un- 
derstand, absorb, learn, and apply 
Let us add to 
a fourth principle, namely: 
effective paper-work forms systems, 
procedures, and controls must seek 
the simplest way of doing things. 
Qf these principles the third and 
fourth are possibly more likely to be 
violated in practice than are the first 
and second. No paper-work system 
is better than the people who make 
it work. Forms, systems, and pro- 


the systems devised, 
these 


cedures do not “work.” ( nly people 
do, aided in modern times by me- 
chanical and electronic machines into 
which has been built the capacity 
for computation and calculation, and 
certain levels of logic, but which are 
as vet incapable of value judgment. 
\nd simplicity, of course, is a virtue 
we all seek, but one which we do 
not always find, 


No Application 


In order to ilustrate the relation- 
slup of human capacity to the etfec- 
tiveness of better 
upon not 
long ago to survey a business which 


new systems, or 


systems, we were called 
had been similarly surveved only two 
vears hefore. We found a complete 
Written systems, procedures and or- 
ganizational manual which had been 
prepared by 


our predecess rs. 


was well-compiled, and, had it been 
unplemented, would have resolved 
some of the problems which the firm 
Was experiencing, particularly in the 
area of inventory management. Our 


modern accounting theory, practice & procedure 
Life... Casualty... Fire... Accident & Health 


INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


survey revealed not a trace of appli- 
cation of the procedures. 

The problem in this case was a 
problem of human capacity to ab- 
sorb. It was an old tirm as busi- 
nesses go, and had many people who 
had been with the firm for thirty 
years or more. Moreover, aside from 
the ingrained habit patterns which 
had to be overcome, there was not 
the comprehension or drive on the 
part of the management which would 
ensure the necessary training of 
people in the administrative fune- 
tions required by the new. system. 
Our solution, as vou have 
guessed, was to infuse new blood and 
new thinking into the organization. 


Simplicity 

In the area of the fourth principle, 
simplicity, the errors seem to crop 
up frequently in firms whose offices 
are quasi-automated. one  in- 
stance this past vear we were able 
to save the added expense of more 
complex and costly equipment solely 
by reducing duplication of effort in 
the paper-work before it 
entered the tabulating machines, and 
by revising the work-load across the 
machines. In 


tlow 


instance re- 
cently observed, where time-delay 


in data 


another 


processing was creating 
added operating costs in the operat- 
ng departments, it was apparent 
that a re-routing of orders and use of 
a simple duplicating system would 
eliminate the time-delay. 
Untortunately, it sometimes occurs 
that the very capability to tabulate, 
compute, and reproduce reports for 
a wide variety of purposes results in 
the production of more information 


than anvone can assimilate or use 
etfectively. 

But this is running ahead of our 
story. We are concerned here with 
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THIS IS 
AUTOMATIC 


XEROGRAPHY 


Push the button... out come copies precisely 


like the original—reduced, 
enlarged, or same size... 


SENSITi 265 
PAPER 


on ordinary unsensitized Copy 1200 different docu- RESULT: Low cost, proven 


paper, vellum, or offset ments per hour... a print savings up to 70% ...as 
paper masters. in less than three seconds. much as $100,000 a year. 


XNerography is the world’s most versatile copvine process. Now 
| | 
xerography makes it the fastest 


plant to the office. 


automatie 
bringing the benefits of automation from the 


Wherever thousands of original documents 


or even one--must be copied 
quickly and economically, look to automatic xerography for the happy solution, ‘ 


From a formidable stack of letters, reports, forms. drawings, et« or from 


roll microfilm. -NeroX* Copyflo® continuous printers turn out high quality, dry. » 4 oO xX: 
positive prints up to | 1” on a4” wide depending on model. ready tor immediate 
use. Prints precisely like the original emerge on ordinary paper. translucent vel 


lum. or offset paper masters at the rate of 20 feet a minute 


x11 print 
in le vs 


than three seconds. Write for complete information. HaLomw Nerox INc.. 
99-119N Haloid Street, Rochester 3. Branch offices in principal 
and Canadian cities. Overseas: Rank-Nerox Ltd., London. 
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P-346—Template Card 


Executives and office managers interested 
in the most efficient and pleasing office lay- 
out and furnishing may find this new in- 
formative card giving do's and don'ts of 
office planning handy to have around. The 
card gives suggested square footage for 
private, sectional and general offices of 
personnel at all levels. It includes helpful 
hints like: "Don't, as a general rule, arrange 
desks so that people are facing each other,’ 
and "Don't locate desks too near heat 
sources or in the line of drafts." A number 
of recommended desk and office arrange- 
ments are pictured on the reverse side of 
the card, along with suggestions as to color 
schemes for furniture which are conducive to 
concentration as well as generally attractive. 


P-347—Measure Time With Tape 


A new, twelve-page full color brochure on 
the advantages of using magnetic recording 
tape as a dictating medium has just been 
prepared. Described are the superiorities of 
magnetic tape dictation over the older disc 
and belt stylus methods, particularly the 
economy of the tape, erasability, fidelity, 
and the electronic correction of errors 
directly on the medium. Also shown are ex- 
amples of the efficiency and time-saving 
capacity of this method of dictation—its 
flexibility is claimed to be unequalled. Work 
may be done at home, in the offige, on the 
way to and from the office, and even in 
plane or train taking the busy executive to 
the out-of-town convention. Large, clear 
illustrations show how magnetic tape dicta- 
tion can most effectively be put to use in any 
office. 


P-348—Electronic Secretary 

A seven-page, colorfully illustrated pam- 
phlet shows the advantages of an electronic 
secretary in the modern office. It can be, 
for the busy executive, like being able to be 
in several places at once, in addition to hav- 
ing a faultlessly efficient secretary on duty 
twenty-four hours a day! It tends the phone, 
can answer all calls with a prerecorded ex- 
planatory message, will make a complete 
recording of all messages phoned in, and 
will play them back effortlessly at any time. 
There are a number of models—this handy 
booklet shows how to choose one for best 
results in a specific business and how to use 
the electric ‘secretary’ to best advantage. 
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The above material is available with- 
out charge or obligation. Simply check 
publication(s) desired 


P.346 P.347 
P.348 
Firm Name 


Attention of 


Position 


Address 
City 
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Paper Work Control—from page 42 


reducing costs through paper-work 
control. 

We should, perhaps, ask ourselves 
two key questions: 1) What 1s the 
nature of paper-work in a business 
organization, and what 
does it serve?; and 2) 


purposes 
What cre- 
ates paper-work costs ? 

ssentially the purpose of paper- 
work in any business organization 
may be identified under one or more 
of the following general headings: 
1) Record 
2) Report 
3) Authorize 
+) Instruct or Specify 
5) Inform 
6) Bind 

In answering question number 
2, What creates paper-work costs ?, 
we would isolate the 
factors: 
1) The need, in the nature of the 
business, for a document, form, au- 
thorization, etc. 


following 


2) The labor involved in designing 
or drafting the paper, in instructing 
people in its use, and in revising it 
as may be needed. 

3) The actual 
reproduction. 


cost of printing or 

4+) The labor cost of filling out, us- 

ing, transmitting, and filing. 

5) The labor cost of transcribing 

from document to document. 

6) The storage cost ot safekeeping. 
To the above costs we would of 

course add the costs of mailing or 

other transmittal in the 

case of external documents. 


types ot 


Some Control 


It is clear that we cannot control 
the need for such basic documents 
in- 
voices, and other required forms 


as policies, purchase orders, 
which are indigenous to any given 
business. But we can control the 
creation of and documents 
which are unnecessary to the busi- 
ness. And beyond that we can con- 
trol the and duplication of 
effort involved in re-transeribing in- 


forms 


flow 
formation. We can likewise control 
the labor cost implicit in certain op- 
erations which are 


more accurate 


and more manageable if committed 
to a machine operation, 

(ne of the things that is a source 
of personal wonder to me is the de- 


pendence we have developed upon 
that common office tool—the type- 
writer. It is difficult to appraise, for 
example, the amount of stenographic 
time consumed in the dictation and 
typing of inter-office memos which 
could be more easily handwritten, 
or made as marginal notations to a 
basic document. The typewriter, of 
course, possesses the accuracy which 
comes with legibility; but it like- 
wise is guilty of the imaccuracies 
which come with transcription. In 
this connection, I know of one firm 
which, in reviewing its purchase 
order system, decided to hand-write 
its purchase orders, and thus elimi- 
nated the typing labor involved in 
producing twenty-five hundred pur- 
chase orders per month. I question 
whether the suppliers of this com- 
pany would decline to sell to it be- 
cause the purchase orders were not 
typed. 

But these are peripheral observa- 
tions. In approaching the problem 
of paper-work and reduction of costs 
inherent in it, we should be guided 
by a method of analysis which will 
provide total rather than partial an- 
swers. There is little value, for ex- 
ample, in establishing time standards 
for the performance of paper-work 
operations which, upon deeper an- 
alysis, could be eliminated entirely 
either by a re-routing of paper or by 
a combination of forms. And there 
is likewise no economic justification 
for revising or combining forms and 
reports which may be handy to have 
but which are, upon critical review, 
not really essential to the operation 
of the business. 

| would thus like to propose for 
your consideration tive basic an- 
alyses of administrative paper-work, 
and to suggest that all five be em- 
ploved in the sequence in which they 
are enumerated. Together they form 
what, for lack of a better term, we 
might call “the Parameters of 
Paper-work Control.” 

First: Analysis by Origin, Need, 
and Use 

We might well call this technique 
a form of “birth-control,” when it 
is applied to new forms and systems 
\s applied to vour existing adminis- 
trative system, we could call it “sur- 
vival of the fittest.” 

let us suppose we are approach- 
ing vour existing systems. The first 
step 1s to identify all of the reports 
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and forms in use, and to determine 
for each form its frequency of use. 
This is normally expressed in use 
per month. Oddly enough, it some- 
times occurs that this purely quanti- 
tative identification will indicate 
forms which can be purged out of 
your system, reducing, at least, the 
investment you have in them in 
shelf-space and cost of purchase. 
The second step is to answer the 
following questions concerning each 
report and form: 
1) What purpose does it presently 


Who uses it? 

) Is there another form or report 
in use which provides all, or a major 
portion, of the data recorded on this 
form or report? 

4) What would be the result if it 
were discontinued 7 


Constant Revision 


In most companies forms, reports, 
and procedures are undergoing re- 
vision from to time. And it 
does occur that parallel reports and 
forms are generated, some of which 
grow out of the lack of knowledge 
on the part of one department that 
essentially the same information is 


time 


being provided in a somewhat differ- 
ent format to another department. 
Unless a control is imposed at in- 
ception, a considerable duplication 
can grow up in a short period of 
time. 

The first analysis should be ap- 
plied to each new form, svstem, or 
report which is proposed. And there 
is much to be said for a periodic 
annual audit which is aimed at justi- 
fving or eliminating paper from the 
system. 

Second: Analysis 
Flow 

There are a wide variety of wavs 
to chart the flow of paper through 
an organization, depending upon the 
objective to be achieved. Flow- 
charts which are used for employee 
familiarization must be both simple 
and descriptive. Those used to rep- 
total 
complex. They become even more 
so when a large number of symbols 
are employed to identify all of the 
detailed operations performed within 
each department. 

I personally favor a flow diagram 
with four simple symbols: <A 
square—to indicate action  origi- 
nated; a circle—to represent pro- 


l’olume and 


resent operations are more 


cessing ; a triangle—to represent for- 
an A—to represent 
file. With columns 
for each department. in- 
volved, and a marginal column to 
state briefly the operation — per- 
formed, the chart is simple and in- 


warding; and 
completion or 


headed 


telligible, and does not require 


mastery of a great number of 


svmbols. 
However, the purpose of charting 
the tlow of a document, or a num 


ber of documents or operations, 


cannot be fully realized unless an 
indication of volume of units is also 
incorporated. It is this 
fashion that the magnitude of cost 


be 


only in 
and potential savings can evalu 
ated. 

Presume, for example, a situation 
in which vou have 3,000 documents 
of the same kind tlowing into and 
out of a given department in a day 
The magnitude of the savings to be 
achieved in this area is at once ap- 
parent when compared with another 
document of which 100° are 
handled per day. Naturally, there 
are some reservations even in this 
statement, since a value must also 


only 


be placed upon the actual time, in 
man-hours, required to process any 
given document through anv given 
department. the purpose of 
this illustration let us suppose, then, 
that the 
equivalent in each case 


For 


time-values are roughly 

Once we have charted the flow of 
anv given form or document from 
inception to finish or file, we can 
determine the number of handling 
operations, each of which adds cost 
to the finished piece of paper, and 
can analyze each separate operation 
with regard 1) to its importance or 
necessity, and 2) to whether opera 
tions performed in various depart 
ments mav be completed in one de 
partment. 

Remember, that looking 
not only at the cost involved in what 
is actually committed to paper in 
each operation, but also the cost in- 
volved in simply moving it from de- 
partment to department and within 
departments. Thus, 


handling a given document 


we are 


if the steps in 
are re 
duced from seven departments to 
two, for illustration, the effort is re 
duced according] 

Third: Analy 
Transcription of Data 


nand 


ss by Wepetity 


Until the purpose, need, 


volume, and flow 


use. 
of a given docu-| 


nane Sf 


‘The machine 
that made 

office dictation 
and transcribing 


90% SIMPLER 


Noreleo 


world’s most advanced 
moderately priced 


DICTATING MACHINE 
featuring quick, fumbleproof 


MAGAZINE LOADING 


complete with your choice $ 50 
of either dictating or 
transcribing accessories only 


fowes! 

With just 5 simple controls 

where comparable machines use 

as many as 10... with quick, easy 

Magazine loading where others 

fumble with old fashioned hand thread- 
ing with crystal clear voice reproduc- 
tion where others require nerve racking 
concentration, the new Norelco ‘35’ makes 
it at least 50 simpler and more 
pleasant to give and take office dictation 
Simpler The Norelco 35's easy portabi! 

to ity (weighs only 8 ibs.) and long 

ry dictating capacity (35 minutes 

Transcribe! on dual tracks of each ree!) make 

it ideal for dictation at home, in your car, 

or while traveling or for recording 

important on-the-spot information in the 

field or client's office 


Simpler Try the Norelco ‘35’ in your own 
to office and discover how much 
Carry! time it can save you in the 
Preparation of records, corre 
spondence, reports, or other business 
paperwork. Call your nearest Norelco ‘35’ 
dealer today, or send coupon below for 
full information and free demonstration 


North American Philips Co., Inc 

Dictating Equipment Division 

230 Duffy Hicksville, LI, NY 

Gentlemen: | am interested in finding out what 

the new Norelco ‘35 dictating machine can do 

for me in my office 

Kindly send additional literature 

(D Please arrange for a free demonstration, 
without obligation 


NAME 
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LOAN SERVICE 


POLICY HOLDERS WHO REQUEST cash 
policy loans are now receiving faster 
service thanks to a new procedure 
inaugurated by The Guardian Lite 
Insurance America. 
The key to the speed-up in service 
on cash loans is a new check form, 


Company of 


which includes the loan authorization 
When 
the policvholder signs the check to 
cash or deposit it he also signs the 


as part of the endorsement. 


request for the loan, eliminating the 
need for a separate loan agreement. 
The policyholder can now telephone 
his Guardian the home 
office and give all the necessary in- 


agency or 


formation. Since signature. is 
required before the check is issued, 
there 1s a saving of the time required 
formerly to 
agreement to the polievholder and 
have him the 


The new procedure ap- 


send a separate loan 


return it by mail to 
home ottice 
plies on all cash loans ; most requests 
for loans to cover a premium pay 
ment will be covered by an automatic 
prenuum loan provision in the poli 
cies, so there will now be few cases 
Where the policvholder will be re 


quired to sign a loan agreement. 
CHART TYPEWRITER 


A COMPLETELY NEW development in 
tvpewriters the Chart-Typer, 
enabling any typist to type the most 
complex chart material. It is said 
to save hours of pen and ink drudg- 
ery. The keyboard has a normal up- 
per case alphabet and figures. Instead 


of lower case letters the machine has 


... tear this out for 


16 


1 


4 

Co « 
twenty-seven different chart) svin- 


bols. The alphabet and letters have 
heen especially designed to harmo- 
nize with the chart All 
chart symbols are shift) position 


s\ nile 


so that no shifting is required when 
either “chart-tvping” 
typing.” 


or “regular 
stmple-to-adjust attach- 
ment permits the typing of charts on 
any kind of chart paper, accurately 
scaled and aligned at all times. The 
operation of the Chart-Typer is 
claimed to be easier than that of a 
standard typewriter. With a simple 
carbon ribbon attachment, the ma- 
terial typed on this machine is ready 
for offset printing production. 


The Chart-Typer is) by 
SIEMAG Feinmechanische Werke 
West Germany and ex- 


clusively distributed in this country 
by Continental Office Machines, Ine. 


iF YOU BUY THE BEST 


of everything for your company ... if you are 
economy-quality minded, you will want to know more about the 


NEW ASSU RANCE Brand GRADE A + 


Carbon Papers; and 


NEW ASSU RANCE Brand GRADE A + 


Twin-Spool, Pure Silk Typewriter Ribbons, 


specifically designed and manufactured for 
long life of maximum service to the Insurance Industry. 
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RED TAPE 


A CLEVER BUT SIMPLE pull fastener 
consisting of a narrow pink cloth 
tape with a tiny metal slide provides 
a greatly improved method for ty- 
ing bundles of documents, drawings, 
valuable papers and cancelled checks 
for filing or storage. The tape fas- 
teners are made by The Schlegel 
Manufacturing Company for all 
types of businesses, banks, insurance 
companies, law firms, real estate 
offices, architects, utilities, advertis- 
ing agencies and printers. A quick 
pull on one end of the tape and the 
bundle is tightly bound so that it 
cannot slip. To loosen, simply pull 
the other end. These unique pull 
fasteners are many times faster than 
ordinary tapes, and can be slipped on 
as fast as rubber bands, but do not 
dry out or break like the latter. 
The pink quarter-inch wide tapes 
are available in fourteen standard 


sizes ranging from six to fifty-four 
Packaged for conven- 
ience in use and handling, the tapes 
mav be used over and over again. 
it is claimed that the woven selvage 
tape will not fray. 


inches long. 


Look for the 
descriptive folder 
your postman 
is bringing you; 
or write for 


complete information 


BEST 
INDUSTRIES, INC. 


Contract Manufacturers 
1618 S.W. 8th Street 
Miami 35, Florida 
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EDWARD F. O'TOOLE, President 
O'Toole Associates Incorporated 
Management Consultants 
New York 


S MENTIONED in last months 
the great bulk of the ad- 
ministrative and clerical work opera- 
tions of an insurance company are 
subject to analysis through these 
three procedures analysis techniques 
that we have outlined—correlation 
flow chart, process chart, operator 
chart. However, there are many as- 
pects of the work operations in an in- 


surance company that must be 
treated somewhat differently for 
analysis purposes. These are so 


varied that we could not hope to 
give a complete listing of them in 
this presentation. But we can indi- 
cate a few of the techniques we have 
found to be useful. 


Forms, Records and Reports 
Analysis 


The item of records and reports 
offers much opportunity for clerical 
work simplification. In a large mid- 
western company we found a total 
of some 37 different reports being 
prepared, some with as many as 20) 
copies, on various aspects of the 
sales operation. Most of these 37 re- 
ports were prepared initially on a 
punched card basis, although the 
totals frequently were summarized 
on a different basis by the clerks in 
the sales department. About a third 
of these were prepared on a daily 
basis. But the fact was that, at any 
given time, about half of the sales 
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executives were away from the home 
office and these daily reports were 
read, let carefully 
studied. In several instances, no one 


seldom alone 
could recall the reason why a par- 
ticular report had been initiated. To 
a lesser degree, the same situation 
was found with respect to the other 
reports. As a result, this total of 37 
reports was reduced to 17, with only 
2 of them prepared on a daily basis. 
With only a few exceptions, these 
reports were set up so that they 
could be used just as they came from 
the tabulating department, without 
any intervening clerical handling. 
This resulted in a sharp reduction 
in the clerical costs involved in the 
preparation of these reports, and, 
more importantly, a much more 
effective reporting and control sys- 
tem was developed for the guidance 
of the top executives charged with 
responsibility for field operations. 
We use a questionnaire to develop 
initial data on forms, records and 
reports. And, as 1 mentioned, we 
obtain a great deal of additional in- 


formation on forms, records and 
reports in connection with our pro- 
cedures analysis work. There are 


two other principal forms that we 
use in the analysis of forms and rec- 
ords. One is the functional classi- 
fication chart: the other is the item 
analysis chart. A functional classi- 
fication chart, is used to sort out 
the various forms under review by 
their basic objectives or functions. 
\n item analysis chart, is designed 
to bring out the possibilities for 
elimination, combination and revis- 
ion of the various forms under re- 


view. These same techniques can 
he applied to the study of correspon- 
dence, to see whether or not the use 
of form letters or sample paragraphs 
would he possible 

Sometimes remarkable results can 
be achieved through such analyses. 
We will cite to you just a couple 
of examples. In 
group of 227 forms was brought 
down to a total of 73 forms, with 
considerable clerical expense savings 


one company a 


as well as a reduction in printing 
expense. In another company, a 
study of the correspondence over a 
two-months’ period in the claims de- 
partment resulted in the introduction 
These 30 
form letters eliminated over 40% of 


of some 30 form letters. 


the routine correspondence work- 
load in the department. A reduction 
of six employees was made possible 
thereby, at a total salary savings of 
almost $25,000 per vear. 


Statistical Quality Control 


The term 
trol” sounds quite impressive 


statistical quality con- 
and 
in its fullest application in manu 
facturing inspection operations, the 
technique itself is rather imposing, 
but found that can 
make excellent savings in insurance 


we have you 
companies through some rather sim- 
ple applications of statistical control 
techniques. Two important points 
we consider in the application of 
this technique to the clerical opera- 
tions of an insurance company are: 
1. What percentage of error can the 
company tolerate on the particular 
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work operation, from the standpoint 
of agent and policyholder dissatis- 
faction ? 

2. What is the exposure to financial 
loss, compared to the actual cost of 
the checking operation itself? 

(On the first point, you have to 
accept the premise that—no matter 
how good a system you may set up 

there is always the possibilty of 
error. For systems are operated by 
human beings, and human beings 
are prone to error on occasion. The 
critical question is—what percentage 
of error will we accept as normal 
and average? This will vary by the 
nature of the transaction, of course. 


Policy Checking 

Take such a simple thing as policy 
checking in combination life insur- 
ance companies, where both weekly 
premium policies and ordinary life 
policies are issued. On the weekly 
premium policies, where the average 
amounts at risk are small we can 
accept a higher percentage of error 
than we can on ordinary life policies, 
where the average amount at risk 
is relatively large. Each work op- 
eration must be considered  sepa- 
rately for possible application of 
statistical control techniques, in the 
light of all the facts that can be de- 
termined about it. 

To illustrate the benefits that can 
be obtained from this approach by 
outlining to vou a fairly simple ap- 
plication of it in one of our client 
companies. This company had a 
large accident and health operation, 
on which about half of the claims 
were paid in the field. These claims 
were paid through general agents 
and branch offices. The total num- 
ber of the field claims amounted to 
some 90,000 cases per year. These 
cases were limited, in general, to 
those where the total amount of the 
claim would not exceed $500; and 
which could be settled with a single 
payment. 

The procedure was for the field 
office to pay the claim, then forward 
all of the papers to the home office 
for audit and review. The home 
othee then would determine the ex- 
tent of overpayment or underpay- 
ment. Underpayments would be 
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THE NATIONAL SYSTEM pro- 
vides higher work output by 
any employee with less fatigue 


BILL FISHER, OWNER, Fisher 
Real Estate & Insurance Agency. 


A NATIONAL SYSTEM increased the bookkeeping effi- 
ciency of the Bill Fisher Real Estate & Insurance Agency 


“Our @alional System 


returns 74% annually on investment!” 


— Bill Fisher Real Estate & Insurance Agency, St. Charles, Illinois 


“With our business steadily expanding, 
we installed the National Svstem to 
halt rising accounting costs,’ writes 
Bill Fisher, owner, Bill Fisher Real Es- 
tate & Insurance Agency. “Substantial 
savings resulted almost immediately in 
the form of increased efficiency and 
productivitvy—even under rush periods! 

“The National System has enabled 
the agency to close monthly books 
within 2 days after the month end as 
compared to 10 days on the former 
manual method. In fact, records may 
be posted daily if necessary. A clear ex- 
ample of the advantages and savings 
provided by the amazing National Sys- 
tem is that it has eliminated the hiring 


of one additional employee to handle 
our increasing workload. 

“A National System is by far our 
best investment in years. The impor- 
tant dollar savings provided by our 
National is proof of its efficiency and 
speed. Our National System saves us 
$3,370 a vear... returns 74°] annually 
on investment!” 
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corrected by check from the home 
office, and attempts would be made 
to recover the amount of the over- 
payment discovered. At the time of 
our study, there were a total of 43 
persons in the field audit division 
of this claims department. The total 
salaries amounted to $147,000 per 
year. 

Over a four-year period, the aver- 
age amount of net overpayment by 


the field offices per year (under- 
payments were very infrequent) 
was about $49,000. The recoveries 
initiated by the home office 


amounted to some $33,000 per year. 
What about the nature of the claims 
themselves, from a size standpoint ? 
We found that 66% of these claims 
were for amounts of less than $50; 
and that 789 were for amounts of 
less than $75. 

We determined the allow- 
able percentage of error that the 
company would accept, by size of 
claim. These percentages were de- 
termined, by size of claims up to 
$25; from $25 to $50, and so on. 


then 


po 


Claims to be Audited 


The percentage of claims to be 
audited, within each size class, then 
was agreed upon. For example, it 
was decided that only 5% of the 
claims payments of under $25 would 
be checked. These percentages in- 
creased by size class to the point 
where 40% of all of the claims in 
the $100-S500 class were audited. 

It was further determined that 
whenever a field office consistently 
exceeded the allowable percentage of 
error for a thirty-day period, in- 
creased percentages of 
would be applied 
rective steps taken 


checking 
and other cor- 

until the ex- 
perience with this particualr field 
office returned to the allowable per- 
centages of Certain field 
offices were excluded from this pro- 
cedure, because of their unfavorable 
loss ratios. In these relatively few 


error, 


cases, the 100° check on_ their 
claims operations was continued. 
There was a great deal more in- 


volved in the establishment of this 
procedure than can be encompassed 
in this bare recital of the main facts. 
But I believe that this example il- 


50 


lustrates the application of the sta- 
tistical control principle. 

What were the tangible results, 
in terms of work elimination and ex- 
pense reduction? Under the new 
procedure, only about 40% of all of 
the field claims payments 


are ex- 
amined at the home office. The ac- 
companying salary reduction ap- 
proximates $65,000 per year. 


However, it appears that recoveries 
on overpayments will not exceed 
$18,000 per year. Therefore, the 
net saving involved will run at about 
$50,000 per year. 

This example shows how a care- 
fully determined application — of 
statistical control principles to check- 
ing operations can bring about very 
worth while results. There are many 
other work operations in an insur- 
ance company to which this method 
could be applied as well. 

We could go on at length on 
various aspects of the clerical and 
administrative procedural analyses 
techniques that can be used for home 
office and branch office operations. 
But I think that we have outlined 
enough of the non-sales illustrations 
to give you a fair indication of the 
diverse approaches that must be 
used in order to accomplish a maxi- 
mum result. In the next few illustra- 
tions we would like to show you 
some of the techniques that can be 
used to achieve major savings in the 
area of sales administration. 


Territorial Analysis 


The territorial analysis aspects of 
sales administration offers an almost 
untouched area for reduction. 
In our observation, agency appoint- 
ments should be made on a more 
careful basis than seems to be the 


case in most companies. 


cost 


Because 
a company may be licensed in a cer- 
tain state is no reason why it should 
have to be represented in every city 
or town within that state. In some 
cases, the area itself is generally un- 
favorable. In other cases, only the 
poorer class of agents may be “‘left 
over,” so to speak. Sometimes the 
calibre of the competition is such 
that the company should not even 
be trying to penetrate the particular 
area in the first place. 

We believe that it is fair to say 
that many companies do not know 
either the total insurance premium 


potential for the areas in which they 
operate, or their relative position 
in their several territories with re- 
spect to their competitors. For ex- 
ample, one company was almost five 
years trying to develop a profitable 
operation in a particular territory. 
An analysis showed that it was 
rather a poor territory to begin with, 
from an economic _ standpoint. 
Further, that it was getting rapidly 
worse instead of getting better. And 
it was clear that the competition was 
so solidly entrenched in this territory 
that it would take the expenditure of 
more time and more money than the 
company really could afford to spend 
in order to reach the 
point. 


break-even 


Marketing Data 


For each territory or market area 
the pertinent statistics must be de- 
veloped, as to size, population, num- 
ber of dwelling units, manufacturing 
and non-manufacturing employment, 
number of motor vehicles, etc. To 
determine the degree of market 
penetration, the percentage of total 
premiums written for the area that 
was written by the company would 
have to be determined. Comparison 
with previous years would be made, 
to tell whether the company was 
losing or gaining with respect to its 
share of the total market. Compari- 
sons can be made as between a com- 
pany’s own branch offices on such 
a basis, within a given market area. 
This will enable you to determine 
the degree of penetration effected by 
each office. When a company knows 
facts such as these about its terri- 
tories, it is in a position to assess 
more realistically both its present and 
proposed expenditures for the field 
offices under consideration. 

In a recent case, after reviewing 
a set of data similar to what we have 
been talking about, one company 
decided to move out of a particular 
state. A net saving of some $60,000 
per year was effected, which was 
assigned to the development of a 
more promising territory. In an- 
other of our client companies, five 
branch offices were consolidated into 
three, all more centrally located 
within specific market areas. Not 
only did the sales picture improve, 
but the company effected a total 
savings of $45,000 per year as well. 
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The study of the activities of 
special agents and field supervisors 
is often quite rewarding. We have 
found instances where there were too 
many field men operating in a given 
territory; in others we have found 
that there were too few. In some 
cases we have found that the field 
men just were assigned to work in 
the wrong places. No matter what 
type of corrective action is taken 
in such situations, it nearly always 
results in a lower field overhead cost 
per premium dollar received. 

There are two schools of thought 
with respect to the development of 
work standards. One school of 
thought believes in the development 
of so-called “universal” or “syn- 
thetic” standards; the other believes 
in the development of “custom- 
tailored” or analytic work standards, 
based on the operating circumstances 
surrounding the work of individual 
work-stations in the particular com- 
panies. We believe that work stan- 
dards—to be truly effective—must 
be custom-tailored to the operating 
demands and the enviromental con- 
ditions of a particular company. 
This means that the activities of 
each work-station must be analyzed 
in order to isolate the significant as- 
pects of the work operations in- 
volved. 

Even in fairly large insurance 
companies, there are relatively few 
uni-functional jobs that involve com- 
pletely repetitive tasks. Yet it is 
our opinion that a large number of 
such uni-functional, completely repe- 
titive jobs is almost a prerequisite 
for the successful and economical in- 
troduction of a synthetic system of 
work standards. 

In our experience, most of the 
benefits that are claimed as having 
been derived from broad programs 
of synthetic work standardization in 
the office are due primarily to two 
other factors that are heavily in- 
volved : 

1. Improved supervision, which is 
inherent in the control aspects of 
such a program. (And which per- 
haps would have been just as effec- 
tive without the introduction of the 
synthetic type of work standards.) 
2. Methods improvements, which 
invariably were made during the 
time the synthetic work standardiza- 
tion program was being developed. 
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Such methods changes are almost 
inseparable from any program of 
work standardization, whether syn- 
thetic or analytic. 

You can spend a great deal of 
money in setting up and maintain- 
ing work standards such—to 
achieve improvements that could 
have been developed a lot less ex- 


as 


pensively through better supervision 
and better methods. What then? 
Should we do no work measurement 
at all? Should no attempt be made 
to introduce any work standards into 
our repetitive clerical operations ? 
Of course we should. But we should 
do it selectively, on an analytic basis, 
and on the premise that all we seek 
is a reasonably sound control over 
our staffings in relation to work vol- 
umes, at moderate cost. 


Judgement Factor 


Ly definition, a selective approach 
rules out any attempt to measure the 
work of specialist and executive per- 
sonnel where a high order of mental 
judgement is involved. Or where 
the nature of the job itself sets up 
other and more valid standards of 
performance than the mere quantity 
of work output. Lawvers, actuaries, 
field supervisors, investment specia- 
lists these are some of the jobs 
that fall into this latter category. 

Tt is. of course, theoretically pos- 
sible to measure the work output 
of such personnel. But from a prac- 
tical standpoint it is both unneces- 
sary and undesirable to 
Unnecessary because other criteria, 
including the judgement of supe- 
riors, are used constantly to evaluate 
their work performance ; undesirable 
because in such cases the qualitative 
aspects of the work should take pre- 
cedence over the purely quantitative 
aspects. 

And when we say, 


basis,” 


do so. 


“on an analytic 
on the premise that all we 
seek is a reasonably sound control 
over our staffings in relation to work 
volumes, at moderate cost, we feel 
that this requirement spells out a 
statistical approach to the problem 
Other methods 
equally good results 
superior results 


analytic can give 
perhaps even 


but only at a dis- 


proportionate increase in cost. 

In using the statistical approach to 
work measurement, we believe that 
there 


are four kev principles which 


should be kept clearly in mind. 
These four principles can be stated 
briefly as follows: 

1. We can measure nearly every- 
thing done in an office, but it usually 
is best to limit the work operations 
subjected to work measurement to 
routine and repetitive operations. 

2. We have various methods avail- 
able to us for meauring work opera- 
tions, 

3. We have certain natural control 
points which can be used for measur- 
ing work, in order to keep down the 
expense of work measurement. 

4. We must choose the unit of meas- 
urement as carefully as possible, and 
keep to it for the longest possible 
time in order to permit of sound 
comparisons. 

As I mentioned, we believe that 
an effective job can be done in this 
area—at a moderate cost—through 
the use of statistical methods. For 
illustration, take the case of a hos- 
pital claims section in the claims 
department of an accident and health 
division. This particular group pro- 
claims for payment under 
hospital policies only. It was decided 
that the number of claims completed 
would be the best unit of measure- 
ment, since it was found that in this 
particular section, no claim was an 


cessed 


open case for much longer than three 
working days, excepting in very 
unusual circumstances. 
ceptions were so few in number that 
for practical purposes they could be 
safely disregarded. 


These 


Seven-week Period 


For a period of seven weeks, care- 
ful statistics were kept on the num- 
ber of claims completed. A careful 
record was maintained of the time 
which it took to process these work 
units. Then, at the end of each week, 
the average time per work unit was 
determined and recorded. This time 
included all of the man-hours spent 
in the clerical group, including the 
time of the supervisor. 

Tentative time standards were 
developed by arranging the average 
times required to process the work 
units in order, going from the short- 
est per unit to the 
longest average time per unit. The 
tentative standard set at 1.9 
hours per unit. This is the mid-way 
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Watch-size, rechargeable, nickel-cadmium bat- 


teries — hermetically sealed — power the Dicta- 
phone TIME-MASTER recorder. Just touch a but- 
ton and wherever you are this rugged new record- 
ing machine records every word spoken — ver- 
batim, unmistakably. And the TIME-MASTER 
can be plugged into any conventional wall outlet 
or into the cigarette lighter in a car. 

There’s also a small auxiliary power package 
good for 10 to 20 hours of continuous recording if 
you're ever caught with your batteries down and 
are not near an AC outlet. 

Many leading insurance companies report sav- 
ings of up to 30°; in claims gathering costs with 
Dictaphone Interview Recording System. Four 
sources of power supply—plus an in-built auto- 
matic recharger—make DIRS uniquely versatile. 


Dictabelts are perfect and permanent 
Heart of the system is the Dictabelt, the lowest- 
in-cost recording medium. Each Dictabelt records 
a full 15 minutes of unmistakable testimony, so 


Dictaphone 


Record his story 
perfectly—here 


Dictaphone’s Battery-Powered System of interview recording for 
claimsmen works anywhere; makes permanent records on the spot. 


that virtually any claims interview can be re- 
corded on just one belt. 

Dictabelts don’t wilt, warp or lose recording 
quality. They can be stored indefinitely; trans- 
cribed when, and if, needed. They can be mailed 
in an ordinary envelope; filed in claims file as 
easily as postcards. 


Dictabelts can’t be erased or altered 
You can submit them as evidence in states where 
recordings are admissible in court. These open 
and above board recordings save time, money and 
doubt—and serve all parties involved. 


Dictaphone service is factory-supervised 
More than 800 Dictaphone-trained technicians, 
serving Dictaphone customers only, are located in 
our own Offices in 272 cities throughout the United 
States and Canada. Service, parts and supplies 
are rarely more than one hour away. 


Dictaphone Corporation, Dept. BI-69 
420 Lexington Ave., New York 17, N.Y. 


Please send me your booklet on the Dictaphone 
Interview Recording System. 
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point between the average proces- 
sing time and the best processing 
time. This usually is a fair approach, 
assuming the validity of the pre- 
liminary statistics that have been ac- 
cumulated, For most employees will 
be able to do better than the aver- 
age performance recorded during 
this preliminary period, 


Satisfactory Set-up 


Hlowever, it is generally true that 
most of any group of employees 
would have difficulty meeting the 
best processing time on a consistent 
May | emphasize that these 


standards are set in 


basis. 
relation to a 
satisfactory organizational and pro- 
cedural set up. lf the procedure 
were to be improved significantly, 
or some other favorable factor in- 
troduced, then of course the stand- 
ard time would have to be recalcu- 
lated. 

There are a few precautions that 
should have been kept in) mind. 
Firstly, you must be sure that the 
data which production 
standards are based is valid and con- 
be careful that 
your production standards are not 
set on incomplete and misleading 
data. You must be sure also to rank 


quality equally high 


on your 


clusive. You must 


with quantity. 
This implies very careful supervision 
with this 

quently, especially 


factor. Fre- 
the initial 
phases of work measurement analy- 


resp ct to 


sis, supervisors are so anxious to 


achieve a production record that 


they sometimes do so at the expense 
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of quality of the work. Care should 
be taken to avoid this possibility. 
While we favor the introduction 
of work measurement controls, may 
I emphasize that we take a very con- 
servative view as to the accomplish- 
ments that can be achieved through 
their introduction. Based on our ex- 
perience in many insurance com- 
panies, we feel that good organiza- 
tion, effective procedures and 
intelligent supervision are much 
more important factors in increasing 
production and reducing clerical 
costs than work measurement con- 
trols. It is for this reason that we 
base our efforts in this regard on 
the relatively simple statistical ap- 
proach I have outlined. It is easy 
to install and to administer. 
And it can be introduced and main- 
tained on a very inexpensive basis. 


easy 


Office Layout 


The analysis of office layouts in 
studies aimed at cost control can be 
hetter understood if we examine 
brietly what should be the elements 
in a good office layout arrangement. 
These may be summarized as fol- 
lows: 

1. Departments should be located 
close to each other whose work is 
related. 

2. Where possible, specific work-sta- 
tions should be set up. That is, a 
place where all related work—for 
example, underwriting, policy issue, 
claims, ete., can be handled as a 
unit. This work-station should in- 
clude the space occupied by the em- 
ployees and any of their specialized 
equipment, the necessary furniture, 
and access to aisle space as may be 
required, 

3. The work should go through the 
office physically in as straight a line 
as possible, with relation to the pro- 
cedures. backtracking 
should be kept to a minimum. 


Detours or 


4. Physical material should move 
forward only short distances at a 
time, from one work-station to the 
next; or from one clerical group to 
the next. 

5. Service groups should be located 
as centrally as possible (mail, mes- 
senger, files, tabulating, reproduc- 
tion, ete.). 

6. The the 
available space should be made, so 


most effective use of 


as to keep this important expense 
item at a minimum. 

The first step is to determine the 
actual space occupied within a com- 
pany by the various departments, 
division and sections. The second 
step in consideration of layout is 
the determination of the points of 
contact between the various depart- 
ments within the company, and the 
nature of these contacts. These 
functions then are reviewed to de- 
termine which are the primary and 
which are the secondary functions of 
the particular departments. Greater 
weight must be given to the basic 
purpose of a department in making 
recommendations for physical place- 
ment. 

Another factor to consider is the 
nature of the communications 
volved. 


in- 
Some contacts are handled 
entirely by telephone or inter-oftice 
communication systems. If it is de- 
termined that the great majority of 
necessary contacts can be handled 
by verbal communication, the ques- 
tion of physical placement of the de- 
partment in relation to others 
becomes of little significance. How- 
ever, if verbal contacts must be 
followed by face-to-face conference 
or the passage of documents, then 
this element must be considered. 


Common Errors 


One of the errors that we have 
found is that space relationships 
oftentimes are based on_ historical 
considerations, rather than the actual 
needs of particular departments. In 
one company, for example, it had 
been the practice in prior years for 
the secretary to have jurisdiction 
over many activities that were now 
placed variously under the control 
of the treasurer, the controller and 
other executives. Yet the secretary's 
department still had an entire wing 
on one floor assigned to it, since that 
had been the situation when many 
more people were in this particular 
department. 

Another thing we find frequently 
is that there are too many private 
ottices. We are not opposed to neces- 
sary private offices. On the con- 
trary, we feel that some companies 
presently are going too far in the 
other direction in the elimination of 
private offices. However, it is more 
general to find that there are more 
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private offices than are necessary or 


desirable in a company. Oftentimes 
we find that there are many parti- 
tions that are put up, especially those 
made of plaster, that should not be 
there at all. Frequently space is used 
for private offices and conference 
rooms and the like which should not 
have been taken away from the gen- 
eral clerical processing area. 

The existence of large storage 
vaults for records and documents is 
another frequent error. On occasion, 
we find that the records stored in 
these vaults should either have been 
stored elsewhere, in less expensive 
quarters, or perhaps even destroved 
Sometimes it is worth-while to have 
them microfilmed, but this is not al 
Ways so, 


Caprice of Executives 


Probably the most detrimental fac 
tor to the development of a good 
office layout is the caprice of certain 
executives in positions of authority 
They have fixed ideas as to where 
they want their departments placed 
and how much space should be as 
signed to them, without regard to 
the work-flow factors involved. This 
is probably the most difficult factor 
to overcome. 

The use of specialized machines 
and equipment is growing apace 
within the insurance industry. And 
rightly so. For if any piece of equip- 
ment or specialized machine gives 
promise of reducing clerical costs, 
then certainly it should be given 
every possible consideration and 
trial. This is a large subject, and in 
cludes all of the various kinds of 
specialized machines that are cur 
rently in use. These machines range 
from mail room equipment, printing 
equipment and the ordinary photo 
copy and duplicating equipment to 
the various calculating, adding ma 
chines, bookkeeping, punched card 
and electronic machines. 

Our basic consideration in the 
analysis of any particular piece of 
machinery or equipment is in the 
light of its contributions to the par- 
ticular work system in which it is 
involved. We believe that there is 


one major error that is often made | 


with respect to the purchase of office 
machines and equipment. It is the 
fact that the machines are not viewed 
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as being simply part of a system 
(which the vast majority of them 
are), but are looked upon as self- 
contained systems on their own ac- 
count. 

\nother factor that should be con- 
sidered is whether or not there 1s 
an actual need for the extra reports, 


the extra data, or the extra speed 


and facility that the machine will 
furnish 
The "Work Horse" 
\ny discussion of machines and 


equipment must of course give spe- 
cial emphasis to punched card equip- 
ment. lor, despite the growing 
usage of electronic equipment, 
punched card machines still remain 
the “work-horse,” so to speak, of 
Insurance companies when it comes 
to statistical and accounting opera- 
tions. Yet it is a fact that, even 
though punched cards have been ex- 
tensively used in the insurance busi- 
ness for at least the past twenty-five 
vears, they 
ploited 


are seldom fully ex- 
or used as effectively as they 
can be and should be used. One of 
the most frequent faults that we find 
is that the punched card application 
Is put into operation without a com- 
plete elimination of the manual or 
other machine method which it was 
intended to supplant and_ replace. 
Sometimes this can cost a company 
a great deal of money. 


In one large accident and health 


we tound 
that there was an excellent punched 


operation, tor example, 


card system for the development of 
Yet 
from the tabu 


lating department there 
most 


claims and loss statistics, less 


than one hundred feet 
existed al- 
a complete duplication of the 
punched card statistical system that 


maintained on 


was being a manual 
Che elimination of the manual 


method resulted in a salary savings 


basis 


of a little over $30,000 per year for 
this company 
\nother 


neglected area for ex- 
pense saving 1s within the tabulating 
department itself. Time and again 
we have come across otherwise ex- 
cellently run tabulating departments 


that did not have any true produc- 


tion control concepts governing the 
work within the department 
the 


The 


service given to using depart 
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ments could not be criticized, and 
the accuracy and volume of the work 
done was quite satisfactory. How- 
ever, due to a lack of proper work 
scheduling and the necessary in 
formation on the actual production 
jobs themselves, some unnecessary 
expense was entailed in the punched 
card activity. 

A typical instance was the case of 
a company that had two additional 
pieces of equipment on order which 
would have involved an annual 
rental, with auxiliary equipment, of 
approximately $1,500 per month. A 
careful analysis of the available 
equipment, and the introduction of 
more effective work scheduling tech- 
niques, eliminated the need for the 
new equipment with some machine 
time left over. On the other hand, 


_a niggardly approach to the punched 


card installation can be just as costly. 
Especially when it is coupled with 
an obstinate and uncooperative atti- 
tude on the part of any top execu- 
tive in charge of an area whose 
work is susceptible to machine ap- 
plication. 

In one company the tabulating 
manager had worked out an excel- 
lent procedure for handling the com- 
pany's mortgage loan accounting on 
a punched card basis. To do this, 
however, he needed additional equip- 
ment, and an additional operator. 
The executive in charge of this work 
had consistently refused to give any 
proper consideration to these ideas, 
\s a result, the company had for 
some years been incurring need- 
lessly a net expense of about $12,000 
per vear through its failure to use a 
good punched card method. 

We believe that much of the econ 
omy claimed by the introduction of 
electronic equipment could be ob- 
tained through the use of conven- 
tional equipment, provided that the 
necessary consolidation and simpli- 
fication of records and record-keep 
ing were achieved. Integrated data 
processing, through the increased 
use of the common. lan- 
guage machines, seems to us to be 
a much more promising avenue for 
the devolpment of significant ex- 


so-called 


pense savings for the average insur 
ance company than the more com- 
plex large-scale computers. Although 
the large-scale computers certainly 
do have a valid place in the long 
range cost reduction picture. 


Frequently the use of the newer 
type of photocopy machines can be 
used with benefit as a substitute for 
clerical activities. In one of our 
client companies it was necessary to 
transcribe data from certain basic 
card records for the benefit of the 
claims and other departments from 
time to time. This involved the full 
time of three clerks and occasional 
part-time work equivalent to an addi- 
tional clerk. Through the installa- 
tion of two instant photo machines, 
it was found possible for two clerks 
to service all of the demands for 
information from these cards. The 
net expense saving to the company 
amounted to about $5,000 per year. 

The use of inserting machines in 
the mailroom is another fertile field 
for inquiry and one that should be 
followed up in any fair sized com- 
pany. 
can be 


Mechanical typing machines 
used with effectiveness in 
any company that has a direct mail 
program. In office we found 
that through the use of such a ma- 
chine, the company not only could 
maintain its direct mail program on 
an economical basis, but at the same 
time a great many letters of a stand 
ard type could 
typed” 


one 


be “individually 
tor the claims, underwriting 
and field departments. 

The list of illustrations could be 
endless in this regard, as I am sure 
you will appreciate. The important 
thing to remember with respect to 
any particular machine is that we 
should always view it simply as a 
part of a system. 

An approach to expense reduction 
such as we have outlined frequently 
has implications that go far beyond 
the limited objectives of the studies 
themselves. For complete success 
you must get the cooperation and 
assistance 


of the executives and 
supervisory staff throughout the 


company. When your key people 
concertedly attack the problem of 
office improvement on an organized 
basis, an important by-product re 
sults. In our work we have found 
repeatedly that in broad scale re- 
views of this type, narrow depart 
mental viewpoints can disappear. 
They are replaced by progressive 
company-wide attitudes. Such atti 
tudes are the foundation of real suc- 
cess in coordinating the complex 


activities of the 


modern insurance 


company. 
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IBM RAMAC® 305 UPDATES ACCOUNTS ON A DAILY BASIS 
FOR FARMERS AUTOMOBILE INSURANCE 


Updated accounts on a daily basis—that’s 
just one advantage IBM RAMAC 305 brings 
to Farmers Automobile Insurance Associa- 
tion of Pekin, Illinois. 


“We've greatly speeded up policy writing 
and rating,’’ says Robert Tebben, Manager 
of the Association. ‘‘Agents’ accounts are 
kept up to date on a daily basis, as are 
premiums, pending reserves and paid losses 
for each agent.” 


RAMAC also processes automobile insurance 
applications, maintaining a complete set of 
updated records, as well as computing the 
rate and printing the policy declaration. 


In addition, Farmers Auto uses RAMAC to 
store data on premiums in force, total in- 
surance written, agency production and fre- 
quency, pending reserves, paid losses and 
agents’ accounts. RAMAC produces any set 
of statistics at random; for instance, com- 
plete experience reports, requiring no addi- 
tional extensions or computations, are now 
printed in a mere fraction of the time 
formerly required. 

Why not find out just how the IBM RAMAC 
305 can help your insurance business? Call 
your local IBM representative today. The 
RAMAC 305, like all IBM Data Processing 
equipment, may be purchased or leased. 


At |BM RAMAC 305: Robt. Tebben, Secretary- 
General and W. F. Donley, President, 
Farmers Automobile insurance Association. 
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Paper Work Control—from page 45 
ment are established, there is little 
value in approaching the question 
of combination of forms, and the re- 
production of secondary documents 
from those which are primary. If 
the document eliminated 
entirely from the system, or routed 
or distributed in such fashion that 
a considerable portion of the total 
work-load is reduced, or if its use 


can be 


is sporadic and infrequent, this com- 
apt to be 
more productive of savings than if 
we were to spend a lot of time try- 
a by product 


mon-sense approach 1s 


ing to produce it as 
of another transaction 
Hlowever, once the volume, flow, 
need, and use have been established, 
the next ste > is to analyze the paper- 
work forms and reports with a view 
to accomplishing these things : 
1) Identifying — those 
which are primary ot 


documents 
source docu- 
ments. 
9 


2) Identifving documents 


which are secondary documents that 


those 


are prepared in part, at least, from 
information given on primary docu- 
ments 


3) Making 


common 


a detailed analysis of 
information which re- 
peated from document to document, 
and which requires trans¢ ription, 

4) Combining related primary and 
secondary documents with a view to 
eliminating transcribing operations. 
data can 
filing it as ts rather than 
transcribing it to other records for 


storage. 


5) Providing which be 


stored by 


Simple Technique 


(one this 
process is to take a family of forms 
and to list the 
head of a columnar pad. In the 
marginal column, then list each item 


simple technique in 


each form across 


of information which occurs on each 
the corrseponding block 
beneath each form number indicate 
with an “X” each item of informa- 
tion which occurs 


form. In 


In this fashion 
we can develop a visual assessment 
of the information com- 
to all of the forms, and that 
which ts peculiar to individual forms. 


which is 
mon 


It is then much simpler to develop 
a single primary form from which, 
by means of copies, the secondary 
forms can be reproduced. 
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To illustrate what can be done 
with this technique, let me draw 
upon a recent experience with one 
of our clients. Perhaps you will 
forgive me for selecting a manufac- 
turing company for this illustration. 

One of the key documents in this 
operation was what is called an Op- 
eration Sheet. One of these sheets 
had to be prepared for each part to 
describe the correct sequence of 
and processing opera- 
tions. In addition, a shop order had 
to be prepared to authorize manu- 
facture and to specify the quantity 
of parts to be made and the required 
completion date. By combining the 
operation sheet and the shop order 
it was possible to reduce to one form 
what had previously been two. But 
the real savings was achieved in 
completely eliminating the prepara- 
tion of one intermediate form “the 
Shop Order requisition.” At the 
same time, it was possible, simply 
by coding each part, to eliminate 
fifteen hundred purchase requisi- 
tions per month from production 
control to purchasing, and to pro- 
vide a tabulated weekly purchase 
requisition direct to purchasing. 

Obviously, it is possible to pro 


machining 


ceed too far sometimes in the con- 
solidation of forms. Much depends 
upon the benefits to be derived, 
and upon the timeliness of the in- 
formation supplied. It is our obser- 
vation, for example, that the appli- 
cation of tabulating and computing 
systems to fast-moving inventory 
and production control systems is 
something that needs definitive an- 
alysis in each case, since the time-lag 
inherent in mechanical and 
computing systems mav create prob- 
lems. It is also possible to concen- 
trate at one point such a volume of 
work that downstream operations 
may be adversely affected. 


some 


Fourth: 
Measurement and 


Work 
Time Standards 

The application of time and mo- 
tion measurement to paper-work op- 
erations is more recent than its ap- 
plication to manufacturing produc- 
tivity. How applicable these 
techniques are to office work is still 
a moot point with many people. 
Much, I believe. hinges upon the 


Analysis — by 


tvpe of work which is to be meas- 
ured. Repetitive operations such as 
card punching, typing of standard 


forms, and other similar office func- 
tions could be adequately measured, 
and some rather effective standards 
applied to individual jobs, just as in 
the case of turret lathe operator or 
drill press operator. But if we move 
into the clerical and administrative 
levels where judgment may be ap- 
plied, we confront a different prob- 
lem. 

It is possible that those areas 
which are most susceptible of accu- 
rate measurement are the same areas 
in which we should look for the ma- 
chine which will perform the opeva- 
tion. 


Standards of Output 


\ctually, short of the application 
of scientific time study techniques, 
much can be accomplished in estab- 
lishing standards of output per 
worker and per department. In very 
broad terms, the number and kind of 
policies written per person per day, 
the number and kind of claims set- 
tled per person per day, or the num- 
ber and kind of any prime work 
unit processed per person per day, 
provide indices against which the 
paper-work load may be measured 
and by which may 
judged, Likewise, such broad meas- 
urements are important in determin- 
ing the number of persons required 
by each department. 


progress he 


Whether by actual observation, 
methods analysis, time study, or by 
applying a specific dollar value to 
the cost of producing and servicing 
each type of policy, it is important 
that some standard of measurement 
be applied. Since, in the administra- 
tive areas people are the prime cost, 
with machine and floor space costs 
also of considerable importance, the 
hard fact is that the ultimate meas- 
ure of office efficiency is the num- 
her and wage total of persons re- 
quired to operate one system as 
compared with another. Unless 
there are accurate means of meas- 
uring this difference, it is verv diffi- 
cult to assess the relative value of 
proposed changes. 


Fifth: Analysts by Equipment Re- 
quirements and Utilization 

Identification and selection of the 
right kind of office tools—including 
advanced data processing installa- 
tions—is a matter of growing con 
cern for many businesses. 
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It sometimes occurs that com | 
panies commit themselves to “‘auto- 
mated” programs which, with a| 
thorough analysis of the first four | 
points | have made, might be much | 
more economical when finally in- 
stalled. All too often it may occur} 
that the machine installation begins 
with the data to be processed and 
works backward to the customer. 
It also occurs that because some- 
thing can be put across machines, it | 
is put across machines. Available | 
capacity is not a good reason for| 
automating. The operation should 
be justified cost-wise and service- 
wise as well. The fact that you can 
crack walnuts with a twenty ton 
iydraulic press is not sufficient rea- 
son tor domg so. 

Lhe extreme versatility of tabulat- 
ing and computing equipment de- 
mands an extremely tight control ot 
What is required of it. It is possible 
to get so many ditferent kinds of 
information out of these machines 
that the demand for information in- 
creases with size and capability of 
the installation. 

Detinition of the cost per unit of | 
prime work units becomes a “must” | 
in evaluating a machine installation. 
And this cost per unit must be as- | 
sessed across the entire operation | 
from origin to file. 

I:xpressed another way, a ma- 
chine installation should not be ex-) 
pected to bear the responsibility for 
reducing inefficiencies which exist | 


upstream or downstream from it. | 
Again, selection of office equip- | 


ment can be far more effective when 
approached against a 
sales forecast, or 


reasonable 
projection ot | 
growth. 
It would appear that these are | 
some of the key questions that| 
should be asked and answered when 
considering the type of equipment 
to be used: 
} 
1) Have we analyzed our paper-| 
work to eliminate unnecessary de 
tail 
2) Do we know what our prime 
work units cost us at present ? 
3) Are there major efficiencies | 
which can be achieved within the 
existing system 
4) What is the 
achieved ? 
5) What will it cost us to install 


savings to be 


the equipment and get into a posi-| 


tion to realize the savings ? 


ea n the next pa 
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BATTERY-POWERED 


BOOK-SIZE 
4'o lbs... Full 
Performance ... All- 
Transistor Close- 


talking microphone guar 
antees message privacy 


Dictation Belts 
cost nothing 
to use 
Re-use Peirce belts end- 
lessly, or file permanentiy 
—message cannot distort 


Complete, error-free 
performance 

Your voice alone wipes out 
error and inserts corre: 
tions; instant playback, full 
review at any point; end 
of-letter marking 


*Compatible—Uses same 
type belt as office units 
Belts received from field 
are transcribed on standard 
ofhce units . a one-step 
operation that requires no 
additional purchases 


"Vanufacturer of World's Most 
Complete Dictation Service 


Network ; 
Exclusive 
Individual Auvtometic 
PBX Selection 


Here, for Men On-the-Go, is the world’s only 
dictation machine th it works ANYWHERE. 
Thoroughly complete! Remarkably simple! This 
rugged travel companion gets your thoughts into 
action WHEREVER YOU ARE with swift nen 
convenience... superb voice clarity! Works from 
a carrving case, toO— easy as snapping a pre ture. 
Dictation belts mail in ANY envelope 

Inquire into this never-hefore opportunity to 
give right now attention to reports. correspondence, 
and ideas. DICTATE ANYWHERE bring new 


value to travel. 


PEIRCE... 


the name that dictates progress 


PEIRCE DICTATION SYSTEMS, INC. 
5900 Northwest Highway « Chicago, Illinois 


Send literature on the new Peirce “Portable”. 


Name 


Cc 


Address 
City. State. 


| 
piss 
ae A 
: 
DICTATION PORTABLE 
| 
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Paper Work Control—Continued 
6) Does our growth _ potential 
justify the investment ? 

At this point, since we have laid 
the problem bare so to speak, and 
dealt detail, the 
question might arise as to whether 
or not we 
full-time job 


with it in some 


may have described a 
It is possible that we 
may have, depending upon the size 
and the nature of the administrative 
operations of any given company. 
But, as a general rule, | lean to 
the conservative side when it comes 
to establishing systems and proced- 
The diffi- 
a department 
is that depart- 
ments once established have a way 


ures departments, per 
culty in establishing 


any department 


of tending to perpetuate themselves. 
\nd all sure that there 
should be a perpetual search in 
progress for the most efficient sys 
tem the human 
element, it 1s possible to develop 


lam not at 


Getting back to 

an ethcient system which is inetfec- 

tive, and equally possible to operate 

with inefficiencies 
‘ 

quite eftectively, 


a system some 

It is, however, extremely impor- 
tant in fix a 
and 
control over the creation and change 


any organization to 


single point of responsibility 
This function should 
he clearly understood by the per 


of paper-work 


and 
all others. 


son who 


with it, 
understood by 


harged 
as clearly 
considera- 


Irrespective of other 


tions, the person discharging this 
should be in a po- 


the inter-relatedness 


control tunction 


sition to know 


ot all departments and functions of 
the business 

Hle should exercise these kev re 
sponsibilities 


1) Control of new svstems, forms, 


Proc eaures 


2) Evaluation of existing forms, 
systems, procedures 

4) Cost evaluation of forms, sys 
tems, procedures 


fo summarize, in conclusion, the 


tive basic analvses which we dis 
cussed 

1) by Origin, Need, and 


2) Analvze by Volume and Flow 
3 


bv and 


lranseription 
Repetition of Data 


Analvze by Work 


and Time Standards 


Measurement 


5) Analyze by Equipment Require 


ments and Utilization 
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RIDE 'N RITE 


THE NEW RIDE 'N RITE Auto-Desk 
Is precision engineered and is sturdy 
enough to use as a typewriter table. 
The twelve by sixteen inch desk top 
is of plastic coated wood with rubber 
edges. It’s attached to the right side 
of your dashboard by a strong, all 
metal frame finished in office gray. 
Tightening two thumb screws is the 
only effort needed to install it. Inci- 
dently, it removes easily when you 
are not using the desk. In standard 
position, the desk top can be tilted 
fifteen degrees for periect writing po- 
sition. At the top of the desk top 
is a spring-loaded paper holder 
which also holds pen, pencil and call- 
cards right where you want 
them. Swung parallel with the dash 


Ing 


board, the top is perfect as a type- 
writer desk, rigid 
bear up under the hardest punching 
“two-tingered” typists in existence 

The Auto Desk 
doesn’t have to be all business either. 


enough to 


RIDE 


It comes in handy on family vaca- 
tions, for reading maps, addressing 
cards and many other uses. 


MEETING MANAGEMENT 


\SSOCIATED SALES Meeting Coordi 
Inc., an organization 
the field) of 
management has been formed with 
offices at 869 North Dearborn, Chi 
Horace M. Barba, Jr. is pres 


nators, spe 


cializing in meeting 


cago 
ident of the new firm 
\SM¢ 


ling 


is a professional counsel 
aid 
companies, associations and their ex 


service designed — to 


ecutives in the preparation and ex 


and 


ecution of their sales business 
meetings, conventions and confer 
enices 

Mr. Barba was formerly associated 
with Life magazine, Chicago, where 
he served as a publisher's represen 


tative in advertising sales, 


NEW IMPRINTING DEVICE 


\N IMPRINTING 
its Selec-tronic* 


ATTACHMENT for 
Burster line has 
The Standard 
Register Company, With the addi- 
tion of this late model 
(Series 311 and after) Selec-tronic 
Bursters can be modified in the field 
into. Burster-Imprinters, providing 
more versatility and flexibility in this 
area of pre essing paperwork, 


been developed by 


machine, 


The Selec-tronic Imprinter will 
make a clear, clean image, using a 
ribbon device, from an electro, type 
chase, or graphotype plate, on any 
continuous form, including — tab 
cards, and registration is held to 
within lig” vertically and hori- 
zontally. The impression, which may 
be varied to four different settings, 
can be preset to the desired form 
area without a sample run. From 
length-imprint scales clearly indicate 
the correct position to the operator 
and an easily rotated hand lever con 
trols position while one lock lever 
holds it in place. 


Simple to Operate 


Simple to load and operate, the 
imprinter sits behind the Burster, 
uses Burster power through gearing 
and electrical circuits. It will handle 
forms from 3” to 1775.5” wide and 
from 3” to 22” long and print in an 
area as wide as the form and 43%” 
on form length. When required, the 
Imprinter can be turned off quickly 
though the still 
operating. 

(ptional devices can be obtained 
to turn off the Imprinter automati 
cally after the last form has gone 
the 
imprints, and to increase the im 


even Burster 1s 


through, to count number of 


printing adjustment area on form 


lengths. Up to four imprinting 


the Im 


attached to 


units can be 
printer 
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EQUIPMENT 


DIRECTORY 


Current literature and prices on any of the following products and services may be had without 
obligation from selected manufacturers. We will also obtain any available information on items not listed 


FILING CABINETS 
|. Card File 
. Fibre Board 
. Insulated 
. Metal 
Micro 
Mobile Storage Systems 
Open Shelf Files 
. Portable 
. Rotary 
Stencil 
Tabulating Card 
. Visible 
10. Wooden 


FILING SUPPLIES 
129. Cards 
1. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17. Bookkeeping 
18. Calculating 
109. Payroll 
145. Punched Tape Equipment 
19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
27. Duplicating 
28. Micro-filming 
29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 
31. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 
OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
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39. Cash Boxes 
40. Chair Cushions 
41. Currency Trays 
42. Desk Lamps 
. Desk Pads 
. Desk Trays 
. Drawer Tow 
. Moisteners 
. Name Plates 
. Pen & Ink Sets 
. Waste Baskets 
OFFICE FURNITURE 
50. Air Conditioners 
51. Bookcases 
143. Bookstands 
52. Cabinets 
53. Chairs 
134. Costumers 
54. Desks 
55. Fluorescent Lighting 
108. Incandescent Lightiig 
56. Matched Suites 
57. Sates 
89. Stands, Typewriter 
58. Stools 
59. Tables 
60. Wardrobes 


PAPER 
119. Card Index 
120. Duplicator 
Envelopes 
135. Labels 
121. Letterhead 
123. Ledger 
137. Photocopying 
122. Policy 
124. Thin (Copy) 
102. Visual Policy Jackets 
SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
. Erasers (Specialized) 
. Loose Leaf Systems 
. Marking Devices 
. Paper Perforators 
. Pens 
. Pencils 
. Staple Removers 
SUPPLIES, TYPEWRITER 
83. Copyholders 
85. Justifier 
86. Line Indicctor 
87. Pads 
88. Ribbons & Carbons 
TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 


$2. Index 
94. Silencer 
95. Stands 


LOSS PREVENTION 


140. Burglary Alarms 

97. Fire Extinguishers 

63. Fire Protection Service 
98. First Aid Kits 

112. Floor Polish (Non-Slip! 
138. Safety Equipment 

128. Salvage iin 

125. Truck Alarm Systems 

141. Watchman's Clocks 


SERVICES 


62. Accounting System 
127. Filing Systems 

64. Office Planning 
115. Photocopying 

65. Record System 

66. Sales Incentives 
146. Sound Reproduction 


MISCELLANEOUS 


131. Accident Diagramming 
132. Advertising Blotters 
116. Advertising Specialties 
103. Birthday Cards 

130. Building Evaluation 
117. Display Material 

147. Emblems and Awards 


126. Endorse & Cancel Calculators 


104. Greeting Cards 

99. Leather Goods 

114. Policy Wallets 

100. Promotional Gifts 
148. Signs 

101. Silencer for Dictating 
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nnouncing... 


THE LOOK 


PLAN 


bold new dimension marketing... 


LOOK. 
rovides advertisers 


th seven 


eographic zones, available 


Effective with the issue of September 15, 1959, 
LooK introduces a major innovation in advertising. 
Combining, for the first time, the top flexibility of 
regional coverage With the authority and prestige 
of a great national magazine, the LOOK MAGAZONE 
PLAN paves the way for new sales strategies ... 
new marketing and advertising creativity ... new 


profit opportunities. 


Under the MAGAZONE PLAN, vou select the zone or 


zones you Want your LOOK advertising to appear 


62 


individually any combination. 


in—and you pay only for circulation in the specified 


areas. There is no limitation on the number or loca- 


tion of the zones vou choose. 


Just what does this mean to advertisers? It 
means unprecedented showcase-magazine support 
for many vital projects. New-product introductions 
by zones...campaigns to beef up sales in weak areas 
... tie-ins with dealer promotions... use of special 
copy and art keved to regional tastes ... copy test- 


ing, one zone versus another. And for advertisers 
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ZONE 


PRE, RATE BASE 


2 
WEST MIDDLE ATLANTIC 


GING. RATE BASE 


PACIFIC EAST CENTRAL 154, 
tart wast 1,155,000 CIRC. RATE BASE 
787,000 1,054,000 


ZONE € 


SOUTHWEST 
CIRC. RATE BASE 
400,000 


ZONE 5 ZONE 4 ZONE 3 ZONE 2 ZONE 1 
WEST CENTRAL EAST CENTRAL SOUTHEAST MIDDLE ATLANTIC NEW ENGLAND 


ZONE 7 
PACIFIC 


ZONE 6 
SOUTHWEST 


) 


efficient ways to sell their goods. Uses for the new 


that, until now, have been barred from considering 


LooK by budget restrictions or a local distribution LOOK system of advertising are as broad and varied 


pattern, the MAGAZONE PLAN unlocks the treasure as a creative man’s ideas. Your LOOK representative 


house of national-magazine impact, prestige and will be happy to show you how your ideas can be- 


merchandisability. come a profitable, exciting reality in LOOK, the ex- 


citing story of people. 


A significant achievement that once again illus- 


trates LOOK’s role as marketing innovator, the 


MAGAZONE PLAN is geared to the quickening pace 


of the American economy .. . to the ever-increasing 


need by American businesses for better and more 


For further information about the LOOK MAGAZONE PLAN, contact your LOOK representative. LOOK offices are situated in New York, 
Hartford, Philadelphia, Pittsburgh, Cleveland, Atlanta, Chicago, Detroit, Minneapolis, Los Angeles and San Francisco. 
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THOMAS M. STOKER 


Farmers Savings Bank, Shelby, lowa 


S ALL AGENTS know, negligence 
A. the failure to do what a rea- 
sonable and prudent man should do. 
This means, in short, a farm owner 
or tenant like anyone else may be 
sued tor negligent acts. The city 
agent must also be cognizant of the 
features of contingent liability for 
his chents who own farm property. 
an agent to handle this 
type of policy he must understand it, 


In order for 


\n agent must have a thorough un- 
derstanding as liability hazard runs 
Into and no 
modern farm manager wants to just 


“half understand” 


thousands of dollars 
licy wit! 
a pohey with so 


much money at stake 


The Policy 


Phe policy is usually divided into 
two, and sometimes three divisions. 
The tirst division covers the farmer 
for anv habthtv he mav incur as the 
result of his use, ownership or main 
tenance of his farm. It usually con 
tains a rider which provides that if 
a visitor 


1s Injured he will be com 


pensated up to $500 (or more op 
tional) tor doctor bills regardless of 
habilitv of the farm owner or man 


Agel 


\lso division | may contain a rider 


that p. insured for anv live 


stock he owns that 


are hit on the 
highway. This excludes livestock hit 


by an auto of the insured or one of 


his emplovees. Usually the animal 
must die within a specified time (10) 
days 

Division T covers the customary 


farming operations of the farmer, as 


sumes his tractor liability. coverage 


on the highwav, and more or less 
covers the general liability. arising 


out of his farm operations. |iability 
for injuries arising out of personal 
pursuits such 


as 


hunting, sports, 


are also covered 


hoating ete 


FARM LIABILITY INSURANCE 


Division IT agrees to pay on behalf 
of the farmer all sums which he may 
be legally obligated to pay because 
of bodily injury, sickness or disease, 
including death at any time of an 
employee of the farmer, while said 
employee is in the employment of the 
farmer. It also has a medical rider 
that pays up to $500 for accidental 
injuries of farm employees regard- 
less of liability of the employer. 

Now many times a farmer will not 
want to pay for the Division II cov- 
erage. He will maintain that he only 
exchanges help with his neighbors 
With no monetary compensation in 
volved. It is better not to write the 
policy than to omit Division 1. 

A person who is merely exchang 
ing work with a farmer will often try 
to sue as an emplovee. He thinks his 
chances are better (as they often 
are) of collecting. If Division II is 
not on the Policy the farmer is left 
to sink or swim on his own 

DON'T OMIT DIVISION II 
FARM 
Division ITT is found on some pol- 


FOR AN 


ACTIVI OPERATOR 

icies with some companies, It covers 
the farmer if he is accidentally in 
jured on the farm for up to $500,00 


For the modern farm manager 


(or more, optional). It is 
wanted by the farmers since they 
have a great accident hazard in their 
occupations. 


often 


Exclusions 


The following situations are often 
excluded under a standard farm lia 
bility policy and should be examined 
with a client. 

1. The chent is not covered for any 
other business pursuits unless it is 
stated in the declarations of the pol 
icy. If the farmer has a small shop 
in which he does work for others, or 
owns another business, his farm lia 
hility may not protect him in these 
operations. 

2. Ownership, use or maintenance, 
including loading or unloading of an 
automobile. Water craft over a cer 
tain length, aircraft and animals lo 
cated permanently away from the 
premises are not given liability cov- 
erage. 

3. Damage to property in the care, 
custody and control of the insured 
that belongs to others. This is im 
portant since farmers often exchange 
equipment. If a farmer is using his 
neighbor's tractor and damages it his 
farm liability policy wll not cover 
him for damage to the tractor 

4+. If any members of the household 
are working as employees of the in 
sured the declarations of the policy 
must state that this is true in order 
for him to be covered as an employee 


Lawsuits 


The following situations may re 
sult in a lawsuit for a farmer. He 
would have to call on his farm liabil 
It\ policy for legal protection For 
greater details consult a traine: at 
torneyv in vour state for clarification 
1. .fnimals the highways \ 
farmer who is negligent in keeping 
up good fences or has livestock that 


on 


Sntinued pace 645 
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“Here’s how I picked up $1,731 
in NEW premiums with more to come.” 


by a Pittsburgh insurance agent 


“When I heard that a contractor was about ready to 
renew his firm’s liability insurance, the first thing I did 
was call Bill Nearing, Special Agent for The American. 


“Knowing we were up against tough competition, Bill 
and I wasted no time making a detailed survey of this 
company’s present liability policies. It paid off! Bill 
found some over-lapping coverages. Back at his office 
he had The American underwriter work out a program 
that eliminated all duplication and offered proper cover- 
age at less premium . . . with The American's Compre- 
hensive Liability Policy. 


“Needless to say, the contractor was pleased as 
punch. He not only awarded me the policy totaling 
$1,731 in premiums but also promised me, as soon as 
they expired, his personal Homeowners policy, the 
Money and Securities policy on the business, and the 
total Fire line on the office building and other property 
he owned . . . with premiums in excess of $2,000! 


“Believe me, I'm not letting this extra income go to 
waste. That’s a new outboard motor on my boat. And 
that’s Bill Nearing right next to it. It’s a real pleasure 
to take him for a cruise once in a while. After all, he’s 
worked as hard for it as I have!” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputa- 
tion, multiple line facilities and excellent branch 
office services...offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest American 
branch office. Let us prove to you that The American 
means business... MORE BUSINESS FOR YOU. 


(Gnoup 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH + ALLIED LINES « AUTOMOBILE + BONDS + BURGLARY « FIRE - GENERAL LIABILITY 


GLASS + INLAND & OCEAN MARINE e« 


MULTIPLE FPEREL 


WORKMEN’S COMPENSATION 


Liability Insurance—Continued 


frequently get onto a highway may 
be held liable for any damage they 
cause while on the highway. 

2. If a 
farmer’s dog has bitten some one be- 
fore, the farmer may be held liable if 
the dog bites another party. Signs 
should be posted warning people of 
vicious dogs and bulls. If your ani- 


Farmers dogs and animals. 


mals break out into your neighbor’s 
land held lable. You 
may not if they go through your 


you may be 
neighbors section of a division fence. 
\nimals breaking out which have 
cholera and spread it could result in 
disaster for a farmer. 

3. karm tractors. In many states a 
farmer who operates a tractor on a 
public highway or road comes under 
the financial responsibility act of his 
state. In other words if he gets in an 
accident while on a public roadway 
he must file a report with the state 
showing that he has a liability policy. 
If he doesn't have a policy he may be 
headed for trouble. 
+. Farm employees. An employer 
must give his farm employees a safe 
place to work and not be responsible 
for any accidental injuries to his em- 


ployees. Farm employees are usually 
excluded under the State Workmens 
Compensation Act, therefore if they 
can prove that their employer was 
negligent and this negligence caused 
their injury they can sue for any 
amount they think reasonable. 
Another feature of this is that an 
employer may also be held liable for 
acts of an employee while doing farm 
work for said farm employer. Es- 
pecially if a farmer had authorized 
such act. It doesn’t take much 
searching of the mind to see that Di- 
vision I] coverage is vital, especially 
in these days of high lawsuits. Also 
a farmer likes to feel his employees 
are covered from a moral standpoint. 
Selling this policy is not difficult. 
Every farmer must have it; it’s that 
simple. However the modern farm 
manager is a busy man so don't 
bother him during the day. Make an 
appointment and see him during the 
evening and explain the farm liability 
policy to him at that time. He proba- 
bly has heard of the policy and will 
want to know more about it. In ex- 
plaining the policy follow a routine. 
First—explain all of the situations 
where the policy is needed. Second 
point out the tremendous number of 


lawsuits being carried out in 
this area. Third—explain the policy. 
Fourth—close the meeting and leave 
a pamphlet in case he has further 
questions. When you deliver the pol- 
icy and collect your premiums be 
sure to go over the exclusions. 

This article is not “fool proof.” It 
is meant only to give a general idea 
of the aspects of farm liability. For 
greater details consult the companies 
you represent and on legal elements 
consult an attorney. 


PUBLIC HEARING 


THE KENTUCKY DEPARTMENT of In- 
surance has ruled that in the event 
a filing by a rating organization re- 
sults in increased rates, it is in the 
public interest for the commissioner 
to hold a public hearing on the filing. 
The may, 


commissioner however, 


waive this requirement. In the case 
of a filing which results in lower 
rates, the commissioner has the dis- 
cretion as to whether or not to con- 
duct a hearing. 


Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines 
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Insurance 


New England's earliest settlers learned from the Indians 
how to tap the Sugar Maple. Their technique 
for converting the clear sap into golden Maple Syrup 
remains a ritual of Spring throughout America’s hardwood 
Maple forests. In its dealings with Independent 
Insurance Agents, Peerless Insurance Company, 
too, carefully preserves a tradition of service and 
dependability, providing a portfolio of 
modern multiple-line coverages in the Bond, 
Fire, Accident & Health and Casualty fields. 


A Multiple Line Company Keene, New Hampshire 
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JOSEPH P. GIBSON, JR. 
President 
American Mutual Reinsurance Co. 


ECEMBER 2, 1942 1s a date to 
r. On that date Pro 
fessor Enrico Fermi, of the Univer 
sity of Chicago, produced the first 
controlled chain reaction of atomic 
fission under the stands of 
Field at the University of 
Chicago. From then until August 
1945 the development of atomic fis- 
sion remained a judiciously guarded 
secret and was known only as “The 
Manhattan Project.” Unfortunately, 
the atomic bomb announced to the 
public the arrival of 
atomic fission 


west 
Stagg 


man-made 


Use In Private Activity 


In 1946 the first Atomic Energy 
\ct was passed by the Congress, 
perhaps better known as the Me 
Mahon Act. This law confirmed the 
existing government monopoly of 
atomic energy. However, the next 
eight vears saw rapid development, 
which resulted in the Atomic Energy 
Act of 1954. While Congress con- 
tinued to emphasize the military 
uses of atomic fission, vet the 1954 
law for the first time made a place 
in the non-military field for indepen- 
dent private activity. 
most important 


Perhaps the 
reason for the au 
thorization of independent private 
activity was the realization that the 
United States has a vital interest in 
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speeding the development of atomic 
power. Furthermore, progress in 
reactor development increased con- 
tidence that atomic activities could be 
undertaken safely 

The McMahon Act created the 
\tomic Energy Commission in 1947, 
which was given responsibility and 
control over the development of the 
atomic energy program. In March 


of 1955 the Commission appointed 
an insurance study group of ten lead- 


ing insurance officials to review the 
insurance problems created by ex 
panded industrial participation in the 
atomic field and to make appropriate 
recommendations, including recom- 
mendations for legislation. This 
study group consisted of ten men, 
four of whom represented mutual in- 
surance companies. This group 
made their preliminary report in 
July of 1955. 


Atomic Risk Coverage 


The year 1956 saw the develop 
ment of insurance capacity by the 
fire and 
panies of 


casualty insurance com 
the United States for 
atomic energy risks. The stock in- 
surance companies 
pools. The Nuclear Lia- 
bility Insurance Association was 
formed to write third party liability 
coverage, and the Nuclear Energy 
Property Insurance Association was 
created to write the physical damage 
coverage. The mutuals marshalled 
their capacity through a combined 


created two 


Energy 


reinsurance pool for both types of 
The mutuals were ready 
to do business April 1, 1956. 

\t the present time the combined 
capacity of the stock and mutual fire 
and casualty insurance 
provides $65,000,000 of 


coverage, 


companies 

physical 
damage coverage on an atomic risk 
at any one location 


Type of Coverage 


Determination of the type of cov 
erage to be provided for physical 
damage insurance on an atomic risk 
was the first problem to face the un 
The underwriters im 
mediately appreciated the difficulties 
that might arise in the allocation of 
the cause of any one loss between the 
various perils to be covered. Accord 
ingly, it was decided to draft a com- 


derwriters. 


pletely new physical damage contract 
all-risk 

stated exclusions. 
that 


necessary to 


on an with 


basis certam 
It became obvious 
immediately new procedures 
handle this 


policy, since no existing rating bu 


would be 
reau or bureaus had jurisdiction or 
authority over this type of policy. 
While the new all-risk policy was 
being drafted, steps were taken to 
form a new rating bureau known as 
the Nuclear Insurance Rating Bu 
reau. This in itself was a new land 
mark, since it was the first time that 
stock and mutual fire insurance com 
panies had identical membership in 
the same bureau. The Nuclear In 
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Atomic Risk—Continued 


surance sureau. was or- 
ganized in January of 1957, and is 
located in New York City. The 
physical damage policy is filed by this 
bureau in the various states where 
necessary. Its forms and rates com- 
mittee develops and approves the 
forms and rates for physical damage 
coverage on atomic risks, 


Rating 


Now let’s take a look at this new 
package policy for physical damage 
coverage on an atomic risk. Briefly, 
the insuring clause indemnifies the 
insured against radioactive contam- 
ination and all other risks of direct 
physical loss, except as provided in 
the policy, to the property described 
in the declarations and situated at 
the location specified therein, Loss 
resulting from interruption of busi- 
ness or manufacture is excluded by 
the insuring clause itself. In addition, 
there are 19 stated exclusions besides 
the war risk exclusion clause, 


As an all-risk policy, boiler and 
machinery insurance is included. To 
eliminate maintenance other 
small claims that are usually pre- 
sented under a new and broad form 
of coverage, a deductible is estab- 
lished. On all power reactors and 
fuel processing plants this deduc- 
tible is $5,000 plus 1% of 1% of the 
total amount of insurance, but not to 
exceed $75,000. On all other risks 
the deductible is $2,500 plus '4 of 
1% of the total amount of insurance, 
but not to exceed $25,000. This de- 
ductible applies to each and every 
loss regardless of the peril causing it. 
Coverage under the policy is blanket, 
with a mandatory 90% coinsurance 
clause. The coverage is written for 
one year only. 

Removal of debris and decontami- 
nation are special and important 
features of this policy. Removal of 
radioactive debris can be very expen- 
sive and difficult. In some instances, 
the cost of decontamination can ex- 


Performance 
Counts 


UTILITIES INSURATC COMPANY 


ST. LOUIS 2, MISSOURI 
Automobile Workmen’s Compensation Liability 


315 PINE STREET e 


Years Of 
Quality 
Service 


A primary market for insurers 


Serving companies and their 
reinsurance intermediaries 


The 


REINSURANCE CORPORATION 


of New York 99 vonn Street, New York 38, N.Y. 
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ceed the value of the property in- 
sured. Additional coverage for such 
expenses is available at an additional 
premium, provided there is sufficient 
underwriting capacity available for 
such risk. 

A number of endorsements have 
been approved for attachment to a 
physical damage policy. Some of 
these endorsements permit the re- 
moval of an exclusion in considera- 
tion of the payment of an additional 
premium. For example, the basic 
policy excludes the coverage of land. 
However, an endorsement is avail- 
able under which the value of land 
may be covered and the cost of de- 
contamination thereof. By payment 
of an additional premium, the exclu- 
sion of earthquake may be voided. 
A premium adjustment endorsement 
provides for fluctuations in value. 

Business Interruption insurance 
on power reactors and other hazard 
ous installations is not available. In- 
surance experience with losses on 
these risks is so limited that under- 
writers are unwilling to write busi- 
ness interruption insurance on them. 
However, on less hazardous risks 
business interruption insurance 1s 
available, provided there is a physi 
cal damage policy on the risk cover- 
ing direct loss. 


Non-atomic Risks 

The new package policy provides 
all-risk physical damage coverage on 
the atomic risk only. So what about 
coverage on risks that are not classi- 
fied as atomic? Provision has been 
made for one fast growing group of 
risks; namely, the users of radio 
Research, educational and 
medical institutions are examples. In 
the past hospitals have been using 
radium, but now more and more of 


isotoy CS, 


them are using unusual radioisotopes 
for therapy and diagnosis. Industry 
is using radioisotopes for radiog- 
raphy, product gauging, process con- 
trol wear studies, static elimination 
and petroleum refining. Underwrit- 
ers believe the radioactive contami 
nation of this peril is insurable at a 
small additional charge to the fire 
rate. To accomplish this the Limited 
Form and Broad Form Radioactive 
Contamination Assumption Endorse- 
ments had been approved and _ rec- 
ommended to the regular fire rating 
bureaus for use by attachment to fire 
policies. 
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At the moment, however, the in- 
surance industry has made no pro- 
vision for the general public. For 
example, the owners of dwellings, 
stores, churches, schools and small 
mercantile risks. In fact, fire insur- 
ance policies on such risks now con- 
tain a special endorsement excluding 
the coverage of radioactive contami- 
nation. There is a question in the 
minds of some fire underwriters as 
to whether or not this endorsement 
is effective ona statutory fire policy. 
To eliminate this possible ambiguity, 
a model law has been drafted by an 
all-industry committee and approved 
by the National Association of In- 
surance Commissioners for introduc- 
tion into the 1959 state legislatures 
of those states that now have a statu- 
tory fire policy law. If and when this 
model law is passed, fire insurers 
and catastrophe reinsurers, in par- 
ticular, will rest much easier. 

In the meantime, however, such 
risks are not without some protec- 
tion. In the event of radioactive con- 
tamination from a power reactor or 
any other atomic risk insured under 
a Nuclear Energy Liability Policy 
issued by one of the liability atomic 
pools, the owner of such damaged 
property may bring a claim against 
the party causing the loss. For such 
losses flowing from any one occur- 
rence, there is a maximum of $50, 
000,000 of liability insurance pro 
vided by the insurance pools, plus 
$500,000,000 of public indemnity 
under the Price-Anderson Bill. Pro- 
cedures for large volume claim han 
dling in the event of such occurrence 
are now being set up by the liability 
pools to expedite the payment of 
such losses. 


Simple Procedure 


The procedure to secure a physical 
damage policy on an atomic risk is 
simple. The producer should secure 
from the insured a signed letter of 
authority to his company to make 
application for the insurance desired 
and to request an inspection of the 
risk for rating purposes. The insur- 
ance company sends copies of these 
documents to the Nuclear Insurance 
Rating Bureau. If such insurance 
company is not equipped to make the 
type of inspection desired, then, upon 
request, such inspection will be made 
by inspectors appointed by the physi- 
cal damage pools. In this connection, 
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PIONEERS IN 
MULTIPLE LINE 
UNDERWRITING 


TRINITY UNIVERSAL 
INSURANCE COMPANY. 


Dallas, Texas 


Cheating 


YOURSELF? 


. . . This new booklet is mostly about the 
advantages which accrue to the local agent who is 
determined to sell insurance protection to guard 
existing values. If you are interested in reading about 
this selling attitude please drop us a line. 


Ohio Farmers Companies 


FARMERS INSURANCE COMPANY 
FARMERS INDEMNITY COMPANY 
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THE COMPANIES WHOSE SLOGAN Apond 2 Good Man bo Know’ 


one point should be made clear. In- 
spections cost money. The initiating 


more experience with atomic risks, 
they are the insurance 
thereof with caution and respect. 


handling 
insurance company who sponsors the 
request for inspection is responsible 
for payment of the inspection costs 
in the event that the insurance ap- 
plied for is not placed within a 
reasonable length of time with the 


DENTAL INSURANCE 
THE PENNSYLVANIA Dental Service 
Corporation is seeking a charter to 


atomic pools. In the event the insur- 
ance requested is placed with the 
por Is, then the inspection cost is ab- 
sorbed by the policy premium. 

As time goes on, coverages may be 
broadened and procedures simplified. 


But until the underwriters have 


write dental care insurance on a non- 
profit group basis. Spokesmen for 
the corporation claim they have the 
backing of the state’s organized den- 
tists and that the service they would 
offer would not conflict with that 
provided by Blue Shield. 
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There’s something special 
—— about an A.I.D. 


WE INSTALL 
AUTO GLASS on Auto Glass than that of your A.L.D.— Autoglass Installation Dealer. He’s 


Satisfaction Quaranteed special because he upholds a strict set of “Standards for Customer Service” 


Autoglass 


Searc h as tar as you like, but vou wont tind more satisfying claims service 


designed to give you highest-quality workmanship at all times 
reliable auto glass service Here's what the A.LD. pledges to you and your policyholders: He will 
install the very finest Automotive Satety Glass speedily and efficiently 
guided at all times by a personal obligation to every customer 

For complete satisfaction in obtaining quality Pittsburgh Auto Glass 
he Yellow 


Pages. Or send your claimants to the shop that displays the big green and 


replacement parts, look for the name of your nearest A.L.D. int 
white A.I.D. emblem 


tutomotve Safety Cla wiplies with 


Watch the GARRY MOORE SHOW Tu 


Paints - Glass - Chemicals - Brushes - Plastics - Fiber Glass 


PITTSBURGH PLATE GLASS COMPANY 


In Canada: Canadian Pittsburgh Industries Limited 
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FIRE ___ AUTO ___ INDUSTRIAL 


New Approaches 


JAMES M. CAHILL 


Secretary of the 
National Bureau of Casualty 
Underwriters 


HERE HAS BEEN a growing pub- 
lie demand for a driver 


insurance plan which will produce 


safe 


a substantial ditference in the price 
paid for automobile insurance by 
insureds who are not accident prone 
vs. those who are. Time and time 
again, editorials commenting on au 
tomobile rate increases have stressed 
the desirability of recognizing differ- 
risks 
The subject 


individual 
through such a plan 


ences between 
repeatedly comes up at public hear- 
ings, and in recent years even state 
legislatures dealt with the 
question as to whether such recogni 


have 


tion should be prescribed by law. 
We in the industry know that this 
is an old problem and not a new one. 
Betore dealing with two new ap- 
proaches that were announced this 
month, I shall comment 
previous attempts at a solution, 


briefly on 


Previous Attempts 


and these current 


National 


introduced at 


Between 1929 


developments, the Bureau 
intervals 
four different types of plans, 


companies 
none 
of which operated particularly suc- 
cessfully for reasons that I shall cite 
Under all of those plans, the de 
termination as to whether a private 
passenger car insured was entitled to 
the credit or debit effect under the 
whether 
automo- 


specific plan depended on 
the insured had caused an 
bile liability loss during a compara- 
tively short recent period which 
varied from a minimum of one year 
under one plan to a maximum of 


twenty months under others. Rea- 


sons why these plans have not solved 
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the basic problem include the follow 
ing : 

(1) Inevitably 
ments as to 


there were 
the 


It is human 


argu- 
whether carrier 
should have paid a loss 
to maintain 
that it was the other driver’s fault. 
(2) Delay 


policies, and additional expense in- 


nature for the insured 
Was caused in issuing 


curred, because of the frequent need 
for the interchange of information 
between companies when an insured 
changed carriers. 

(3) For practical reasons the ex- 
perience period had to be kept short, 
and this meant that approximately 
90% of all insureds would qualify 
for whatever credit was allowed un- 
der the plan. The simple arithmetic 
involved is that if a full credit effect 
of 10% were to be allowed to 90% 
of the risks, it would be necessary 
to balance this through a surcharge 


of 90° on the remaining 10% of 
1 


the risks which had caused one or 
more automobile liability losses. A 
surcharge of such magnitude 
was deemed impracticable because 
individual risks had had a 
good record over a period of years 

unquestionably 


any 
which 


would object v10- 
lently to being surcharged so much 
as 90% for a period of a 
they had unfortunately 


been involved in an automobile acci- 


year or 
two after 
dent of minor degree. In practice, 
the surcharges imposed on the risks 
that had produced losses averaged 
nearer to 10% Thus, 
regardless of the mechanics of the 
individual plans, there was available 
to the good risks 
(which comprised 90° of the total 
a net saving of only ap- 
proximately 1° of the that 


would have applied if there were no 


than 90% 


for distribution 
number 


rate 


rating plan 
This is the result mathe- 


matically and actuarially under the 


sound 


types of plans that have been utilized 
in the past. It is almost like a shell 
game, however, with much transfer 
ring of dollars in the premium calcu 
lations but little tangible benetit to 
good risks. 


Primarily Psychological 

Under the “Preferred Risk Rating 
Plan” presently still in use by com 
pamies writing automobile liability 
insurance in New York, North 
Carolina, and Puerto Rico, the fact 
is that 95°) of the private passenger 
risks in New York and 
North Carolina qualify for the low 


in 


est rate. Since only a tiny propor 
of all 
prescribed debits of 10° or 


the 
20% 


tion risks is subject to 
because of having produced automo 
bile lability losses during the ex 

perience period of eighteen months 
ending six months prior to the effec 

tive date of the policy, the additional 
premiums collected through the me 
dium of the low surcharges result in 
fraction of 
1% when spread over the other 95 


a rate saving of only a 
plus percent of the risk which qualify 
for the lowest rate. These plans are 
primarily psychological in value in 
that they do recognize the 
driver” by 


“careful 
putting him in a rate 
than that of a “driver” 
who has recently had an 
There be very little actual 
rather than relative-financial saving 
to the 


class lower 
accident. 
can 
“careful” driver, however 
Despite their unsatisfactory re- 
sults with previous merit rating 
plans, the National Bureau compa 
nies have kept as a continuing item 
for attention the development of a 
sound and workable individual car 
rating plan which would properly 
distinguish the good from the poor 
risks and encourage drivers, for fi- 


ntinued on the next 
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nancial reasons, to be extra careful 
to obey the laws and thus be safer 
drivers. The National Bureau of 
Casualty Underwriters in conjunc- 
tion with the National Automobile 
Underwriters Association have now 
developed a new “Safe Driver In- 
surance Plan’ which became effec- 
May 1. It is 
believed that this new Plan is sound 
and practicable and avoids the fun- 
damental weaknesses that caused the 


tive in California 


lack of success of previous plans. It 
will be desirable to experiment with 
it in California for a period of time 
to find out whether it has any other 
weaknesses or defects that should 
be remedied before it is extended to 
other states. As a matter of fact, 
several substantive changes have 
been made since the Plan was first 
announced. These are all designed 
to perfect the Plan. 

This Plan differs from other plans 
in that it operates strictly on the 
basis of the motor vehicle operating 


completely air conditioned. 


finest office buildings. 


attention 


THE INSURANCE EXCHANGE 
is in step with the times 


It is the constant aim of the owners and the management of the 
Insurance Exchange to keep the facilities and service of Chicago's 
largest office building thoroughly modern and up-to-date. 

For example, consider elevators. Several banks of Electro-matic 
elevators of the latest design have just been installed in the 
Insurance Exchange. And in line with the trend toward air condi- 
tioning, five floors of the Insurance Exchange South have been 


These improvements are merely steps in a long range modern- 
ization program. Plans are being made that will still further en- 
hance the prestige of the Insurance Exchange as one of the nation’s 


Your space inquiries are invited and will receive our prompt 


INSURANCE EXCHANGE BUILDING 


Chicago's Largest Office Building 


America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 


Management Agent 
175 WEST JACKSON BOULEVARD, CHICAGO 4 
Telephone WAbash 2-0756 
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records of the insured and the other 
operators of the car who are resident 
in his household. It does not depend 
solely on whether automobile losses 
have been caused an insurance com- 
pany. In essence, it is based on 
whether the insured and the other 
operators of the car who are resident 
in his household have been involved 
in (1) automobile accidents produc- 
ing bodily injury or death, or dam- 
age to property, including his own, 
in excess of $50, and (2) moving 
traffic violations. 

This Plan is based upon the theory 
that past involvement in accidents 
and convictions of moving traffic vio 
lations provide an index of the 
chance of involvement in an automo 
bile accident in the future. There- 
this Plan, differing from 
previous plans, requires the use of 


fore 


operators’ conviction records as well 
as their accident records as an ele 
ment of rating. 


A Definite Relationship 


This theory is supported by the 
facts developed in a 1958 Driver 
Record Study conducted by the 
California Department of Motor 
Vehicles in which a sample of nearly 
100,000 operators’ records was ana- 
ly zed. This study indicates that, over 
a three year period, only 54% of 
California drivers have a record free 
of convictions for moving traffic vi- 
olations and free of accidents. The 
California law requires the reporting 
of all accidents producing bodily in- 
jury or death and also when the 
damage to property is in excess of 
$100. 

This study shows that, as the re- 
port states, “a definite relationship 
exists between the number of ab- 
stracts (records of convictions) in 
the driver’s record and the number 
of accidents he is likely to have.” In 
the section of the study dealing with 
this relationship, the accident rec- 
ords of drivers who had had no con- 
victions during the three year period 
were compared with those who had 
had one conviction, two convictions, 
three convictions, etc. during the 
period. For the group with no convic- 
tions, there were nine accidents per 
100 drivers. For the group with one 
conviction, there were nineteen ac- 
cidents per 100 drivers, or over 
twice as many. For those with two 
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convictions, there were 27 accidents 
per 100 drivers, or three times as 
many as for those free of convictions. 
Those with three convictions had 
an accident rate of thirty-five; those 
with four rate of 
forty-three; and the group with five 
or more convictions had _ fifty-five 
accidents per 100 drivers. These 
rates are about four, five and six 


convictions, a 


times the rate for the conviction-free 
group. And finally, looking at the 
group with nine or more convictions 
during the three year period, the ac- 
cident rate was sixty-six per 100, 
or nearly 7 times that of those 
who faithfully observed the motor 
vehicle laws. 

While this study is based upon 
the records of motorists in Califor- 
nia and the percentage of drivers 
with clear records may vary some- 
what from state to state, the conclu- 
sion that a relationship 
exists between the number of con 


definite 


victions and the number of accidents 
a driver is likely to have shoula be 
valid in all sections of the country. 
Studies made over a_ period of 
vears by the Commissioner of Motor 
Vehicles of the Province of Mani 
toba also demonstrate conclusively 
that there is a direct relationship 
between the motor vehicle driving 
record and accident proneness. 


Details of the Plan 


Now as to some details of 
Safe Driver Insurance Plan: 
1. To Whom Does the Plan Apply? 
The Plan applies in the rating of all 
private passenger automobiles that 
are eligible for coverage under the 
Family Automobile Policy plus as 
signed risks which would otherwise 
be eligible for Family Automobile 
Coverage. 
2. To What Coverages Does the 
Plan Apply? 
To automobile bodily injury and 
property damage liability, medical 
payments, and collision. 
3. Driving Record Points 
a. One point is assigned for each 
moving traffic violation for which the 
applicant or any operator of the ve- 
hicle resident in the same household 
has result of 
operating any private passenger type 


the 


been convicted as a 
automobile. 

b. One point is assigned for any 
automobile accident involving the 
applicant or any operator of the ve- 
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* « potential for 


"trading-up'. 


William c, Huber, Dallas 


simplicity remarkable" 


ne Policy 
Piter si 
owe Ar 


R. M. Gacki, Chicago 


"$6,350 policy sold through K. I. P." 


Perrin H. Purvis, Tupelo, Miss. 


THIS IS WHAT AGENTS ARE SAYING ABOUT 


K. I. P. is the Kemper Insurance Plan for budgeting premiums — avail- 
able to both commercial risks and individuals. The plan is designed 
especially with the agent in mind. It is easy to understand and use 
Plans even can be set up over the phone. And almost no office detail 


is required! 


Here's what K. I. P. can do for you: 
1. Help you obtain new accounts. 
2. Help you hold old business. 
3. Make it easier to ‘‘trade-up”’ present policies. 


Remember, your clients are accustomed to monthly pay plans. 


They 


will appreciate the opportunity to pay premiums this way. Be sure you're 
the one to offer such a plan to them. 

The Kemper Insurance Plan is only one of the many advantages of 
representing a Kemper company. For information, write: Agency Pro- 
duction Department, Home Office, Chicago 40. 


K. 1. P. is not available in Ohio 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FEDERAL MUTUAL INSURANCE COMPANY 
divisions of KEMPER insurance 
Chicago 40 


hicle resident in the same household 
while operating any private passen- 
ger automobile, resulting in 
damage to any property, including 
his own, in excess of $50, or in 
bodily injury or death. 

Exception—The point assigned for 
an accident shall be waived if the 
applicant furnishes motor vehicle 
records proving that (a) the opera- 
tor of the other automobile involved 
in such accident 


type 


was convicted of 
a moving traffic violation in connec- 


tion with the accident and (b) he, 
or other operator the 
same household, was not convicted 
of a moving traffic violation in con- 
nection with the accident 

Notes: 

(1) Only one point shall be assigned 
for an accident which also results in 


resident in 


a conviction. 

(2) A private passenger type auto- 
mobile is (1) a four wheel automo- 
bile of the private passenger, station 


(Continued on the next page) 
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wagon or jeep type or (ii) an 
automobile of the truck type with a 
load capacity of 1,500 pounds or less 
not used for business or commercial 
purposes other than farming. 

(3) Under the provisions of the 
California Vehicle Code, a plea of 
guilty or forfeiture of bail is the 
equivalent of a conviction. 

4. Experience Period 


The experience period is the three 


INSURANCE 


TO FIT THE NEED 


Not knowing about 


STOREKEEPER’S 
LIABILITY 


can put your client 


out of business 


/ From a purely selfish point of 
view you cannot afford to let 
your clients take unnecessary 
chances. When they fail, or their 
financial position is impaired, 
vou lose a customer andthe 
whole community is deprived of 
a useful business 


/ The insurance you provide has 


to do more than cover the ob- 


vious hazards. “Shelby” agents 
are finding that letting their 
clients know about the broad 


protection afforded by the Store- 
keeper's Liabilits policy gives 
them a simple approach to many 
of their clients’ problems, 


INSURANCE COMPANY 
of SHELBY, OHIO 


NON-ASSESSABLE 
FIRE & CASUALTY 


years ending on the date of applica- 
tion. 

5. Driving Record Sub-Classifica- 
tions 

The number of “Driving Record 
Points” accumulated during the ex- 
perience period determines the sub- 


classification to be applied in 
accordance with the following table: 

Number 

of Driving Driving Record 
Record Points Sub-Classification 

0 0 

2 2 

3 3 

4 

5 or more 5 


6. How are Rates Determined Un- 
der the Plan? 

Tables of Master Driving Record 
Rates have been printed which sim- 
plify the determination of the appro- 
priate modified rates under the Plan. 
The table is entered using the man- 
ual rates for the classification, terri- 
tory and The modified 
rates reflect the following relation- 


coverage. 


ships to the present manual rates : 
Driving Record 


Sub-Classification  Ditferential 


0 80 
1.00 
1.25 
3 1.50 
4 1.75 
5 2.00 


If the applicant and all operators of 
the vehicle resident in the same 
household have not been licensed for 
three vears, the modified rate shall 
not be less than the basic or manual 
rate. 

actors for increased limits, and the 
manual discount for two or more au- 
tomobiles for driver 
credit are then applied. 

Two or More 
When two or 
which the Insurance 
Plan is applicable are insured in the 


or training 
Automobiles 

more automobiles to 
Safe Driver 
same policy, the points are assigned 
to the automobile with the highest 
manual rate. The other automobiles 
are assigned to Class O under the 
Plan, 

8. Flow are the Con- 


Records of Operators to Pe 


Accident and 


Obtained 

\n application signed by the in 
sured will be required on new and 
renewal policies during the first vear 
at least. Because of the nature of 


the information utilized in the rating 
plan, it will be practicable to make 
a check through the California De- 
partment of Motor Vehicles rather 
than to have an exchange of infor- 
mation between companies. 

9. Penalty for Misinformation 

A penalty equal to the premium that 
should have been paid is imposed in 
addition to the correct premium if 
a material and wilful misstatement 
of fact is made by the applicant in 
furnishing the information required 
on the application form. 

10. What About Determining Fault? 
The Plan provides that all drivers 
in an accident will be assigned rate 
points, regardless of 
fault. 
it is not clear who was at fault. 


who was at 
In most automobile accidents 
To 
try to determine this always contro- 
versial matter in order to avoid as 
signing points in the relatively few 
cases where a driver is completely 
free from fault would require ex- 
pensive and time consuming investi 
gation, This would add appreciably 
to the cost of administering the Plan 
and thus reduce the benefits that can 
be made available to the drivers with 
clear records. In addition, no matter 
what method of determining fault 
might be adopted, it would not sat- 
isfy everyone. 
However, an exception will be made 
and a point not assigned for an 
accident if the applicant furnishes 
motor vehicle records proving that 
the operator of the other automobile 
involved in the accident con- 
victed of a moving trattic violation 
in connection with 


was 


the accident, and 
also that the operator from the ap 
plicant’s household not 
victed of a moving traffic violation 
in connection with the accident. 

ll. Statistics 

Premiums and losses will be coded 
to give a six-way split of the expert 
ence by Driving Record Sub-Classi 
fication etfective May 1, 1959. This 
detailed experience will be invalua 


con 


ble in analyzing the operation of the 
lan and in studying distributions 
by sub-classification to measure any 


ott-balance and its cause 


Substantial Credit 


he substantial rate credit of 20% 
allowed under this Plan be 
ause it is expected that only 


h 
li 


can be 
about 
lf of the risks will qualify for it. 
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\nother quarter of the risks will be! 
in the “one point” category and will 
therefore be subject to neither cred- 
its nor debits in terms of present 
rating procedures. But the remain- 
ing quarter of the risks will be sub- 
ject to debits of 25° to 100%, which 
will produce enough additional pre 
mium dollars to balance out the 
effect of the 20% credit allowed the 
truly careful drivers. There is a 
penalty effect under the Plan on only 
a quarter ot the risks. There is a 
substantial punitive effect only 
where there are three or more acci 
dents or violations. For three points, 
the surcharge imposed is 50% ; for 
four it is 75% ; and for five or more 
it is Perhaps one accident 
or violation is understandable and 
for this there is no penalty etfect 
as compared with present proce 
dures, but when a risk is involved 
in more than that in three vears of 
driving this Plan measures and rates 
the likelihood of accidents, and 
therefore of losses, on the part of 
that insured 


New and Novel Features 


Question arises as to why this| 
Plan was initially introduced only 
in California. One state had to be 
selected in which to experiment on 
tasks: tds Your program is incomplete 
volves a number of new and novel e ° ° 
(ie. use of raliie vicktions, without American Credit Insurance 
signed applications, substantial debit 
as well as credit rating, points 


When shipment is made—title passes to the purchaser. In 
‘without fault,” ete.) it 1s sound 


place of the product there is now an account receivable. 
It is sound to insure while your client owns the product... . 
equally sound to insure when Ais customer owns the product, 
and owes Aim for it. Because your clients look to you for all- 
around protection, tell them about American Credit Insurance. 


business practice to try it out in one 
state to see if there are any aspects 
that need to be changed. Further, 
this is such a new operation that it 
would impose a terrific burden on 
the companies to try to introduce it 
in a large numbe r of states simul- SEND FOR FILE FOLDER prepared 
biemassianhe That might lead to a especially for insurance agents and 
breakdown in the orderly handling brokers. Write AMERICAN Crepit 
of business and consequently create INDEMNITY Company of New York, 
a demand that the Plan be rescinded 300 St. Paul Place, Department 31, 
trial Baltimore 2, Maryland. 

California was chosen as the state 
to experiment chiefly for 


Complete your clients’ program of protection 
owing reasons 


nm whi 
the fol 


( 
} 
| 


(1) automobile insurance rates in 


with 
Calitornia are deemed to be ade American 


quate, and adequate rates are essen e 
tial to be able to give the “sate Credit Insurance 
driver” a substantial discount. The 
rates in California have been revised 
vail ANY ACCOUNT...NO MATTER HOW GOOD.../S BETTER WITH ACI 
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annually in accordance with the ac- 
cident and claims record of motorists 
in that state; the rates were last 
revised January 7, 1959. 

(2) the completeness of the Motor 
Vehicle Department's official records 
of accidents and convictions and 
their ready availability at nominal 
charge (25 cents for a driver's rec- 
ord). The ready availability of com- 
plete official records of this kind is 
essential to the practical operation 
of the Plan. 

(3) in California the Plan could be 
introduced without prior approval 
of any state supervisory authority 
and, if it becomes necessary to mod- 
ify it in the light of experience, mod- 
ifications can be made readily and 
without delay. 

(4) there are more private passen- 
ger automobiles in California than 


in any other state, with a repre- 
sentative cross section of all types 
of communities, so that it will be 
possible to obtain a credible volume 
of experience for evaluation of the 
Plan in a minimum time. 

These conditions constituted an 
ideal situation for introducing the 
Safe Driver Insurance Plan on an 
experimental basis. 

If, after a suitable trial period and 
any necessary or desirable amend 
ments, it appears that the Plan is 
fully workable, its introduction in 
other states will of course be given 
proper consideration. In the mean 
time, it is hoped that states will re- 
view the quality and availability of 
their motor vehicle records at a rea- 
sonable fee to be suitable for use in 
applying checks on the information 
used in a Plan of this type. This 
Plan should encourage observance 
of the law and a reduction in acct- 


We maintain 
trading markets in 


selected issues of 


New Yorxk Boston 


PHILADELPHIA 


Over-the-Counter 
Securities 


FIRST BOSTON 
CORPORATION 


San FRANCISCO 


Bank and Insurance 
Company Stocks 


Public Utility 
Securities 

Industrial Securities 
Railroad Securities 
Canadian Securities 
External Dollar 
Securities 


PITTSBURGH CHICAGO 


CLEVELAND 


dents, and therefore should have all 
the assistance that the state motor 
vehicle authorities can give. 


Texas 


The other new approach to solv- 
ing the same old problem is being 
taken in Texas. The Texas Legisla- 
ture has made it explicitly clear that 
they hope and expect that a merit 
rating plan will be introduced in 
lexas effective August 1, 1959. A 
hearing was held in Texas on April 
9, 1959, at which there was extensive 
discussion of material prepared by 
the Texas Board of Insurance with 
respect to a plan patterned in large 
measure after the Canadian merit 
rating plan for individual automobile 
risks. That plan would involve a 
variation in rate depending upon 
whether the insured had caused au- 
tomobile losses during an experience 
period of three years immediately 
prior to the effective date of the pol 
Icy. It would apply to automobile 
lability and collision separately in 
that a loss under one coverage would 
not affect the rating of the other 
The use of claim experience of that 
type for rate determination purposes 
would involve the same problems 
that militated against for 
many of the merit rating plans uti- 
lized in other states at one time or 
another during the past thirty years. 
The burden involved in the inter- 
change of experience data between 
companies for the millions of private 
passenger car risks in Texas would 
seem to be a serious handicap. After 
all, the applicant may not know 
whether he actually caused an auto- 
mobile liability loss even though he 
knows that he was involved in an 
automobile He will not 
always know whether his company 
payment or 


loss reserve. 


success 


accident. 


made a established a 


Small Credit 


Further, since in Texas the State 
Board of Insurance establishes a 
uniform rate structure to be used 
by all companies it 1s imperative that 
the plan be on a balanced basis. In 
view of the fact that some 85°. of 
the total number of risks can be ex- 
pected to qualify for the preferred 
‘rates reflecting a three-vear experi 
ence period without liability losses, 
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The speedy and efficient 
manner in which the fire 
in our plant was detected 
and extinguished left 
nothing to be desired. 


ARTISAN METAL WORKS COMPANY 


Cleveland, Ohio 


.... protects its property 


—gets better 


FIRE and BURGLARY protection 


eaves *2,500 a year 


Mr. Ford’s statement reproduced above refers 
to a fire which started on a workbench at 5:46 
p-m. on January 22. Instantly detected and 
reported to the fire department by ADT Aero 
Automatic Fire Alarm Service, the blaze was 
promptly extinguished by Cleveland fire 
fighters. 

One of the country’s leading sheet-metal fab- 
ricators, Artisan Metal Works Company must 
maintain steady production to supply its cus- 
tomers with specially built cabinets for elec- 
tronic and mechanical equipment. And to guard 
against interruption by fire and other hazardous 
conditions, the company’s 60,000 square feet 
of factory space is protected automatically 
by ADT. 

Aero Automatic Fire Alarm Service stands 
constant guard to warn of fize and summon fire- 


fighting forces. ADT Burglar Alarm Service 
detects unauthorized entry and automatically 
summons police. ADT Heating Supervisory 
Service automatically detects and reports dan- 
gerous variations in temperature. In all cases, 
ADT provides regular inspections, tests and 
complete maintenance of its equipment. 

Company officials report that this superior 
protection saves $2,500 a year over the cost of 
hourly patrols. 


May we show you what ADT can do for you? 


An ADT specialist will! show you how the 
right combination of automatic services can 
save you money and give better protection fot 
property, profits and employees’ jobs. Call our 
local sales office if we are listed in your phone 
book, or write to our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


Executive Office: 155 Sixth Avenue * New York 13, N. Y. 


A NATIONWIDE ORGANIZATION 
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CRASH-SAFE CAR 


\ UNIQUE EXPERIMENTAL automo- 
bile designed to protect driver and 
passengers from crash injuries was 
presented to the Smithsonian Insti- 
tution by S. Bruce Black, chairman 
of the board of Liberty Mutual In- 
surance Company, the Boston insur- 
ance company which sponsored the 
and the 
car in cooperation with the Cornell 


research development of 
\eronautical Laboratory. The vehi- 
cle, known as the Cornell-Liberty 
Survival Car, was accepted on behalt 
Dr. Leonard 
Carmichael, Secretary of the Institu- 
tion 


of the Smithsonian by 


Also present at the brief cere- 
mony were John J. O'Neil, executive 
assistant to the president of Cornell 
\eronautical Laboratory; Frank J. 
Crandell, the chief engineer of Lib- 
erty Mutual who initiated the proj- 
ect; and Edward R 
head of Cornell Aeronautical Labo- 
ratory’s Safety Design Research De- 


Dye, who was 


partment and supervising engineer 
The car will be 
displayed at the Arts and Industry 
Building, 


on the car project 


\t_a luncheon following the pre 


sentation, Mr. Black that 
Liberty Mutual had embarked on 
the project of the Survival Car in 
order to apply the company’s long 
experience in industrial loss control 
techniques to the design of a crash 
safe automobile. He noted that such 
techniques had cut machine accident 
injuries to a small fraction of their 
former frequencies. He pointed out 
that his company, as a large writer 
of automobile insurance, had been 
increasingly alarmed by the growing 
severity of automobile accident in- 
juries. He stressed the fact that 
automobile accidents had reached the 
death dealing proportions of an epi- 
demic, the only epidemic which oc- 
curs each year. 

Mr. Black noted that the car rep- 
resented a breakthrough in conven- 
tional thinking on the over-all 
problem of auto accidents. He 
pointed out that the car was de- 
signed on the principle of injury 
prevention, rather than accident 
prevention——Not as an alternative to 
accident prevention, but rather as 
a means to ameliorating injuries 
from accidents which have not been 
prevented, 
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"Sooner or later, we knew he'd catch up.’ By Lynn Brudon, from the Orlando Sentinel 


Star, Orlando, Fla. 
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POSTER PRIZE 


Mrs. LYDIA FRUHAUF, an art stu- 
dent from Geneva, Switzerland, was 
awarded first prize in the 1959 Fire 
Prevention Week poster competition 
of the National Board of Fire Un- 
derwriters, 

The competition, the second to be 
sponsored by the National Board, 
was conducted by the Art Students 
League, of 215 West Fifty-seventh 
Street, among students in the classes 
of Frank Reilly. 

The first prize—$300—-was pre- 
sented to Mrs. Fruhauf on May 6 
the League by 
Lewis A. Vincent, general manager 
of the National Board of Fire Un- 
derwriters. 

Winner of second prize, $200, was 
Louis De Denato, of 5854-4]st 
Woodside, Island. 
Third prize of $100 was awarded to 
Roger Kastel, of 113 Washington 
Place, New York City. 


at ceremonies at 


Drive, 


Mrs. Fruhauf’s winning poster 
portrays an earnest faced, hel- 
meted fireman with a warning 
finger upraised, and bears the 
words, “Stop Fires—Save Lives.” 


The poster will be reproduced and 


displayed at 1,500,000 locations 
across the country during Fire Pre- 


vention Week, October 4-10, 1959. 
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every month 


ideas 


These estimated losses, from the 
National Board of Fire Under- 
writers, include an allowance for un- 


insured and unreported losses. pay off _ 


$79,045,000 $85,633,000 

69,710,000 90,048,000 
July 77,814,000 80,782,000 in 
August ... 78,364,000 75,491,000 
September . 72,264,000 73,303,000 
October ... 77,753,000 73,393,000 
November . 75,321,000 71,539,000 
December . 91,519,000 100,523,000 


1958 1959 | 
February .. 103,853,000 98,120,000 
March .... 99,610,000 
April 99.061,000 90,689,000 


Totals .. $1,027,344,000 $1,052,114,000 
FOR YOUR CLIENTS . . a subscription to SAFETY MAINTE- 
1949 $651,534,000 ——-1954 $870,984,000 NANCE is a monthly reminder of your 
1950 648,909,000 1955 885,218,000 
1951 730.084.000 1956 989,200,000 constant interest ... a source of 
1952 815,134,000 1957 1,023,190,000 tested safety methods and procedures 
1953 864,863,000 1958 1,056,266,000 
which will speed production and cut 
costs. 
motor vehicle 
d th FOR YOURSELF . . . SM is a channel of proven aids to loss 
eatns 
prevention . . . a means of establish- 
2 RR0 ing sound safety programs in plants 
February .. 2,508 2.360 2.410 where you have a stake. Your own 
Mare 2,34. 2,/° 
imprint and safety message can reach 
your clients each month. 


Three Months 8.233 7,690 8,080 
April ; 2,933 2,580 

May .. 3,065 3,010 

unk 3,302 3,000 Write for special discount rates. 
July 3.308 3.210 
\ugust 3,635 3,450 
September 3,365 3,330 
62 3'490 Single subscription: 
December . 3,775 3,660 $4.00 @ year 


$6.00 for two years 
[Twelve Months .. 38 37,000 y 

Estimates provided by the National 
Safety Council. 


SAFETY MAINTENANCE 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 
another publication of 


accidental 
deaths 


Two Months 
1959 1958 Change 
ALL. TYPES 14,200 14,100 
Motor Vehicle . §.290 5.130 
Other Public .. 2,000. 1,900 5 FULTON STREET, NEW YORK 
Work 2100 2.200 
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the net credit effect that can be re- 
flected in these rates must be com- 
paratively small because of the 
inability to balance a large net credit 
effect through the surcharges that it 
is practicable to collect on the re- 
maining risks. The latter group 
would be subject to higher rates 
either because of having produced 
automobile losses during the experi- 
ence period or because they were not 
licensed for the full three-year per- 
iod. 

In our opinion it would be prefera- 
ble for Texas to embark upon the 
use of a plan patterned more after 
the characteristics of our Safe 
Driver Insurance Plan. This would 
give greater recognition to the ele- 
ments that point to whether a risk 1s 
accident prone or potentially likely 
l‘urthermore, 
the burden of interchange of experi- 
ence between companies would be 


to produce accidents 


obviated. There is the serious prob- 
lem, however, that the Texas Motor 
Vehicle Department is probably not 
presently geared to supply pertinent 
information upon request as to the 
record of individual operators with 
respect to involvement in accidents 
or moving traffic violations. Tlus- 
trative of this is the fact that the 
charge for a Texas abstract has been 
$5. Even if abstracts could be ob- 
tained promptly, any such cost would 
be unduly burdensome to the carri- 
ers and the public in trying to apply 
a merit rating plan 


Conclusion 


In conclusion, the Safe Driver In- 
surance Plan is designed to produce 
more competitive rates for the better 
classes of risks so that our companies 
will not be faced with an ever wors- 
Al- 
though the rates for the risks with 
reflect a 20% 
saving, this is not a cut-rate propo- 
sition. It is anticipated that the plan 
will operate on a balanced basis be- 
cause enough additional dollars will 
be collected through the substantial 
surcharges on risks with bad motor 
vehicle records to about offset in 
the aggregate the rate credits al- 
lowed to the risks with good records. 
Not only will this treat individual 
risks in a more equitable manner, 


ening cross-section of business. 


a clean record will 


80 


but it should tend to strengthen the 
market for all categories of risks. 
The carriers have always been will- 
ing to write the good risks; they 
will want to write those entitled to 
the 20% credit but they should also 
be more willing than heretofore to 
write the remaining risks for the 
reason that they will now get a rate 
more commensurate with the known 
hazard of the risk. 

But best of all, this Plan should 
encourage more careful driving to 
the benefit of all people on the high- 
ways. 


MERIT RATING 


A NEW AUTOMOBILE merit rating 
plan filed by the National Casualty 
Company, Detroit, has been ap- 
proved in Florida effective June 1. 
It is being administered through 
Southeastern General Agency, Inc., 
Coral Gables. Under the plan, which 
has been field tested for over three 
years in Ohio and Michigan, each 
vehicle is assigned an “average 
driver’s premium,” called the base 
rate, which is approximately the 
same as the manual rate. A sav- 
ing of up to 30% from the average 
premium is allowed drivers who 
have at least three to four years ex- 
perience and an accident and arrest- 
free record. Conversely, vehicles 
operated by drivers who are inex- 
perienced, lack essential skills, have 
had accidents or arrests, or have bad 
driving habits, may be rated above 
the base rate. The renewal premium 
after the first insurance year de- 
pends upon whether or not a claim is 
incurred under the insurance policy 
on the vehicle. If no claim is in 
curred, the policyholder is rewarded 
by a lower premium each year until 
he reaches a saving of 30% from the 
average driver premium. 

The Safe Driver Insurance Plan 
introduced May 1 in California by 
the National Bureau of Casualty 
Underwriters and the National Au- 
tomobile Underwriters Association 
has been modified somewhat in re- 
sponse to the criticism over the rule 
which charged an accident against 
an owner regardless of fault. The 


new rule provides that if one car 
is standing still at the time of an ac- 
cident, and if the other driver is 
convicted of a moving violation, the 


car standing still will not be charged 
with an accident. 

The Western Pioneer Insurance 
Company, Oakland, which writes 
only in California has introduced its 
own merit rating plan in that state. 
Under its plan discounts of 10%, 
15% or 20% are allowed for one, 
two or three years of loss free driv- 
ing. Higher than manual rates are 
charged for drivers with poor rec- 
ords but after one year of loss free 
driving they return to standard 
rates. Two traffic violations are the 
equivalent of one accident. 

Public interest in automobile 
merit rating plans, sparked by the 
California Safe Driver Insurance 
Plan, continues _ strong. The 
srooklyn Insurance Brokers Asso- 
ciation has expressed hope the plan 
will be introduced in New York as 
soon as possible and a Philadelphia 
city solicitor has urged the use of 
such a plan in Pennsylvania. Mean- 
while the Pacific Indemnity Com- 
pany has announced a modification 
of the California plan designed to 
eliminate the charge for an accident 
for which the insured was not re- 
sponsible. 


CONSULTING FIRM 


Peet, Chartered Property 
Underwriter, has entered private 
practice as Minnesota's first inde- 
pendent insurable risk consultant. 
A nationally recognized authority in 
his field, Mr. Peet will offer inde- 
pendent audits, counsel, and aid to 
management on insurable risk prob- 
lems. The William Peet Co. will 
offer these services on a_profes- 
sional-consulting basis and has no 
relationship with any seller of in- 
surance. 

Mr. Peet’s business career of some 
twenty years has been devoted en- 
tirely to property and casualty in- 
surance. For the past six years he 
was with the Minnesota offices of 
Marsh & McLennan as manager of 
the risk analysis department and di- 
rector of research. Peet is a member 
and past President of the Minnesota 
Chapter, Society of Chartered Prop- 
erty Casualty Underwriters, and is 
an instructor in insurance law at the 
University of Minnesota’s General 
Extension Division. 

The firm’s offices are at 218 South 
Tenth Street, Minneapolis. 
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The answer, of course, is TIME. 
Why? Because the reader of TIME is 
a reader in two positions to buy. 


The insurance needs of TIME’s read- 
ers range from fire insurance to lia- 
bility coverage for hundreds of em- 
ployees. TIME readers make deci- 
sions that can direct millions of 
dollars worth of business your way. 


And their interest in your field 
doesn’t stop with business insur- 
ance. Chances are they also need, 
and are constantly buying, coverage 
for their automobiles, household 
furnishings, boats, furs, jewelry — 
for the many, many possessions 
they and their families own. 


These are two important reasons 
why TIME readers are your ideal 
prospects—men who understand the 
value of insurance. Men who will be 
buying more and more and more in- 
surance, as their incomes and re- 
sponsibilities and influence go up 
...andup...and up. 
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The way the editors of TIME tell the complicated story of the news 
each week has attracted 2,350,000 families who are extraordinary 
prospects for insurance advertising. 


These leading fire and casualty insurance companies 
advertise in TIME regularly to gain the attention and good 


will of the country’s best prospects— 


AETNA CASUALTY & SURETY COMPANY ®& AMERICA FORE INSURANCE GROUP 

MERICAN HARDWARE MUTUAL INSURANCE COMPANY ®& CONTINENTAL ASSURANCE COMPANY 
EMPLOYERS MUTUAL LIABILITY INSURANCE COMPANY OF WAUSAU 

GENERAL INSURANCE COMPANY OF AMERICA & HARDWARE MUTUALS OF STEVENS POINT 
LIBERTY MUTUAL INSURANCE COMPANY ® TRAVELERS INSURANCE COMPANY 

UNITED STATES FIDELITY & GUARANTY CO. 


ADVERTISING OFFICES: NEW YORK ® BOSTON ® CHICAGO ®& CLEVELAND ®&® DETROIT 
LOS ANGELES ® MINNEAPOLIS-ST. PAUL ® PHILADELPHIA ® PITTSBURGH ® ST.LOUIS 
SAN FRANCISCO ® DUSSELDORF ® LONDON & MEXICO CITY ® MONTREAL ® OSAKA 

PARIS ® RIO DE JANEIRO ®& TOKYO .® TORONTO ® ZURICH 
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Insurance Management Today 


ROBERT H. BRANDOW 
Stone & Webster Service Corporation 


rHE YEARS previous to World 
Il insurance management 
enjoy a universally high 

\s a matter of fact, only 
the very largest corporations digni- 
fed their protection, insurance and 
welfare plan activities by establish- 
ing them as a separate department. 
The medium sized and smaller cor- 
porations generally assigned the re- 
sponsibility. for insurance to an 
officer and he did whatever he con- 
sidered necessary had 
time Premiums were con- 
sidered to be an arm of public rela- 
tions, such 
required by 


did not 
standing. 


whenever he 
to do it. 


insurance as Was 
mortgages or by 


Was purchased. 


law 
Seldom was anv at- 
tempt made to develop special forms 
or policies; retrospective rating was 
in its infaney and the law of supply 
and demand was the law that regu- 
lated costs and forms 


In Keeping With the Times 
All this was, 


with the 
were 
hadn't 
large 


I] believe, in keeping 


times. values 


public 


Property 
stable; the 
educated to demand 
sums for their injuries and 
group insurance was usually limited 
to a few thousand dollars, with per- 
haps fifteen or twenty dollars a week 
being 


relatively 
been 


provided for disabilities 
sulting from sickness or accident. 


There were, 


re- 


however, some signs 
some of the largest 
corporations did have fully statfed 
insurance departments headed by 


specialists in the field 


of change and 


Those com- 
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panies had, in some cases, developed 
special forms of coverage, including 
such things as aggregate excess fire 
forms, deductible policies and 
fully 
insurance 


care- 
programs of self- 
More and more the heads 
felt the 
with 
work. 


desire for an 


conceived 


of those departments 


to exchange 


need 
views others in 
line of 
that 


ideas grew the 


the same 
Cut ot 
change of 


inter- 
self-insur- 
ance organizations, the type of 
forum sponsored by the 


Management 


\merican 
\ssociation and by 


Risk Research, all of which have 
continued to grow 


We 


for they were responsible, to a 


owe much to those 


proneers 
degree, for helping us get to the po 
sition that we Phev 
they dem 
was 


today 
did their work effectively 
onstrated that 


OCC ups 


there more in- 


More than saving dollars 


volved imsurance management 
than saving premium dollars. The 
better ones their work 
on a high plane, keeping free from 
entangling oblig 


conducted 


and conduct 
ing loss adjustments on an honora 


ations 
ble basis. They designed programs 
that were aimed at the 
jective ot a 


principal ob- 
well 
ot protection ; 


conceived system 
that of protecting the 
equity of the owners and then they 
chinked up the 


ice 


cracks with such 


tvpe contracts as were fe 
quired by poliey. 
should 
for traming us to the 
they did, for 
agement 
that 
experience. 

Without 


freedom to 


Perhaps 
honot 

that 
risk man 


some of us do them 

extent 
msurance or 
was, and still 1 


must be le 


something 


‘varned largely trom 


doubt there was more 


negotiate policy terms 
lic Law 15 in the middle forties than 
there 
competition was keen, and 
ual 


and costs betore the passage ol 


has been since, In those davs 
individ 
basis on 


W hile 
still 
passing of the 
Mayor pol 


was the 
stablished 
our det 


expertence 
which cost Was ¢ 
many of 


publicly 


time 


colleagues 
lament the 
when the 
icies was best 
friendly glass, it is a tact that those 

like the passenger pigeon and 
the dodo bird, are 


* renewal ot 
accomplished over a 
days, 
forever, 


gone 


A New Era 


So, with the passage of time, we 
have entered a new era in insurance 
and work 1s un- 


questionably coming 


management our 


into its own 


Now we see most corporations, of 
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Insurance Management—Continued 


any size at all, giving their insurance 
programs real consideration. The 
medium sized and larger companies 
have departments statfed by special- 
ists in insurance and claims. The 
smaller companies may still assign 
the responsibility for insurance to 
the treasurer on a part time basis, 
hut many times he supports his per- 
formance by retaining outside con- 


sultants. In any event, the impor- 
tance of an adequate, well conceived 
protection program is widely recog- 
nized. Insurance is purchased more 
generally from qualified agents or 
brokers rather than on the basis of 
friendship or public relations. 

The insurance administrator, be 
he manager, director or analyst, has 
emerged from the position of being 
a superior clerk to the status of a 
department head or officer, Con- 


difference 
between 


BUSINESS INTERRUPTION INSURANCE 
... the responsibility is yours 


Unless you have presented the case for Business Interruption 
Insurance to your client, you have not completed your 
responsibility as an insurance agent. The choice is his— 


but the suggestion is yours. 


For in an emergency your 


insurance counselling may have provided coverages that 
will enable your client to remain in business. 


This policy is a good reason to review the insurance program 
of your present clients. It could open new doors to you. 


Write for complete information. 


HOME OFFICE 


NEW ENGLAND DEPARTMENT 
10 Post Office Squore 
Boston 2, Massachusetts 


The Agency System 


86 


EASTERN DEPARTMENT 
90 John Street 
New York 38, New York 


PACIFIC DEPARTMENT 
Mills Building 
Son Francisco 6, California 


in American Tradition 


tracts and plans, details of new proc- 
esses, are routed to him for re- 
view. He must keep abreast of 
legislation, of the trends in court 
decisions, of the underwriting re- 
sults and the financial standing of 
underwriters and a myriad of other 
details. As a matter of fact, I have 
heard some speakers on the subject 
enumerate the qualifications of the 
successful insurance administrator 
in such a way that it seemed doubt- 
ful that either Eisenhower or Ein- 
stein could have qualified for the 
post. 

It is not my idea that the present 
day insurance manager be a quali- 
fied engineer, a lawyer, a doctor or 
an expert in safety and fire preven- 
tion, but I do think that some knowl- 
edge of those fields would do no 
harm. My list of the necessary 
qualifications for the men who are 
to continue to advance is much 
shorter. 

First, our ideal man must have 
knowledge—knowledge of potential 
risks, of markets, of forms, of claim 
handling procedures, of values, costs 
and underwriters’ attitudes. He 
must have judgment to pierce the 
fog of conflicting opinions in order 
to classify hazards and chart a 
course of action on the basis of the 
best evidence. 

Courage is an absolute require- 
ment; the kind of courage, not stub- 
bornness, that enables a man, after 
reaching a decision based on avail- 
able facts, to support his judgment, 
knowing that some remote contin- 
gency may take place and cause an 
uninsured loss. 

Curiosity and imagination — will 
help our ideal man to do a better 
job. Curiosity to wonder if there 
isn't a better way to accomplish an 
objective and imagination to help 
suggest a practicable solution. 

Tact—the possession of tact com- 
pletes my list. Our ideal insurance 
administrator should have the tact 
of a diplomat if he is to get his 
ideas adopted, his programs imple- 
mented, his losses properly settled 
and his working days completed 
without ulcers. 


Primary Objective 
Now why should a corporation at- 
tempt to have a man with all of 
those qualifications on its staff 
merely to handle insurance when 
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nearly everyone has some experience 
with the subject on a personal basis ? 
Well, the answer to that is money. 
Unless it was to take care of the 
owner's son, no insurance depart- 
ment has ever been established just 


to pay good salaries to nice people. | 


Instead, the real objective of insur- 
ance management is the protection 
of that which has been accumulated. 
Certainly there are humanitarian 


considerations sincerely advanced 


for safety and other similar pro- 
grams and I do not mean to ques- 
tion the motives behind them, but 
in most cases, if you scratch deep 
enough, you are likely to find that 
secret ingredient, money. 

If our primary function is protec- 
tion against crippling losses to 
money or property, why not play it 
safe and insure everything? Obvi- 
ously that could be done but not by 
a qualified insurance manager, for 
the cure would be worse than the 
disease. The drain of insurance pre- 
miums on earnings would be too 
great ; so therefore we have to weigh 
the facts, form opinions and make 
our recommendations as to the risks 
to be insured and the extent that 
insurance is to be purchased to cover. 
It is not quite as bad as “Russian 
Roulette,” but it has much in com- 
mon with it. Still, a man who at- 
tempts to avoid the responsibility 
of recommendation and decision 
doesn't deserve the title of Insur- 
ance Manager but, instead, should 
be known as the insurance clerk 
leaving both the responsibilities and 
the rewards of the manager's office 
to others. 

It is not my purpose to recount all 
of the areas in which buyers have 
to function. To discuss in detail the 
insurance problems facing the oper- 
ator of an atomic reactor; the prob- 
lems raised by offshore drilling, 
foreign operations and other similar 
matters would be beyond the scope 
of this paper. In like manner, no 
useful purpose would be served in 
discussing the problems such as in- 
creasing values, concurrency, the 
limitations and exclusions of stand- 
ard policies, the increasing cost of 
public claims and the many other 
things that comprise the grist in our 
mill. We might, however, discuss 
some things which pertain to our 
work but which are not often pub- 


ed on the va 
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DON’T FORGET 


To Tell Him About 
CONTINENTAL’S 
*“VACATIONER” 


Continental Casualty’s New Family Vacation Plan pro- 
tects husband, wife, and all their unmarried children from 
14 days to 19 years old. It’s all done with one app, one 
policy, and one premium! 


Your clients will appreciate your providing this all-family 
coverage because it gives 24-hour-a-day protection any- 
where in the world and can be written for periods ranging 
from 3 days to 6 months. 


Thanks to the “‘Vacationer” our producers are finding that 
there is no summer sag in sales. If you'd like to learn more, 
see your nearest Continental General Agent or Branch 
Office. 


CONTINENTAL CASUALTY COMPANY 


A Member of the Continental-National Group 
HOME OFFICE: Chicago, Illinois 


CONTINENTAL ASSURANCE COMPANY 
NATIONAL FIRE OF HARTFORD 
TRANSPORTATION INSURANCE COMPANY 
TRANSCONTINENTAL INSURANCE COMPANY 
Family Plan Not Available in New York State 
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Insurance Management—Continued 


I refer 
your 
companies. 


licly examined, 
lations with 
and insurance 


to your re- 
brokers 
Do they 
have a sinecure or do they give you 
the of 
costs year 


agents, 


and reasonable 
year? Now I am 
not one who thinks that every policy 
would be thrown up for grabs at 
every renewal and the lowest bidder 
awarded the privilege of writing it 


best service 


after 


for the next term. However, | do 
think that the market should be 
tested every few years to see that 


our carriers are giving us every pos- 
sible and 
that the rates and costs remain com- 
petitive. 


liberalization available 
It takes a rather nice sense 
of balance to do this properly for if 
vou ask quotations 
too frequently you can cause yours 


for competing 
to be known as “target risks 
able to the 
Understandably, 


avail- 
lowest bidder. 
many of the better 
insurers are reluctant to do business 


regularly 


on that basis and eventually you may 
he 
ket 


an 


faced with a rather limited mar- 
Special situations may dictate 


entirely different schedule but 


ordinarily I think that a competitive 
quotation is indicated at about three 
year intervals on annual policies and 
at six year intervals on three 
contracts. 

The next point that | would like 


year 


to cover has to do with claim in- 
vestigations and negotiations. Have 
vou made an effort to learn the 


mechanics of investigating accidents 
involving the public ; the points that 
a written statement should attempt 
to cover; the manner in which hear- 
ings are conducted before the Work- 
men’s Compensation Board ; the way 
attorneys retained casualty in- 
surers conduct themselves in court; 
the kind and extent of proof that 
property insurers require in support 
of a major claim? It is quite likely 
that few of you attempt to work in 
all of these fields but, even so, knowl- 
edge of these practices or require- 
ments will prove to be helpful in 
appraising the caliber of the work 
that is being done for you. 


by 


Lack of recognition has long been 
a source of dissatisfaction for many 
within our ranks. While I think 
that this has largely cured itself, it 


F H 


risks, including the following: 


FIRE AND ALLIED LINES of ‘Buildings 
todily Injury (except Legal Liability False 
Statutory Business Interruption Livesto« yrtality 
Property Damage Contingent Business Non e of 
xcess Limits Interruption Verto 
i] u ollisio t t 
ire. Theft and Collision Deductible Insurance “Liabili y 
aviation Water Damage 
Depreciation Insurance : 
Hull Freezer Food Spoilage 
Valued Business 
Cargo Int Chattel Mortgage Non ng 
Liability Warehouseman Legal 
Crop- Spraying, « Physicians Reinsurance (Treaty 
CASUALTY w& Surgeons Facultative, et 
Owners’, Landlords’ and Dentists Rain Insurance 
Tenants’ Liability Hospitals Guarantee In surance 
% Manufacturers’ and Optometrists Promotional 
Contractors Physiotherapists Excess Aggregate 
(steopaths mmpensation 
iropractors aul nt Assigned 
“omisst N eterinarians A‘ ints Receivabl e 
rokers an Beauty Parlors Han i sablement 
Nursing Homes Amusemet t Parks 
Carnivals 
tera 
ister MARINE Race Tracks 
Hull (Fishing Vessels. etc Liquefied Petroleum Risks 
Protection and Indemnity Libel Insurance 


Ocean Cargo 


Retrospective 


Agents Indemnity 


GZ 


of. 


Write, phone 
or telegraph 

for immediate 
quotations! 


offers . . . assistance to 


agents and brokers on all forms of unusual and difficult insurance 


Passenger Liability 
(Party Boats 


MISCELLANEOUS 
neers Insurance 
Penalty 


Y 
rance 


60 balleupna 1h Sheed. Kasten 


AND ACCIDENT 
A ent 


Private 
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is true that many 
departments 
credit. 


of the best run 
are given the 
Insurance company men, 
agents and brokers recognize that 
losses and loss settlements are about 
the best advertising that their in- 
dustry can get. In our field we may 
arrange an entirely perfect system of 
insurance protection but unless it is 
tried in more than a 


least 


routine way by 


fire, wind, explosion or other casu- 
alty, your company may be only 
dimly aware of the excellence of 


your work. 

It goes without saving that I do 
not advocate the hiring of an arsonist 
to set things in motion, but | do think 
you might consider the possibility of 
suggesting that an audit be made of 
your program from time to time so 
your management might be regularly 
informed of the character of the 
work do. Annual audits are 
practically universal in the account- 
ing field but regular audits of the 
content of an insurance program are 
still rather rare. However, we are 
doing more and more of this work 
so that management can be reassured 
that their faith in their insurance 
administrator is not misplaced, and 
that their program is well conceived ; 
that rates and that 
coverage industry 
practice. if you have any 
doubt about your program it would 
probably not be wise to suggest an 
audit for they are designed to call’ 
a spade a spade without any equivo- 
cation, 


you 


are reasonable 
in line 
Of course, 


is with 


lf There Is a Catastrophe 


\nother matter of importance in 
the proper administration of an in- 
surance department is the develop- 
ment of tactics to be followed in the 
event of a catastrophe involving the 
operations ot which 
might cause widespread injury or 
damage to the public. When such 
an aceident happens, and let's hope 
it never vour ofticials will be 
faced with all kinds of requests for 
statements. Public officials, news- 
papers, stockholders and others will 
all want the true story straight from 
the 


your company 


does, 


“horse’s mouth.” 

Do vour officials understand that 
insurers take a dim view of public 
statements by responsible members 
of the management team that tend 


to admit lability? Do they know 
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that some policies are so written as 
to relieve the insurer of lability if 
responsibility is admitted without 
the carrier’s consent? Do all levels 
of supervision understand the neces- 
sity of cooperating with the repre- 
sentatives of your insurers who may 
be investigating a public accident ; of 
furnishing all available information 
even if some of it may not appear to 
be particularly helpful? Do 
know whom to call in the home office 
of your insurer to get things moving 


you 


it local adjusters fail to show sufti- 
cient initiative im investigating a 
major disaster? It is part of my 
philosophy that, if we must cooper- 
ate with our lability insurers follow- 
ing a major accident, if we must be 
prepared to 
with 


negotiate settlements 


our property insurers, we 
should become acquainted with re 
sponsible people in those organiza- 
tions before losses occur. By doing 
so we can form our own conclusions 
as to the manner in which each com- 
pany may be expected to carry out 
its policy obligations. 


The need for this has been 1m- 
pressed upon me a number of times 
but one particularly stands out. A 
small inland marine type policy had 
been arranged to cover specific 
installation for less than $50,000, on 
an all risk basis, excluding only war 
and wear and tear. During the pol- 
icy period a loss occurred. Two of 
the imsurers, and they 
signatory to a common policy for 


were all 


varying percentages, agreed within 
a reasonable time that the loss came 
within the terms of the policy and 
that they would pay their 50° in- 
terest. The third and fourth com- 
panies delayed for months on the 
theory that the loss resulted from 
wear and tear and finally agreed to 
pay only because of a theatened law 
suit, 

Ditferences of opinion are to be 
expected but in cases of this kind 
| think it proper to consider the 
position taken by each of the com- 
panies when placing future business. 


Years ago I knew of some insur- 
ance managers who took great pride 
in the fact that they consistently re- 
covered in loss payments as much as 
they had paid in premiums. They 
were demanding and autocratic, and 
the insurers seemed to jump to their 
tune. However, things changed and 
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REINSURANCE 


Fire * Casualty * Surety 


NORTH AMERICAN REINSURANCE CORPORATION 
161 East Forty-Second Street » New York 17,N. Y. 


when the war brought the insurance 
companies they 
purged themselves or, at least, re- 
duced their writing on many risks 
which had proven unprofitable vear 
after vear. This proved to be em- 
barrassing to the buyers who, in 


much business 


some cases, were unable to complete 
coverage on all their risks. I would 
like to that program 
that recovers its premiums year after 


observe any 
vear is violating a basic principle 


of imsurance and is headed for 


trouble, unless losses are controlled. 

Sometimes I hear insurance buy- 
ers grouse about the technical lan- 
guage, the limitations and exclusions 
that appear in insurance policies. 
Many times I am inclined to agree 
that too much of that sort of thing 
is included, but if will think 
about the subject you may he forced 
to agree that the insurers are re- 
quired to limit and define their ob- 


you 


ligations as a matter of self-preser- 
vation. 
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CREDIT ACCOUNT PLANS flexible credit arrangements for cecurity anc 
ng to Weblier— means “favorable opportunity,” BOTH are om portant to you, Mr. Producer, 
and CAPARelps you save money while you iInerease your sales! eliminates cos? 
collection @Hferts ... adds selling hours to your work day — ours. And for y 
to pay conveniently. They'll buy CAP and you'll profit. ‘Here's how: F 
_.Y — Your entire comission for every policy written into a CAP Agmement stays in your 
 ccting yous commissions in dribbles. And with CAP’s flexibility — four distinct pians with wii 
cements for your insureds -- you can offer them convenient packsgell Beelmction plus up to 30 
to individual budget—not the average. OPTIMUM CAP Agraement: 
© of minutes; no charts or tables are necessary. And no special accounting offices to bothe 
 ceernent iS gomipleted, all you do is mail it with the insured’s down payment, then forget abou 
YOU GONTROL RENEWALS — CAP Agreements are definite insureds are no 
4 arrangements ... they pay nothing toward renewal premiums. You retain contro! of renewal: 
"by mailing reminder notices bearing your name and address when fenewa! time is near. 


AT CAP. IT'S CAPITAL OPF 


vailable in Ohio and Virginia. 


TAP | 
COMMISSION: 
to build custom-cre 
months to pay. CAF 
5 can be orepared 
We enner. k 
Toreve: 
-@nd CAP vou wee 


O'MAHONEY HEARINGS 


THE JUSTICE DEPARTMENT has rec- 
ommended to the Senate Judiciary 
Antitrust subcommittee that it cover 
insurance rating practices including 
deviations as well as rating bureau 
activities in its investigations. A 
spokesman for the department also 
characterized the merger problem as 
“serious” and suggested further in- 
quiry on their effects regarding com- 
petition. The subcommittee under 
the direction of Senator O’Mahoney 
resumed its hearings last week. The 
over-all function is to determine 
whether competition has been main- 
tained in the insurance industry un- 
der the MeCarran Act or whether 
the Act should be revised or re- 
pealed. Such a development would 
lead to Federal regulation of the 
business. 


NEW COMMISSIONERS 


F. DOUGLASS SEARS will be named 
of Insurance of 
Maryland upon the expiration of the 
term of Charles S. Jackson. Mr. 
Sears retired a vear ago as a man- 
ager of the Great American Indem- 
nity Company, N. Y. 

Charles F. Manson, Wausau in- 
agent, Paul J. 
Rogan as Commissioner of Insur- 
ance of Wisconsin upon the expira- 
tion of his term of office on June 1. 
Mr. Manson is a former president of 
the Wisconsin Association of In- 
surance Agents. : 

Cyrus E. Magnusson has been ap- 
pointed Commissioner of Insurance 
of Minnesota succeeding C. C. Shee- 
han for a term expiring February 
1, 1965. Mr. Magnusson was ex- 
ecutive secretary to Governor Or- 
ville Freeman. 


SUPREME COURT REVIEW 


THE JUSTICE DEPARTMENT acting in 
behalf of the Federal Trade Com- 
mission is asking the 
Court to review the Eighth Circuit 
Court’s decision in the Travelers 
Health Association of Omaha case. 
In this decision the Circuit Court 
held that the association, which ts li- 
censed in Nebraska and conducts a 


Commissioner 


surance succeeded 


Supreme 


mail business in all states, is ade- 
quately regulated by Nebraska laws 
It thus denied the FTC's claim to 
jurisdiction in the regulation of di- 
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rect-mail insurers. The government 
maintains that insureds who pur- 
chase through the mail from com- 
panies not licensed in the state in 
which they live are not adequately 
protected in such matters as false 
and misleading advertising. The 
Supreme Court in the National 
Casualty—American Hospital and 
Lite case has already denied juris- 
diction to the FTC when the com- 
pany is operating in a state through 
local agents and where the state has 


} 


enacted regulatory laws. 


RATING LAW STUDY 


NATIONAL Association 
Commissioners’ 
is expected that a 
proposal will be made to inaugu- 
study of the state 
laws. In an address last week to the 
Midwestern Independent Statistical 
Association, Joseph S. Gerber, Di- 
rector of Insurance of Illinois, sug- 


ot 
meeting 


\T THI 
Insurance 
in Boston it 


rate a rating 


vested that a re-evaluation of the all- 
industry rating laws is now in order 


and should be made by the N.A.L.C. 


The Senate Antitrust subcomit- 
tee resumed its hearings on the 
ettectiveness of the McCarran Act 


recently. Headed by Senator O'Ma- 
honey, the subcommittee is conduct- 
ing hearings for several weeks con- 
centrating on rating bureau opera- 
tions and ocean marine 

In an 
York State Association of Insurance 
\gents, Ivan Steiner, IJr., 
dent of the Ohio Association of In 
Agents, the 
value of umform rate making for 
auto insurance. He feels the collee- 
tion of statistics by the Bureaus is 
valid but that each company should 
its own rates on 
derived 


address before the New 


pt Csl- 


surance questioned 


arrive at based 


loss costs trom the 


pure 
combined experience of all 


SAFETY TEST 


\ 150-parr, multiple-choice ques- 
tionnaire which grades workers ac- 
cording to their inherent fitness for 
jobs of varving degrees of hazard 
is claimed to help detect in advance 
the kind of worker most likely to 
cause repeated injury to himself and 
others. It was developed by Execu- 
tive .\ssets, Inc., New York Citv. 
to guide management both as to job 
placement and the amount of safety 
training required for each emplovee 


STATE REGULATION 


PRESERVATION OF STATE regulation 
of insurance against encroachment 
by the Federal government now has 
become a problem for high state 
officials, and for those in the insur- 
ance business who believe in state 
regulation as a way of life, Illinois 
director of insurance Joseph S. Ger- 
ber told the annual meeting of the 
American Mutual Insurance Alli- 
ance. 

“The situation has gone far be- 
vond the capacity of the National 
Association of Insurance Commis- 
sioners to handle it,” he said. ‘The 
battie must be won in the state legis- 
latures and not in Washington. To 
admit that the states have done a 
poor job of insurance regulation is 
to admit that insurance has done a 
poor job, or that it is against regula- 
tion per se. Attacks on state regula- 
tion of insurance are attacks on the 
integrity of state government.” 

He held that state insurance de- 
partments are not given the funds 
and manpower to do the job required 
of them, and that insurance organi- 
not get behind sound 
legislation at the state level. He cited 


zations do 


the model credit life insurance bill 
as an example 


NUCLEAR LIABILITY 
\PPROACHES AIMED at achieving a 
solution of the international nuclear 
liability problem are the subject of 
a comprehensive report prepared by 
the Atomic Industrial Forum, the 
national association of the U. S. 
atomic industry. [Entitled /nterna- 
tional Problems of Financial Pro- 
tection Against Nuclear Risk, the 
report is based on a study conducted 
under the auspices of the Forum and 
the Harvard Law School by a Har- 
vard research team headed by Ro- 
bert B. E1iehhols, former counsel to 
the U 

The report suggests solutions to 
the problem posed by the risk, how- 


S. foreign aid program. 


ever slight, that damage of cata- 
strophic proportions might occur 
abroad in the operation of atomic 
power facilities and related nuclear 
It also considers pos- 
sible actions of the govern- 
ment. The report for 
$6.00 per copy from the Forum, 3 
East 54th St.. New York 22, N, Y. 


installations. 


is available 
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YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Strength, Service, Dependability 


THE CONTINENTAL INSURANCE COMPANY 


FIDELITY-PHENIX FIRE INSURANCE Est. 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J............... Est. 
NIAGARA FIRE INSURANCE COMPANY..........cccccccccccccesccees Est. 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK 


NATIONAL-BEN FRANKLIN INSURANCE Est. 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............Est. 1909 
THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y....Est. 


MILWAUKEE INSURANCE COMPANY 


eee 


| 
1853 
1855 : 
1850 
1875 
1866 
Est. 1852 
ROYAL GENERAL INSURANCE 1906 
THE YORKSHIRE INSURANCE COMI Est. 1926 =e 
SEABOARD FIRE & MARINE INSURANCE COMPANY...............Est. 1929 . 


insurance and the services available 
through America Fore Loyalty — 
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new 
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Agent's and Buyer's Guide 


edition 


This survey handbook is the vear- 

The Fire, Casualty and 
Bulletins. Wtih the inclu- 
sion of a section devoted exclusively 


Surety 


to life insurance, it becomes truly 
multiple line 

The markets section of the Guide 
contains information about markets 
for hard-to-place coverages in addi- 
tion to those 
Chapters 2 and 


which are unusual. 
3 deal with the in- 
surance survey and, to integrate ex- 
isting contracts into a recommended 
Insurance program, there is an entire 
chapter of Audit 
Notes.” 

The “Hlustrative 
contains more than 


“Survey and 


Losses” section 
200 losses illus 
perils of all 
chapters are 


trating descriptions, 
Other devoted to 
“Definitions of Coverages,” a list of 
pools and underwriting offices and 
a section indicating for each state 
the mechanics of placing surplus line 
business. There is also a “company 
directory” showing for hundreds of 
companies the states and provinces 
in which they operate, lines written, 
membership in company organiza- 
tions, rating bureau membership or 
subseribership and membership of 


publications 


participation in pools or underwrit- 


ing groups. 


$5.00 per copy; published by the 
National Underwriter Company, 
420 East 4th Street, Cincinnati 2, 
Ohio and available from that office 
or from field offices of the publisher. 


Insurance Surveys—Fourth Edition 
by Robert G, Mielke 


This completely revised edition 
containing the latest developments 
on new policies that have been in- 
troduced 1951 is suggested 
reading for the Chartered Property 
& Casualty Underwriters examina 
tion. 


since 


both business and 
personal surveys, outlining the vari 
ous steps that agents should follow. 


In addition the author reviews the 


It discusses 


policies that an agent might suggest 
in his report. He also offers a num 
ber of Ways to reduce or eliminate 
the risk’s rated hazard, and thereby 
secure lower rates. 

Six chapters in the new edition 
are devoted to auditing various pol 
icies, While another discusses life and 
accident & insurance. In 
addition to pointing out the most 
logical the 


author discusses ways of making the 


sickness 


prospects for surveys, 


GRIFFITHS, TATE Ltd., 


175 W 


JACKSON BLVD, CHICAGO 4, ILL 
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presentation, and has included in 


the book a number of successful sales 
talks. 


271 pps; $3.50 per copy with re- 
ductions for quantity orders. Pub- 
lished by The Rough Notes Co., Inc., 
1142 North Meridian Street, Indi- 
anapolis 6, Indiana, 


Insurance—Principles and Practices, 
by Frank Joseph Angell, Associate 
Professor of Insurance at the School 
of Commerce, Accounts and Fi- 
nance, New York University. 


This book provides a_ balanced 
treatment of the general principles 
of insurance, the various policies, 
and the practices and operations of 
insurers, Basic principles are care- 
fully set forth and integrated so that 
the detailed study of the main cov- 
erages and variations 
fall into proper perspective. 
Throughout the book the clear and 
logical exposition reflects the au- 
thor’s extensive experience both as 
a practicing insurance man and as 
a teacher, A thorough, comprehen- 


their many 


sive introduction to insurance for the 
college student, this book also serves 
as an excellent review for the cer- 
tification examinations. 


SOF pps; $7.50 per Pub- 
lished by The Ronald Press Com- 
pany, 15 East 26 Street, New York 
10,N.Y. 


copy. 


Insurance Annual & Directory for 1959 
First edition 


The first of what is planned as a 
vearly publication, this book con- 
tains authoritative information, data 
and statistics of Philippine insurance 
since 1829 to which date extant rec- 
ords refer, as well as a directory of 
more than 100 insurance firms, more 
than 500 general agents and more 
than 12,000 insurance agents. It 
contains statistics of the 1957 oper- 
ations of insurance companies in the 
Philippines. The Annual also fea- 
tures articles by leading insurance 
authorities in the Phillippines, and 
carries the full text of the insurance 
act, as amended 


S74 pps; $15.00 per copy. Pub- 
ished by the Insurance & Finance 
Publishing Co., 323 Samanillo Bldq., 
Escolta, Manila, Philip pines. 
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“And then I said, ‘If you think you have a payroll audit problem 
let me tell you about my payroll audit problem...” 


Perhaps you'd like to tell about yours. Get the Bituminous story from 
Or perhaps you're writing your work- nearest branch, as listed below. 
men’s compensation with Bituminous 
and have no problem. Your collections 
are simplified; you have prompt informa- BRANCH OFFICES AND 

tion on commissions due. Prompt per- 
formance on audits is just one advantage tlant Belleville, tll.; Birmingham, Ala.; 


‘ r Chicago, lil.; Coral Gables, Fla.; 


Add Bituminous flexible, open-minded sas City, Mo.; Louisville, Ky.; Milwaukee, Wis 

le Bi 1 iS, Minn.; Nashville, Tenn.. New Orleans 
underwriting, Bituminous top-drawer Omaha, Neb.; Philadelphia, Pa.; Pittsburgh, Pa 
safety engineering and claim service and chmond, Va.; Rock Island, lil, and St. Louis, Mo 
you have a combination hard to beat. 


Bituminous 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY «+ ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation 
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BETTER 
MERCHANDISING 


The NEW © Insurance | 4s THE NEW 
TEST-CHECK INSURANCE TEST-CHECK 


provides a handy form for 


% 


easy checking of your client's 
= STREAMLINED AVAILABLE IN ILLUSTRATED personal insurance program. 

... Dramatizes the new 


Homeowners! 

. Fits right in with your 
residential prospecting 
program! 

.. Points the way to full client 
satisfaction! 


EASY-TO-USE 
UM PAYMENT PLAN Ti 


(2) A SIMPLIFIED 


PREMIUM PAYMENT PLAN 
for the client who desires the 


convenience of time payments. 


TO HELP YOU 
SELL A BETTER 
INSURANCE PROGRAM 

TO YOUR Re 
CLIENTS and PROSPECTS | 


. no large down payment 
. equal charges each month 
.no slide rule, computor or 


complicated chart necessary 
. available for COMMERCIAL 
and PERSONAL lines. 


CONTACT THE @P) FIELDMAN IN YOUR AREA TODAY! 


UNITED STATES FIRE INSURANCE CO, 
Organized 1824 
THE NORTH RIVER INSURANCE CO. 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 

THE WESTERN ASSURANCE CO. 

U.S. Branch . . . Incorporated 1851 
THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 

110 WILLIAM STREET 
NEW YORK 38, NEW YORK 


CRUM & FORSTER GROUP 


of Insurance Companies 


SOUND, DEPENDABLE INSURANCE 


EASTERR DEPT, NEW YORK 


WESTERN DEPT. FREEPORT, HLL. © PACIFIC DEPT. SAN FRANCISCO SOUTHERN DEPT. ATLANTA © ALLEGHENY OHIO DEPT PITTSBURGH VIRGINIA CAROLINAS DEPT DURHAM WC 
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business 


JOHN H. S. JAMIESON 
Casualty Underwriting Manager 
Anchor Casualty Company 


THE worps “business” and “profes- 
sion” are used in a number of senses. 
For the purpose of this discussion, 
I would like to detine these terms as 
follows : 

A) Business is the participation in 
mercantile transactions or trade with 
the expectation of making a profit 
Note that there is no connotation of 
ethics. In fact many times the term 
is used in a derogatory sense to 
imply a lack of ethics. The phrase 
“business is business” well illustrates 
this point. 

>) Profession is the pursuit of some 
occupation in which profit is a mo- 
tive but not necessarily the govern 
ing motive. The word implies: 

1. \ high standard of knowledge 

2. Ahigh standard of ethics 

3. A high standard of impartiality 
To illustrate this concept the teach- 
used. Cer- 
tainly anyone primarily interested in 
personal gain never even 
enter it. The teacher is held to a 
high standard of knowledge, ethics 
and impartiality. Any teacher who 
did not have the necessary knowl 


ing profession may be 


would 


edge, who was unethical or who tried 
to preach some “line” would not last 
long 


Insurance Field 


detined our terms, we 
should examine their applicability to 
the insurance field. But before we 
lo it would be well to stand back 
and take a good hard look at what 
we do in insurance. 


Having 


In order to see 
things a little more clearly, | would 
like to make reference to the medi- 
cal field, Unfortunately this protes- 
sion is so splintered that it is hard 
to see the forest for the trees. How- 
M.D. de- 
votes most of his time to diagnosis 
and advice, It is his job to locate 
the trouble and prescribe treatment. 


ever, fundamentally the 
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The actual treatment is often given 
Now 
to effect treatment he often has to 
rely on business, principally the drug 
business, but there are others such 


by someone else e.g., a nurse. 


as those supplying medical equip- 
ment, The real thing that he is pro- 
viding the public with is advice 
based on his superior specialized 
knowledge. In so doing he is legally 
held to high standards of know ledge, 
ethics and impartiality or he faces 
a malpractice suit. His advice may 
be that there is nothing wrong with 
vou and that vou don’t need drugs, 
surgery or even his services 

In recent years the drug industry 
has been the major supplier of the 
medical profession. While such busi 
ness may be ethical and undoubted|y 
does a lot. of 


good, the business 


is selling drugs not medical ad- 


vice. A look at the daily paper or 
any magazine will tell you that when 
it comes to advertising patent 
medicines professionalism goes out 
the window. The statement that vou 
should see a doctor is in such fine 
print that it would make an insur- 
ance man blush. 

This is not to say that the drug 


industry does not employ M.D.'s 


Knowledge and Ethics 


and other professional men on their 
staffs. Many drug firms have teams 
of researchers in their laboratories 
on the technical side of the business 
who are in every sense professional 
men, but fact re 
mains that the corporate entity is en 


nevertheless the 


gaged ina business and is not bound 
by the professional approach. In 
fact the chain drug stores owned by 
the major drug houses were the first 
to use the “cut rate” concept 

| would like to point out that in- 
surance has many of the attributes of 
the above medical vs drug compari- 
son, In insurance we are doing two 
things : 
\) Analysing risk and recommend 
ing methods of transferring, elimi- 
nating Or assuming it 
Supplying the mechanics of risk 
transfer, 
The reason that the picture is con- 
fused is that unlike the medical pro 
fession no 


one does the 


have the fol- 


group 
analysis, In this. we 
lowing people engaged 
1) Teachers of insurance doing re 
search 

) Insurance buvers 


3) Insurance counselors 
$4) Agents and /or brokers 


)} Company personnel 


Growth Area 


area that profes- 
sionalism is necessary and it is here 
that it is growing and will continue 
to grow. Here we are dealing 
directly with the same problems that 
are faced by all other professions and 
it is here that the law holds those 
engaged in it responsible for dam- 
ages arising out of Incompetent, 
unethical or biased advice 
The words “profession” and “pro- 
fessional” have such high public ac- 
ceptance that everybody peddling a 
policy or is free with insurance ad 
vice fancies himself as a professional, 
Needless to say such individuals are 
not interested in qualifying as pro- 
those who. are 


fessionals and 


ntinued the next page) 
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Business or Profession?—Continued 


qualified grind their teeth in much 
the same way as audio engineers 
do at the way the word “hi-fi” has 
been adopted by the manufacturers 
of audio equipment when the product 
doesn’t even come close to “hi-fi” 
specifications. However, there is a 
bright side to this and that is the 
more they talk professionalism to the 
public, the sooner the public will 
demand that they be as qualified as 
they say they are. 

Supplying the mechanics of risk 
transfer is strictly business in much 
the same way as supplying drugs is 
a business. In this field we will al- 
ways have unscrupulous operators 
who have to be watched. Like the 
drug business, will have 
“patent medicine” advertising, cut- 
rate stores and over-enthusiastic and 
misinformed salesmen. The first in- 
terest will always be to make a profit 
and subject to that, to build the 
highest reputation possible. Gen- 
erally companies provide the me- 
chanics of risk transfer and it is to 
be hoped that if a sufficient number 
of top executives become profes- 
sionals that the company reputation 
will become paramount in_ their 
thinking instead of being guided by 
mere expendiency depending on the 
current loss ratio. When the loss 
ratio is high, the pressure is often 
applied to the claim department, thus 
detracting from a previously built 
reputation for fair settlements. 

Where are these individuals to be 
found in insurance ? Only within the 
C.L.U. and C.P.C.U. movements. 
Why? Because no other associations 
meet the 3 professional requirements 
of knowledge, ethics and = impar- 


THE 


New agents are carefully chosen on the basis of 
their integrity and their own careful selection 


of policy-holders. 


MULTIPLE LINES 


tiality. Let’s use the C.P.C.U. as an 
example. 

A) Knowledge. Every candidate 
must pass a comprehensive series 
of five examinations covering insur- 
ance principles and practices, law, 
government and economics, and ac- 
counting and finance. 

B) Ethics. Every candidate is in- 
vestigated and if anything unfavora- 
ble is discovered he will not be ac- 
cepted. Furthermore there is con- 
tinous policing of ethics after he has 
become a C.P.C.U. by a national 
committee on ethics to which all un- 
professional activity is reported, 
C) Impartiality, The Society of 
C.P.C.U. is all industry in nature. 
To it belong insurance professors, 
insurance buyers, underwriters from 
stock, mutual and reciprocal com- 
panies, claimsmen, fieldmen, agents 
and brokers, stock and mutual, rein- 
surance specialists and insurance 
counselors, Any attempt by an in- 
dividual C.P.C.U. to grind a par- 
ticular axe would bring the wrath 
of the others on his head. Sur- 
prisingly this “barracks discipline” 
is exceedingly effective in maintain- 
ing impartiality. 


Amazingly Successful 


The C.P.C.U. movement was con- 
ceived by a group of insurance pro- 
fessors as vehicle for  profes- 
sionalism within the industry. They 
were amazingly successful and I can 
say that they have been so successful 
that any young man now entering 
the business will seriously limit his 
advancement in the vears to come 
without this designation, You can- 
not impress this too strongly on your 
trainees 


You may well say that this pro- 
fessional idea is fine in theory, but 
it doesn’t work in practice. It may 
surprise you to know that it does. 
Here are a few examples, which | 
know to be actual cases. 

A) A broker who always gives all 
his insureds the latest coverages re- 
gardless of commissions, This may 
be smart from a business point of 
view, but nevertheless it is pro-' 
fessional to take a commission cut 
for the sake of the insured. 

B) The agent who told an insured 
that a coverage he was asked to 
quote on was unnecessary and that 
he could safely self insure it. 

C) The C.L.U. who found the in- 
sured without auto liability and told 
him to get that right away with the 
money he wanted to spend on life 
insurance. 

1D) The company man who was 
asked about the best policy for an 
insured and recommended that of a 
competitor when he could just as 
well have kept still and gotten the 
business, 

Today the professionals in insur- 
ance are a small minority. Some 
day they will be in the majority and 
that day is not too far distant. The 
C.P.C.U. movement is gaining mo- 
mentum rapidly, Each vear a greater 
number of candidates earn the des- 
ignation, After all, to go from 0 in 
1942 to 2214 in 1958 is a tremen- 
dous rate of increase. 

The cause of professionalism in 
any occupation is well worth while 
and deserves the support of all those 
interested in the public welfare. I 
hope that you too may be counted 
among our friends and supporters, 
since in this kind of competition 
everybody benefits. 


MUTUAL INSURANCE COMPANY 


CELINA, OHIC 


, any. with a heart” 


call us today. 


We're looking for long lasting, mutually profit- 
able business relationships. Interested? Write or 


LIBERAL COMMISSIONS ¢ COMPETITIVE RATES 


Writing through independent Local Agents in Pennsylvania, District of Columbia, Maryland, Virginia, 
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UNDAMENTALS HAVE A HABIT of 

being obscured with time and 
usage, and we are sometimes prone 
to forget that there are fundamen- 
tals. It’s a little bit like mathematics. 
In school I went through the whole 
smear of mathematics up to and in- 
cluding integral calculus, and was 
exposed very briefly to a mysterious 
something called, I think, the “The- 
ory of the Lesser Squares” which I 
never did quite fathom, but the im- 
portant thing to remember is that 
all this hi-jinks with figures started 
way back in the first grades with 
good old addition, subtraction, mul- 
tiplication and division, the funda- 
mentals of all mathematics. There 
isn't a single result in mathematics 
that vou cannot prove with the four 
fundamentals. Of course, you might 
spend several scores of years on 
some of them, but the fact remains 
that it can be done. 


Know Where You've Been 


I have a brother-in-law who has 
spent most of his considerable vears 
as a rancher in northwestern Wyo- 
ming, and on many occasions he has 
told that the single 
reason that people get lost in 
mountains is that they fail to look 
backwards. His theory is simply 
that you will never know where you 


me biggest 


the 
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are going until you know where you 
have been. 

These two examples illustrate 
rather loosely two points which | 
think are important. First, that fun- 
damentals are, of themselves, very 
simple, and second, that you should 
be able to recognize them no matter 
how deeply they may be buried in 
all of the hocus-pocus of our com- 
plicated business. 

The first rule in a capitalistic so- 
ciety is to make a profit in the long 
run, This goes for every business 
you can think of from a popcorn 
stand to General Motors and let's 
not ever forget it. That is fundamen- 
tal number one, We're in business 
to make a long range profit, which 
very simply means that we just have 
to pay out less than we take in, but 
right there it begins to get comphi- 
cated, Taking in a dollar, and paying 
out $.80 or $.90 or $.95 or whatever 
figure we choose, so long as it’s less 
than the original dollar, becomes in 
modern business a harrowing and 
soul searching job at best, sur- 
rounded as it is with all the multi- 
tudinous problems of the dav, as we 
in the mutual business 
well know. Every decision to which 


insurance 


we come, every change we instigate, 
every theory we explore, in fact ev- 


ery single move we make has to be 


made with one ultimate purpose, to 
make a profit. I’ve heard it said on 
that 


cheme of things we owe some- 


OCCASIONS 


somewhere in 


more to society 


(or a segment 


of it) than merely issuing policies 
and paying losses—that we have du- 
ties to the public at large that tran- 
scend these normal services—moral 
obligations of various nature. With 
this I heartily agree, but I make one 
mental reservation and that is that 
profit comes first, After all, these 
unmeasured duties and responsibili- 


ties have to be financed out of profit. 


Basic Need 


So it is established that our basic 
need is to make a profit, and the 
next logical 


question is—out of 


what? In our business there is only 


one primary source of continuing in- 
come and that is the policyholder’s 
dollar. It is just as simple as that. 
There are no mysterious wells of 
money available to us over the long 
haul except the policvholder’s dollar, 
and that’s where we have to start. 
That's fundemental number two 

the premium we charge is our sole 
source of money. Now, of course, 
somebody is going to bring up the 
subject of investment income and it 
certainly plays an important role in 
our scheme of things, but remember. 
what we invest is either profit we 
have already made, or money we are 
merely holding for our policyholders 
Sad indeed is the ultimate fate of he 
who subordinates his underwriting 
income to his investment income as 
manv veterans of the 1920's and °30’s 
will gladly testifv. After all, we are 
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Fundamentals—Continued 


insurance companies and not invest- 
ment trusts. 
realize, the only sure way to lasting 


As you already must 


success is to make a sure profit in 
underwriting, and not count on our 
investment results to keep us in the 
black. 

Management, to make a profit in 
the insurance business, has available 
to it many and 


tor Is, of ce urse, 


among them reinsurance is certainly 


' 


WASHINGTON 
INSURANCE 


not the least important, and since 
that is my subject, I will try to ana- 
lyze its proper, theoretical use as a 
profit making tool. 

In the first place, then, I think we 
should start by putting a definition 
of reinsurance into one concise state- 
ment. | would define reinsurance 
as a system whereby an insurance 
company is enabled to do a success- 
ful direct business in excess of its 
own immediate direct capacity. By 
the proper use of reinsurance facili- 
ties, the company is thus enabled to 
stimulate its growth in an orderly 
and healthy manner to a greater de- 
gree than would normally be possi- 
ble. The situation is somewhat anal- 
ogous to a manufacturing concern 
which is so managed as to always 
operate somewhat bevond its own 
inherent plant capacity. 

Manufacturers do this mainly by 
the use of sub-contracts, the farm- 
ing out of processes vital to the 
product, which they themselves do 
not have the facilities to produce. 
Their direct capacity, therefore, is 
always humming at 100% and_ ts 
enabled to do so by the intelligent 
use of outside capacity neatly tal- 
lored into a smoothly functioning, 
profitable whole. The’ manufacturer 
who lets part of his own plant lie 
idle while he buys products he can 
produce himself is committing an 
obviously horrible error. At the 
other extreme, using 100% of his 
own plant capacity, he can manufac- 
ture such a small portion of his fin- 
ished = product, depending upon 
outside suppliers for such a large 
portion, that he 1s in effect no longer 
a manufacturer, but simply an as- 
sembler and salesman, as it were, 
for the other man’s product. 


Plays a Vital Role 


If this elementary analogy is rea- 
sonable, reinsurance in the insurance 
business, representing as it does ad- 
ditional available capacity, fills a tre- 
mendously vital role. As a matter 
of fact, progressive insurance com- 
panies, by the very nature of their 
business, forced into always 
bevond direct capacity 
whether they realize it or not. It is 
an inescapable fact that without re- 


are 
operating 


insurance, the insurance business as 
we know it today simply could not 
exist. It would probably stagnate 


and shrivel and become a huge mo- 
nopoly in the hands of few. There- 
fore, we may look on our reinsurance 
as the very breath of our future 
business lives—a basic facility which 
permits us to flourish, to grow, to 
expand and to serve the public bet- 
ter. Since this portion of our busi- 
ness is so vital to our health, it 
behooves us to examine it carefully, 
critically and studiously, to the end 
that we may realize its potentialities 
to the greatest possible benefit to our 
policvholders and, of course, to make 
a profit. It is our moral responsibil- 
ity as well as just plain good sense 
to so understand it that we use it 
and not misuse it. 


We Will Pay Sometime 


It is not my purpose here to ex- 
amine the mathematics of either in- 
surance or reinsurance. There 
simply isn’t enough space to dwell on 
the laws of averages and chance, and 
the calculus of probability. It is an 
engrossing study and sheds light on 
many subjects which time and tra- 
dition have too long tended to ob- 
scure, so Twill content 
myself with making a flat statement 
at this time with the benefit of but 
little explanation, I'll risk contra- 
diction and say that with few excep- 
tions, and I emphasize that there are 
some exceptions, it is a basic truth 
that we cannot escape the lability 
we assume when we issue a policy 
of insurance. 


have to 


In other words, we 
can expect that we will pay, out of 
our policyholders’ dollars, every 
dime of loss which occurs on our 
We may not do it all at 
once, but we will pay it sometime, 
somewhere, somehow, to somebody. 
That’s fundamental number three. 
“If you've issued it, vou've got it” 
is blunt but essentially true. 


policies. 


| emphasized a moment ago that 
The 


tions are those risks which we are 


there are exceptions, excep- 
able to reinsure with another com- 
pany which is willing to accept them 
on exactly the same basis as we do. 
In other words, if we are able to 
reinsure a proportion of any risk 
with someone who is willing to ac- 
cept it on the same basis as if he 
had written it direct, then we have 
come up with an exception. It. ts, 
however, an exception, There have 
heen arguments advanced that cer- 


Best's Fire and Casualty News 


$ 
| : 
| 
| | 
| | 
COMPANYS i799. 
a 
3 


tain catastrophe contracts are also} 
exceptions and I'll agree to a limited | 
extent. However, most of them are} 
not. 

I can hardly ask you to accept this 
basic concept without a high spot or | 
two just to point it up. Reinsurance 
contracts are almost without excep- 
tion individually negotiated on an 
individual basis, and, using pertinent 
individual statistical data, are rated, | 
or contain provisions, which, in ef-| 
fect, practically guarantee that the 
reinsurer will make a profit on our | 
business in the long run. Now 
there's a very important point. Re- 
member, I said that reinsurance con- 
tracts are individually negotiated on 
an individual basis on individual sta- 
tistics and calculated to produce a 
profit to the reinsurer on our busi- 
ness. In other words, the reinsuror | 
is also out to make a profit out of our 
policyholder’s dollar. 


One Source of Income 


On the other hand, in the direct 
business, we sell insurance at a math- 
ematically predetermined rate which 
in the majority of instances does 
not even remotely contemplate 100% 
purchase of liability. In other words, 
we don't expect to make a profit out 
of every single policy we issue. For 
example, it takes something over 
300 years for a rate of $.30 to pro- 
duce $100, the amount of liability 
it will purchase in many instances. 
We make book on it, and we are 
mathematically enabled to do so, but 
we buy reinsurance at rates, or un- 
der conditions, which are calculated 
to return eventually something over 


100% 
experience. This means, of course, 
that we cannot hope to pass on un-| 
profitable experience with no pen-| 
alty. Remember, we have but one | 
sustaining source of income, and that | 
is the policyholder’s dollar. If our 
direct business is profitable, our re- 
insurance should be profitable, and 
if our direct business is unprofitable, 
we can hardly expect any reinsur- 
ance carrier to continue to guarantee 
any portion of a basically losing 
proposition. 


of all losses on our direct 


If we can fairly accept this prin- 
ciple, we are forced to another con- 
clusion which can be regarded as 
fundamental number four, and that 


is that reinsurance, of itself alone. | 
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Fundamentals—Continued 

while it can temporarily get us out 
of trouble, can never keep us out 
of trouble. rn us of trouble 
and it can give us time in which to 
correct the trouble at the point 
where it originates and that is, of 
course, in our direct operations. 


It can wi 


If we accept these four fundamen- 
tals: 
1. We've got to make a profit; 
2. We can make this profit only out 


of our policyholder dollars; 


3. We cannot escape the liability we 
assume when we issue a policy ; and, 
4. Our reinsurance cannot indefi- 
nitely keep us out of trouble, then 
we can only expect our reinsurance 
to actually perform for us two basic, 
necessary functions. 

The first of these is to remove the 
necessity of paying a shock loss all 
at once. We can't hope to pass on 
a portion of our direct business 
with a sigh of relief and forget it, 
that is, unless we can create the ex- 
ception which I mentioned before. 


TRADERS & GENERAL INSURANCE COMPANY 
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They're very few and they're hard 
to create and they're dangerous. For 
our routine daily operations, we 
must calculate that if a loss of any 
kind occurs, we will pay that entire 
loss out of our policyholders’ dollars, 
and if that loss is in excess of our 
direct capacity for the event, then 
we can rely on our reinsurance to 
spread it out so that the immediate 
impact will not seriously impair us. 


Spread Losses 


This, then, should be the first re 
quirement of a sound reinsurance 
program, that it give us reasonable 
additional capacity, and that it 
spread our losses enough to enable 
us to absorb them without immediate 
hurt. Spread our losses not among 
other companies, but spread them 
over our own experience, so that we 
are able to defer payment on a por 
tion of them until some later time 
until those inexorable laws of aver- 
age and chance that rule our busi- 
ness have an opportunity to catch 
up with us. You can call it banking 
facilities if you wish, whereby we 
can borrow today and repay tomor 
row, or deposit today and withdraw 
tomorrow, as the need may be. 

Secondly, we can only expect that 
this process of spreading or deferring 
some of our losses will give us time 
in which to realize that we're headed 
for trouble, 1f we are, and time in 
which to correct it. This is the sec 
ond requirement of an adequate re 
insurance program, Time. If we've 
gone oft the deep end in some of our 
operations, our reinsurance experi 
ence should indicate it and give us 
time to do something about it. We 
surely would be naive, to say the 
least, if we expected our reinsurance 
to continue to take up the slack in 
our own shortcomings. 

With these two points in mind, we 
now find ourselves in position where 
we can ask ourselves a question 
“What can we really expect from 
our reinsurance from a 


practical 
point of view 2” 


We can expect our 
reinsurance to spread our losses thin 
enough so that we can take them in 
any given year, without crippling us, 
even though we lose monev in the 
process, and we can expect our re- 
insurance to warn us of trouble to 
come and to give us time to correct 
it. We can hardly for 


ask more 
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\fter all, we have but one end in 
view. Every single transaction that 
we complete, our every business 
move has but one purpose—-to pro 
tect our financial statement. That is 
our primary concern, our one con 
trolling the ultimate 


that we are all trying to achieve 


motive, goal 
a sound financial statement, and, of 
course, a profit. We cannot but ana 
lvze every problem that arises in 
our othces except in the light of 
this objective 

Since all of us are well enoug! 
versed in private business to know 
that there is no permanent method 
of subsidizing bad management, we 
must realize that our success or om 
failure depends on us and on us 
alone. 


We are engaged in a venture 
t 


which is mathematically certain ovet 
the long pull, but we also know that 
the very mathematical nature of ou 
business subjects it to severe fluctu 
ation—fluctuation that could be seri 
ous and that we can ill afford. We 
must also realize that changing con 
ditions constantly inject new circum 
stances into our business, with in 
herent possibilities that can only be 
determined by time and use. We 
must also realize that these indetet 
minable circumstances could cause 
us a lot of trouble. The only thing 
we actually must have is time in 
which to evaluate them and_ to 
counteract them, should they prove 
destructive, or to exploit them 
should they prove constructive. If, 
then, our reinsurance program can 
provide us with the means of rea- 
sonably leveling off the fluctuations 
to which our business is normally 
exposed, and if it can serve as a 
sure signal to warn us of impending 
change, either good or bad, we can 
not very well expect any more, be 
cause the rest of it is up to us. 


A Management Problem 


Now we might ask what kinds 
and types of reinsurance will do this 
for us. Iam not thumping the tub 
for any reinsurance or for 
insuror. [| 


any re 
will say that any system 
of reinsurance has the inherent pos 
sibility of serving the ends I've out 
lined. When you come to the point 
where you ask yourself this ques 
tion, you will have to decide for 
yourself what you want and how you 


want it. It is a problem in manage 
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advantage 
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One agent collected headlines about large 
verdicts in his town — and mounted them. 


When the rate increase came, he was ready. 


hi 


from the 


‘EW YORK 


ment and should be solved 
vidual management accordins 


own specific situation and | 


There is no cut and dried formula 


\ll types of reinsurance have good 
points and bad points, and I’m not 
going to try here to analyze them, 
1 


or to point out ti 


their flaws Suftice to 


final test can be applied to any re 
insurance program with these ques 


tions: “Does it 


protect mv current 


annual statement against disastrous 


loss?” “Will it point out to me un 
failingly that | am headed for trouble 
if | am?” and finally, and I have 
only hinted at this thought up to 
now, “Am | getting 


for the 


\ alue eived 


time, the monev, and the 

work | am devoting to it 2” 
| throw 

tor thought 


facturer with the idle 


this last at vou as food 


Remember the manu 
machines. Are 
you using your capacity to the hilt, 


or are you paving out good money, 


t 
: to its 
| 
that the 


tinued 


Fundamentals—Con 


time and work for something which 
you don’t need? If so, you are pay- 
ing a profit to somebody else that 
you could well use yourself. On the 
other hand, if you are operating so 
far beyond your capacity that you 
are merely an intermediary for oth- 
ers, you are in danger of becoming 
a broker insuror with 
but significant difference 

you will still keep the liabilities 
of an insuror. 


instead of an 


one \ ery 


Confidently Concentrate 
\ well conceived and a well ex- 
ecuted program of reinsurance will 
enable you to confidently concentrate 


on your direct business, which you 
must make wholly profitable if you 
are to survive. Your reinsurance 
man should be one of your best 
friends. He is one of your ablest 
counsellors and one of your best 
business doctors. He has at your 


disposal a vast store of technical in 


formation and training. He has fa 
cilities and capacities which can be 
tailored to almost any legitimate 
e the only 
one capable of evaluating your prob- 
blems, on 
pends the 


solve 


need, but because vou ar 


you and on you alone de- 
end result. You must 

and varied problems 
you must constantly inquire, 
analyze and evaluate conditions, cir- 
cumstances and possibilities peculiar 
to your own particular situation, and 
nothing could be much more serious 


many 
daily, 


or have such far reaching effects on 
your business as for you to take 
your reinsurance for granted. 
| should like to spend a few min- 
utes now on the practical side of all 
this very pretty theory. While most 
managers, | think, substan- 
tially with what I have said, not 
all of them really realize what the 
non-application of these fundamen 
tals actually can do to them, 
Reinsurance is rated and condi 
tioned to make a profit on our busi- 


agree 


ness, and yet on every hand we see 
reinsurances which 


this atmosphere, 


created in 
but which are dis- 
torted a bit here or conceived a bit 
ditferently there, in the hope that the 
resulting contract will permit, of it- 
self alone, a competitive advantage 
in the field or some other selfish pro- 
cedure which, unprotected, would be 
a bad management practice. We are 
prone to try to use reinsurance as a 
means of guaranteeing 
profit each year, rather than as an 
expansion tank, so to speak, 
while we agree on the 


are 


ourselves a 


and 
principle, we 
are still easy victims of the belief that 
somewhere down the line there is a 
magic fountain that will protect us, 
come what may. The reinsuror, 
however, looks at it in the same old 
way. For example, if we want low 
retentions and high limits, we'll pay 
for them, and there goes some more 
of that policyholder’s dollar that we 
could have kept ourselves. 

Right here is probably the most 
important point | want to make in 
this connection. If we 


under-rein- 


sure on the one hand or over-rein- 
sure on the other, deliberately or 
not, we are in mortal danger of being 
forced into tailoring our business to 
the limiting factors of our reinsur- 
ance, instead of tailoring our rein- 
surance to the demands of 
business. If that happens, 
else is calling 


our 
then 
someone our shots. 
We have tied our own hands, and 
are no longer truly free in our own 
house. 


He Alone Is Responsible 


Somewhere in between these two 
extremes there is a situation which 
will suit each company at any given 
time, and that company manager is 
the only who has the 
knowledge to determine it. 
many things he 
operations, and when he realizes 
full well that he alone is responsible 
for the end result, and when he real- 
izes that no reinsuror will continue 
to underwrite a bad deal, and when 
he realizes that reinsurance will ac 
tually protect him only one year at 
a time, then we'll see him exercise 
fully the management techniques 
which he has learned over the years 
to make his direct business profita- 
ble. We'll see him correct his errors 
in judgment in his own operations, 
where they count. We'll him 
change his underwriting rules, revise 
his capacity charts, r 
line sheets, 


one basic 
There 
are can do in his 


see 


e-arrange his 
raise or lower his reten- 
tions, alter his geographic spread, 
expand or contract his operations, 
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buy or sell office or field equipment, 
experiment with his agency or sales 
plant, pull here, shove there, and so 
on, and so on, 

In short, we'll see him manage on 
the fundamental premise that his re- 
insurance only gives him wider lat- 
itude in which to exercise his own 
talents, and that it will give him 
time to take steps if he’s wrong. 
Time, too, to expand further if he’s 
right. Time to try something new 
and different. Time in which to 
manage, if will. How much 
time, and what for, and at what cost, 
is between management and the re 
insuror, and can be dictated only by 
experience and knowledge, but no 
matter what it is, the manager can 
rest assured it will do him no good 


you 


if he persists in being wrong. You 
see he just can't afford it. 


Individual Operations 


There are many, many things to 


be examined before we can even 
begin to think about an adequate 


reinsurance program for our indi- 
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vidual operations, Questions by the 
dozen present themselves, each de 
manding an answer. What is direct 
capacity? How can it be deter- 
mined? How far bevond it dare we 
write? Should we have prohibited 
rates instead of prohibited risks? 
What constitutes a catastrophe haz 
ard? Just what is a catastrophe? 
Can we underwrite catastrophe 
exposure? How? These are but a 
few, each begetting others like a 
tree begets branches and leaves. | 
certainly cannot answer them all, No 
one man can possibly answer them 
all. Just don’t ever get it into your 
head that what we accept today as 
the foundations of the 
business are so substantial that they 
are inviolable. 


Insurance 


Rapidly changing conditions are 
constantly forcing out new concepts 
and new ideas for analysis and ap 
plication, 


Some. of taken-for 


granted premises, and some of our 


our 


hide-bound traditions are long over 
due for re-examination in the light 
Much re 
search and novel thinking is. still 


of today’s environment, 


to be done, and many better heads 
than mine are constantly domg tt 
continue to do it—all 
aimed at our sole salvation—to make 
the direct insurance business protita 


and will 


Successful rein 


surance is the result of profitable 


ble, continue 


business, not the cause. 


Re-examine Our Programs 


I suspect that too many reimsur 
ance programs have been in extst 
ence for without 
that 


too many reinsurance programs are 


too many years 


significant change. I suspect 
not tailored to individual, specific, 
problems, or needs, but are rather 
something the remsuror has sold to 
management instead of being some 
thing bought by 

that of 


many policyholders’ dollars is being 


management. — | 


suspect too too 
thoughtlessly spent with little or no 
benefit. I suspect that we would all 
do well to re-examine our reinsur 
ance programs in the light of today’s 
conditions and see whether or not 
we have lost track of fundamentals. 
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FREDERIC M. PEIRCE, President 


General American Life Ins. Co. 


OMETIMES IT HAS SEEMED to 
Doan that our institution 1s go 
ing through a period of confusion— 
that companies are not clear as to 
what they want to accomplish; that 
volume — for 
are near-sighted 
in emphasizing price over service, 
and that they are more interested in 
building production than in’ build- 
ing men, Many, I know, have felt 
the net result of all of this was the 
life underwriter getting short shrift. 


they are confusing 


growth; that they 


Perhaps more than many, I have 
had the opportunity to see a num- 
ber of companies in operation and to 
talk to many life underwriters, gen- 
In the 
process, | have formed some opin- 


eral agents and managers. 


ions and much weleome Jack Leav- 
er’s invitation to express those views 
to you this morning 


Rapid Changes 
What of life 


day 


underwriting to- 
and tomorrow ?. First, you will 
that for 


servative 


agree a traditionally con 


institution, events have 


been happening at jet pace in the 


life insurance business. Old tradi 


tions, philosophies practices 
have changed almost overnight. 
We have been seeing new policy 


forms, new price philosophies, new 
underwriting concepts, new ways to 
pay premiums, and new avenues for 
sales. Attempting to assess the im- 
plications of today’s trends and to 
predict accurately what tomorrow 
may be require more occult powers 
than | righttully 


Nevertheless, [I should 


should claim. 
like to ex 
plain what is happening and to give 
you some guesses which are at least 
somewhat educated 

First of all, life imsurance is not 
atford to be immune 


and cannot 
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Today 


and Tomorrow 


It is a very vital mem- 
her of society, playing a major role 


to change. 


in the economic life of our country. 
As such it must be sensitive to 
changes in our economy and to ad- 
just itself as shifts occur, If it 
doesn't, the public may well, like the 
Romans of old, turn thumbs down, 
figuratively speaking, and begin to 
seek other means to obtain the se- 
curity they want and, in the process, 
invite life insurance out of the se- 
curity business. 

Consider some of the changes 
which have taken place in the social, 
and political world in 
which we sell life insurance, and the 
adjustments which life insurance 
has made to meet those changes. 
Back in the 30s, the depression trig- 


economic 


gered on the part of many people 
a feeling of insecurity, intensifying 
their search for job and financial se- 
curity. Fostered by the political 
philosophies of the time, social se- 
curity was born. At the same time, 
there was created an ideal climate 
for the growth of group coverages. 

Came World War II and_ the 
Korean incident, and incomes rose 
sharply. There was full employment 
and a tight manpower supply. Gov- 
ernment costs were high and in 
order to pay that cost, higher income 
taxes became inevitable. Each of 
these, in turn, contributed to the 
fertile ground for mushrooming the 
growth of group insurance 


Tax Exempt Dollars 


The employer was able to use tax 
exempt dollars to buy welfare bene- 
fits for employees in the hope that 
those benetits would help to bind 
the employee to his business. From 
the emplovee’s point of view, group 
insurance provided benetits which 
he needed and which enhanced his 
feeling of security. Whether 
tributory or non-contributory, he 


con 


obtained these benefits at little or no 
cost at a time when his income dol 
lars were being highly taxed. The 
tremendous growth in group insur- 
ance has been an answer to a so- 
cial need which, if not provided by 
life insurance, might well have been 
provided by government. It is here 
to stay and will continue to grow, 
providing a basic insurance coverage 
for most people. 


Increased Prosperity 


During these years, there came 
simultaneously a great increase in 
the prosperity of the wage earner. 
He has sometimes been described as 
the new economic royalist because 
he had more money to spend than 
ever before. What did life insurance 
do to adjust to this change ? 

The combination companies re- 
sponded with greater emphasis on 
monthly debit ordinary and a 
greater drive for the sale of regular 
ordinary. They have and are inten- 
sifying their efforts to train their 
sales organization to serve a more 
debit client with a 
broader need for life insurance 

The ordinary companies awoke to 
the realization that our economy 
was principally a monthly one; that 
the cost of most things most people 
need and use are paid monthly. If 
life insurance was to keep pace, it 


pre yspere 


must devise a satisfactory and eco- 
nomic method of selling life insur- 
ance monthly. The pre-Authorized 
check plan was its answer 

During this period, the national 
health improved immensely through 
the 
scientific advances in occupational 
safety. The result 


new miracle drugs and other 
reduction in rat 
ings, more sub-standard, an increase 
non-medical 


limits, experiment 


with guaranteed issue and the con- 
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MONY means brokers... and their clients 


There’s MONY in mortgage protection 
...with national ads and broker sales aids 
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MONY ads — pretested for sales appeal! 
These dramatic, full-page messages on Mort- 
gage Protection have been tested in advance, 
to make sure they're sales winners! They run 
in Life, Look, Reader’s Digest, Time, News- 
week. And their readership is heavily concen- 
trated among home owners in the middle and 
upper income brackets—your best prospects! 


ORK 


The Mutual Life Insurance Company Of New York, New York, N.Y 
Soles and service offices located throughout the United Stotes and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans, 


MONY TODAY MEANS MONEY TOMORROW! 


MONY + MONEY MONY + MONEY MONY «+ MONEY 


Special MONY broker material— yours free! 
MONY’s “Blessing Now... Burden Later”’ fold- 
er helps you sell MONY Mortgage Protection. 
It explains how MONY Mortgage Protection 
can save a widow thousands of dollars in mort- 
gage interest. MONY’s “It’s In Your Hands” 
folder is a sales aid with detachable business 
reply card. Get your MONY material now! 


FREE SELLING TOOLS FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me 


two Mortgage Protection folders 


Name 


free copies of MONY's 


JNOW ANOW + AJNOW 


AINOW ANOW + AJNOW ANOW + AJNOW ANOW + AJNOW + ANOW A 


Address 


County 
City or Zone 


Brokerage name 


[--------- 
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struction and consideration of new 
mortality tables. 

Science also made rapid strides 
in the development of electronic 
equipment for home office proce- 
dures. Life company 
home offices led business in the adop- 
tion of resulting 
in substantial economies in home of- 


insurance 


these devices, 
hice Operation. 
\s a 


improved 


business, we adopted and 
accident and 
sickness and began to make a tre- 
mendous impact on the disability 


market, initiating the graded com- 


personal 


pensation plan versus the old casu- 


hope that they might be more in 
tune with the public’s present day 
needs. The family policy, specials 
of all shapes and sizes, term riders 
and term policies in a dozen varia- 
tions, and the attempt to perfect a 
variable annuity which might be an 
adjunct to life insurance. 

All in all, I believe life insurance 
companies have done overall ex- 
ceedingly well in adjusting to a 
rapidly changing world. Remem- 
ber, this was not done by concerted 
effort but reflected the total results 
of the work of many individual 
companies. Some experiments will 
not survive; e.g., | believe that as 
the concepts of grading premiums 


alty approach. New and different by size grow, the need for specials 
coverages were devised with the will disappear. It should also be 
- 
\ 


| \ Methuselah lived 969 years... 


and under Occidental’s new GH-2 plan he could have 


i Renewable for life at Azs option 
except on a class basis 


$50 deductible clause. 


prorec 


had hospital coverage for every minute of it. 


(And with proper coverage, he might still be around. ) 


Just look at the protection he would have had 


No premium change 
Lower cost, thanks to the 


As much as $20 per day hospital 


And many other benefits 


But the most important benefit would have been 


Peace of Mind —knowing that he had a hospital plan 


guaranteed renewable. (Even after he 


reached 6S he could have renewed it 904 years! ) 


Your clients may not live as long as Methuselah but 


they should know about our GH-2 plan—just in case. 


OCCIDENTAL LIFE 


Insurance Company of California 


Home Office 


Los Angeles 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 


remembered that the public will not 
accept long those contracts or those 
practices not in their interests. 

Well, this is all very fine, you 
say, but what about the life under- 
writer. What's the score for him? 
in the record, the score has been 
exceptionally good for the institu- 
tion and for individual companies. 
Even during the adjustment period, 
sales have been holding up well. 
Membership in the million dollar 
round table is at an all-time high. 
Company conventions, despite con- 
stantly increasing qualifications ne- 
cessitated by rising costs, are being 
attended by field representatives 
breaking all attendance records. 
Perhaps more significant of all is 
that the average first-year produc- 
tion of new men entering our busi- 
ness has increased each time it has 
been surveyed. Measured by vol- 
ume, at least there is no indication 
as vet that the market has been seri- 
ously affected by current develop- 
ments. 

Furthermore, the potential for 
still greater sales is bright indeed 
Consider this: the American pub 
lic is still greatly under-insured. 
One-fifth of the families of our na- 
tion have no legal reserve life in- 
surance and 21% of our popula- 
tion have no life insurance of any 
kind. It is estimated that 26% of 
all adult males, 40% of all adult 
women, and one-half of the child 
population of our country have no 
legal reserve life insurance. The 
average family owns only $8,300 of 
life insurance, with an average dis- 
posable income of  $5,500——the 
equivalent of about just a year and 
a half’s income. The need for life 
imsurance is greater now 
hefore. 


than ever 


It is greater because it costs more 
to die today. Doctors are more ex 
pensive. Hospitals are more costly 
Unpaid installments are standard 
equipment in every home which, un- 
affected by death, come due with re- 
morseless regularity. It costs more 
to raise youngsters. The prices of 
food, clothing and education are sub- 
stantially higher. Even the good 
humor man charges ten cents instead 
of the proverbial nickel. It costs 
more for mother to live and stay 
home with Junior and Janey. 
Evervthing she uses, needs and wears 
is dearer. How much income has 
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your client provided for mother 
after he is gone in relation to what 
he is giving her today? Just how 
realistic is his program on the basis 
of today’s costs? 

It certainly costs more to send 
a youngster to college. For years 
you and | thought of an educational 
policy for 4 years as requiring only 
$4,000 of life insurance. Today, the 
bill is more nearly $10,000, The 
generation being raised today must 
have a college degree if they are to 
get the proper running start in a 
highly competitive world. An in- 
creasing percentage of them will go 
on for post-graduate work at a cost 
of $3,000 to $5,000. 

Men and women are both living 
longer and needing more income for 
their retirement vears. Social se 
curity, despite the fondness of Con 
gress to increase its benefits, still 
only begins to provide basic retire 


ment mecome, 


The Business Market 


The business market for life in 
surance has a tremendous potential 
We tend to think of it in terms of a 
large business but there are tons 
of thousands of small 
partnerships and proprietor 
ships which need the reassurance of 
life insurance to protect the busi 
life. A mythical Stan Black 
and Joe Smith are partners in a 
dry cleaning establishment. Neither 
one would want the other's wife 


businesses, 


M le 


ness 


lovely, charming girl that she is 

as a partner in the event something 
happened to Stan or to Joe, Noth- 
ing but life insurance can eliminate 
Life insurance for 
sull 


this possibility 
the small 
virgin territory, 


business is almost 

Then there is our familiar friend, 
inflation, which slowly but steadily 
has increased the cost of everything 
people buy and use. It is indeed a 
sorry day when we must take intla 
tion into consideration in 
praisal of the cost of living. To be 
realistic we must. How many life in 
surance programs are predicated on 
today’s cost rather than the cost 
which will apply when those dollars 
begin to do the work for which they 
were intended. 

What is the market? Life insur- 
ance in force at the end of Septem- 
ber was about 450 billion dollars 


our ap 


For June, 1959 


The wage earners of our popula- 
tion had available in taxes about 
one-fourth of a billion dollars. If 
we capitalize this at the modest rate 
of 3% interest, that nets a capital 
sum of 5 trillion dollars. 

What about life underwriting to- 
morrow? I believe there is still a 
tremendous opportunity for the pro- 
fessional career life underwriter. | 
believe that the good lite insurance 


man will continue to be a good life 


insurance man and make a good liv 


ing. There is still a great market 


with a wide variety of needs for our 
service and an inexhaustible supply 
of our product. As long as men find 
it difficult to 
against today, difficult to give up the 
fun of spending dollars today for 
benefits which not until to- 
morrow, just so long will the serv 
ices of skillful, persuasive salesmen 


measure tomorrow 


come 


be needed. The agency system is the 
most method vet devised 
for distributing life insurance. It will 
endure as long as life underwriters 


effective 


eda n the next page 


Now... 


Crown comes to TERM 


with your clients and prospects. 


Yes...Crown's new...all new...1959P S 
rates are value-designed with the consumer 


in mind. 


Yes ...the Term buyer can be covered from 
Yearly Renewable Term right through to Term 
to 70 at low...low...low rates. 


YRT 5 Year 
(conv. 4) 


$4.27 $4.58 


of amount. 


Here is “Fact-astic” Proof! 
Age 35—Basic Cost per $1,000. 


plus P'S only $7.50 annually per policy for handling and servicing regardless 


10 Year 
(conv. 8) 
$5.20 


Term to 70 
| (conv. to 65) 
| $13.14 


And Crown tops commissions too! 


Write your General Agent today for a complete 
“Life Kit” or send in the coupon below. 


When it’s new 
in town 

... it comes 
from 


CROWN 


Name 


Address 


City 


TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 
120 Bloor St. East, Toronto, Canada 


Please send me the Brokerage Life Kit, including your full 
P S Rate Book 


Zone State 
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collectively fulfill their function of 
distributing life insurance benefits. 
It will endure for each just so long 
as they rise to the challenge and the 
opportunity which you have. 

It is said that most men use only 
25% or 30% of their abilities and 
it is the exceptional man who uses 
as much as 50% to 60%. Are you 
content with the knowledge that you 
now possess, or will you want to in- 
crease your knowledge by taking ad- 
vantage of all of the facilities for 
learning which are available to you— 
1..U.T.C., C.L.U., trade Press com- 
pany training facilities—-never con- 
tent with what you know now but 
devoting some part of every day 
to self improvement. 

Do you use your head and save 
your you 
Your before it 
accepts delivery on an_ electronic 
data processing machine, will spend 


feet as effectively as 


might ? company, 


several years in advanced planning, 
or programming as it is called. Why ? 
the most ex- 
pensive and must be utilized to the 
greatest possible extent in order to 


Because machine is 


benefit properly. You are a most 
valuable machine. Do you program 
your own self in order that you may 
make the most efficient use of your 
own talents ? 

How do you rate your skill in 
persuading people to realize the eco- 
nomic problem that they have and 
the perfect solution you have to of- 
fer? In our business we do not sell 
chrome and steel of a beautiful color 
or a fast getaway. Our selling re- 
quires idea appeal rather than eye 
appeal. In order to work most effi- 
ciently, do your skills need further 
polishing ? 

Finally, what do you really believe 
about life insurance—the service you 
sell. Harry Wright, for many years 
a member of the Million Dollar 
Round Table and an outstanding 
life insurance salesman, spent the 
first fifteen minutes of every day 
reviewing the claims he had paid and 
refurbishing his belief in life insur- 
ance. He did so because he knew 
that during that day his belief in life 
insurance would sound in his voice 
and shine in his eyes. He knew that 
his deep conviction had been the 


sole reason he had sold many a 


O 
= LIFE OPPORTUNITIES 
2: FOR 


=: CASUALTY AND FIRE INSURANCE MEN 


== If your premium income is off or 

=: not increasing fast enough to suit 

=: you, write Kansas City Life Insur- 

== ance Company. We can show you 

35 how to build it up quickly. It is an 

= ideal solution now being used by 

= hundreds. 

Cc. W. Arnold 

-- Vice President and Superintendent 

ss of Agencies 

= KANSAS CITY LIFE 2: 
INSURANCE COMPANY 
Box 139 
=: Kansas City 41, Missouri =? 


tough case. He knew that men buy 
life insurance because they loved 
their wives and their youngsters— 
not because it was a dollar a thous- 
and cheaper ! 

What is tomorrow? Tomorrow 
for you and your company is what 
you choose to make it. Men must 
have security. Life insurance pro- 
vides the only certain method of 
achieving true security—and you 
provide life insurance. Just so long 
as men have families dependent 
upon them; just so long as life is 
uncertain and mortality is one out 
of one; just so long will your serv- 
ice be needed. 


LEADERSHIP 


“THE BASIC REQUISITE for success- 
ful management obviously is the 
capacity for leadership,” Lewis W. 
S. Chapman, LIAMA’s director of 
company relations, told the managers 
at the twentieth annual atlantic 
alumni association meeting of gradu- 
ates of Life Insurance Agency Man- 
agement Association schools in 
agency management. “Leadership,” 
he said, ‘transforms potential into 
reality. 

Mr. Chapman reminded his audi- 
ence of the five cardinal rules of 
leadership: Set a good personal ex- 
ample; Give the men under you 
guidance in the performance of their 
duties ; Find out what builds up the 
morale of your men and what tears 
it down; Give them guidance in their 
personal and emotional problems; 
and Motivate them to greater accom- 
plishments. 

Because we are living in a time 
Mr. Chapman said, we 
positive and progressive 
“Our times call for level- 
headed thinking and comprehensive 
management planning,” he said. 
“Life insurance today is at a peak, 
both in sales and in changes. Our 


of change, 
must take 
action. 


research people, projecting sales on 
a conservative basis, predict 100% 
increase in ordinary sales in the next 
ten years. Will our agents be mak- 
ing these This depends on 
our public continuing to like us, out 
public continuing to want to do busi- 
ness with us, our public believing 
they get the best buy and service 
from us, 


sales? 
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The 
Even 
Dollar 
Plan 


Exclusively yours through The Employers’ Life! The Even Dollar 
Plan is a new and welcome approach to Life. The amount of 
insurance is always an even $5,000. The premium is always an 
even amount. The buver has his choice of S10. S15. or S20 
monthly payments which continue to a specified paid-up age, 
according to age of issue and premium selected. At the paid-up age the insured has the option 

to continue monthly deposits in the same amount, and The Even Dollar Plan matures as 

an Endowment at an Optional Endowment Age. The Even Dollar Plan automatically 

includes an unusually liberal Waiver of Premium benefit with no exclusions and only 

a four month waiting period. 


If vou are an Agent who is looking ahead... an Agent who plans ... why not see for voursell 
our exclusive Even Dollar Plan as well as The Employers’ Life complete and competitive 
portfolio with new, unusual and liberal features. The entire program has been designed 
to make it easier for the Agent to sell and easier for the prospect to buy. Of course. 
a special invitation is extended to Agents now representing The Employers’ Group 

_ one of the few nation-wide, full-line Life and Property carriers. 


Employers - 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 110 MILK STREET. BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 
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WHAT THEY 


Compare these building features— 
see for yourself ‘THI 


better 


Protects Renewals — The credits developed under Thico’s continuous level-payment plans 
will assist you in the retention of renewals and in the reduction of flat cancellations. These cred- 
its are applied against the first payment on renewal, thereby providing continuous protection. 


Reduces Insureds’ Balances — You no longer need to advance premiums for your 
insureds, a down payment will place them under the plan. 


Offers Variety of Plans—You are able to offer your insureds the type payment plan 
best suited to their financial needs—monthly, quarterly, or annually. Custom-made plans 
will be developed to meet special requirements. 


Full Commissions Available — You receive entire commissions on ‘‘Home”’ policies upon 
acceptance of agreement. 


Increase Sales —Low-cost budget plans providing small and convenient payments will 
enable your insureds to purchase more insurance protection. 


Thico Takes Over Collections — You are relieved of collection and bookkeeping detail 
after you collect the down payment under the initial agreement. Thico collects all subsequent 
payments, including first payments on renewals, new policies and additional premiums. 


Simplicity of Operation—A simple Premium Payment Agreement is all you are 


required to prepare initially. Complex forms are eliminated and clerical detail minimized. 


Easy-to-read rate tables provide all payment information. The premium amount is all you 
need. The tables do the rest. 


THICO is a great door-opener 
a great sales closer—USE IT! 
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A FACILITY OF THE HOME INSURANCE COMPANY 


ROCKAWAY PARK, NEW YORK BALTIMORE, MARYLAND 


I think the THICO PLAN is un- 
doubtedly the finest plan in our 
business. Also I definitely believe 
it’s a mighty fine sales tool. 


THICO has excellent salability and 

affords great pliability when ar- 

ranging method of payment. It is 

far superior to any other company 
premium payment plan. 


ARTHUR F. Bium GRANVILLE C. Swore 


TUCSON, ARIZONA NORFOLK, VIRGINIA 


I like the PLAN and intend to use THICO PLAN will find a good 
it. I'm pleased to note that The deal of success here in Virginia. 
Home is providing this type of You have so many unique features 
merchandising service. It’s gratify- in your plan, so many additional 
ing to know that our leading Com- benefits, I’m sure it will be a great 
pany will be ahead of the field. success. 


Cart F. MILLER Georce H. Ware 


CLEVELAND, OHIO rn COLORADO SPRINGS, 

THICO has helped us pick up COLORADO 

whole accounts which had previ- THICO PLAN isa wonderful thing 
ously been divided among other s to offer our clients and will increase 
agents. We were quite enthusiastic our volume of business substan- 
when we heard about it, but after tially. We also feel it will be a big 
using it, all we can say is that it’s help in relieving pressure on our 
terrific! accounts receivable. 


M. E. Murpnuy Ropre: K. 


Property Protection since 1853 


alty rance, Fidelity and Surety Bond 
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AUTO RATE CHANGES 


REVISED AUTOMOBILE liability insur- 


ance rates representing an average 
Increase ot 22.6% have been ap- 


Florida. The companies 
had asked for an increase of 12%. 


Ix | 


proved in 


private passenger auto- 
rates filed by the 


mobile lability 
Mutual 


hecame etfective May 6 in 
and Washington 


Rating Bureau 
(Jregon 
result in av 
erage imcreas ot O46 
and 3.7% in Washin 


Revised automobil 


In ()regon 
eton, 

hability and 
physical damage rates hled 
National Bureau of 
Underwriters and the Na- 
\utomohile | 


ociation became effective 


he 


respec- 
tively by thie 
Casualty 


} 
tional 


lerwriters As 
\pril 29 
liability. rate 
ll increase 


broad coverage. 
re rate changes 
tor private 
commercial 
vel les 


vised automolhyl 


bodily injury 


and property damage liability rates 
lor private p: iver automobiles, 
commercial and Divi- 


filed by the 
Rating Bureau 
|. 


same date in 


sion] 
Mutual 


hecame ¢ ttect 


RETARDED 
CHILDREN 


SUPPORT YOUR 
LOCAL ASSOCIATION FOR 
RETARDED CHILDREN 


changes 


Colorado and Wyoming. 
vate 


The pri 
reflect a 
statewide increase in Wyoming of 
3.1% 


passenger revisions 
and no change statewide in 
Colorado, Rates for commercial ve- 
hicles were reduced 10.8% in Colo- 
For 
Division 1 garage risks the rates are 
an average of 5.0% 


rado and 7.2% in Wyoming. 
lower in Colo- 
rado and 6.9% higher in Wyoming. 

New automobile rates have been 
the Saskatchewan 
Government Insurance Office, effec 
tive May 1 
sult of 1958 experience 
plus changes in the Automobile Ac- 
cident Insurance 


announced — by 


The changes are the re 
favorable 


\ct which also be 
came etfective May 1. Limits have 
heen increased from $50 /100 5,000 
toa blanket $100,000, Rates are re 
duced about 10% for three year ac- 
cident-free pleasure cars with no 
driver under 25. Rates are also re 
duced for such autos with one acci 
dent in the past three years but sur 
charges will be levied against those 
with more than one accident during 
the period. the 


deductible on the property damage 


Phe application of 


coverage has been libe ralized to the 
benetit of the insured 

Revised 
rates filed by 


automobile insurance 
the National Bureau 
of Casualty Underwriters and the 
National Automobile Underwriters 
\ssociation for lability and physical 
damage coverage 
come effective May 
Phe lability 


re Spec tively be 
\labama 


ink reased all 


13 in 
rates are 
average of 2.9% for private passen- 
cars and 9.8% for 


commercial 
vehicles and reduced an 


average ot 

risks buying 
Phe changes 
in the physical damage field include 


for garage 


the broad coverage. 


Increases for comprehensive 


cover 


age tor most private passenger cars, 


ng 
reductions for collision premiums 


for private passenger and commet 


aut 


mobiles and reductions in 


rates tor commercial 


auto 


mage 


auton bodily injury 


hability. rates 


automobiles, 


passenger 


commercial automobiles and Divi 
sion 1 garage risks filed by the Mu- 
tual Insurance Rating Bureau be- 
came effective May 13 in Indiana. 
Private passenger rates are reduced 
an average of 5.5% by the new filing, 
Rates for commercial cars are in 
15% and 

those for garage risks reduced 2.0%. 
The revised automobile liability 
rates filed in Pennsylvania on March 
6 by the National Bureau of Casu 
alty Underwriters were approved on 


creased an average of 


May 12. The revisions for private 
cars result in an average increase 
of approximately 17%. for 
commercial cars and trucks are in 
12% and 
garage rates are increased approx 
imately 16% 


Rates 


creased approximately 


LIABILITY RATE CHANGES 


REVISED BODILY injury rates for 
OL&T lability insurance re 
vised storekeeper’s liability rates 
filed by the Mutual Insurance Rat 
ing \pril 
29, 1959 in twenty-seven territories. 
The areas atfected \labama, 
\rizona, Colorado, Connecticut, 
Delaware, 


Bureau became effective 
are: 
District of Columbia. 
Georgia, Indiana, lowa, Maryland 
Massachusetts, Nebraska, Nevada. 
North Carolina, North Dakota, Ok 
Rhode Island, 
South Carolina, South Dakota. Ten 
nessee, Utah, Vermont, Washington, 
West Virginia, Wisconsin, Wvom 
ing, liability rates 
were revised in all these territories 


lahoma, Oregon, 


stoi eKeeper s 


W. C. RATE CHANGES 


\ BILL TO BOOST Workmen's compen 
sation premium rates by 6% above 
an automatic 20% increase caused 
by depletion of the benetit fund of 
the State Industrial Accident Com 
mission has been passed by the Ore 
and the 
Commission a 


Legislature 
The 
monopoly on workmen's compensa 
tion insurance in the state. 

Revised workmen's compensation 
rates filed by the State Workmen's 
Compensation 


von 


sent to 
yovernor, 


Inspection Bureau 
ave been approved in Virginia ef 
Phe 


in an over-all average reduction of 


] 


fective July 1, revisions result 


$ consisting of a redue- 
tion of 5.3! for manufacturing 
classifications, 3° for contrasting 


ind I.S% 


3 
for other classifications 
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in Rhode Island 
changes result in an o 
of 19°) for passenger cars and 25% 
tor both commercial vehicles and 
| 
Insurance 
CAN 
id 
Biel 
Modes 
Revise] 
and property 


REINSURANCE EXCLUSIVELY 


Casually Fidelity 
Surely Sire 
Marine Sines 


COMPLETE AMERICAN PROTECTION 


AMERICAN 


99 JOHN STREET, NEW YORK 38, N.Y. 
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C.P.C.U. Questions—from page 27 


public authority (confiscation, etc.), 
acts of shipper (failure of packag- 
ing, etc.). 


QUESTION IX 


It has been proposed that all in- 
surers on a completely voluntary ba- 
sis include in automobile bodily 
injury policies a clause under which 
the automobile accident victim 
would have the privilege of choosing 


between a schedule of benefits and 
the right to damages. 


(a) Explain fully how this proposal 


(1) resembles, (2) differs from a 


workmen's compensation tmsurance 


policy which includes employers’ li- 
ability coverage. 

(b) Explain fully the reasons why 
it may be argued that the basic prin 
ciples of workmen's compensation 
(1) should, and (2) should not be 
applied to the typical automobile in- 
jury cases. 


FIRE AND GENERAL 
INSURANCE COMPANY 


e REINSURANCE «+ 


“Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 


FIRE CASUALTY TREATY FACULTATIVE 


Charles A. Pollock, President 


CHICAGO 6, ILLINOIS + 309 W. JACKSON BLVD. - WABASH 2-7515 : 
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Answer 


(a)(1) The proposal resembles 
workmen’s compensation insurance 
in that 

i. indemnity may be paid according 
to a schedule of benefits and thus 
may be uniformly related to actual 
injury sustained as in workmen's 
compensation ; 

u. a claimant electing to collect un- 
der the schedule is able to collect 
without proof of negligence and 
waives any right to court action ; 

iii. a claimant has the right of elect- 
ing between the benetits or court 
action, as under elective workmen's 
compensation acts (but see differ 
ence #11 below) ; 

iv. principles of liability are waived 
(such as contributory negligence ) 
on part of claimant as well as the 
defenses of the insured. 

(2) The proposal ditfers from 
workmen's compensation in that 

i. claimant can elect his course of 
action—benetits or suit, whereas in 
compulsory W.C, acts, he does not 
have such a choice. In this proposal, 
the schedule is voluntary rather than 
compulsory ; 

claimant can make his choice 
after the accident rather than before 
as in W.C.; 

ii. indemnity for loss of time or of 
life under W.C. is normally caleu- 
lated to include consideration for 
family and number of dependents ; 
it is assumed that this proposal does 
not provide for such indemnity over 
and above the schedule of benefits 
for bodily injuries ; 

iv. there is no provision in the pro- 
posal for a state body, such as in- 
dustrial commission, to rule on the 
extent of the claimant's injuries. 
(b)( 1) The arguments for using 
the principles of compensation for 
automobile injuries include : 

i. increase in deaths and injuries on 
highways has become a social prob- 
lem, the care of the injured and de- 
pendent therefore has become a cost 
to the state as a whole ; 

il. many consider automobile acci- 
dents inevitable and contend that 
victims should be compensated re- 
gardless of fault. The cost of acci- 
dents 1s a cost of transportation to 
be borne by automobilists rather 
than by victims of accidents ; 

ili. benefits would be more uniform 
in that award would not be subject 
to whim of a jury or influenced by 
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factors not related to the injury ; 

iv. the time required at present to 
process a liability claim often dis 
courages a legitimate claimant from 
pressing a just claim to a fair con- 
clusion ; 

v. court congestion would be de 
creased, thereby accelerating pay 
ment of benefits to injured parties ; 
vi. costs of handling claims and liti- 
gation would be reduced. Greater 
proportion of total cost would be 
received by victims ; 
vii. it would reduce the injustices 
caused by applying the doctrine of 
contributory negligence. 

(2) The arguments against a com 
pensation plan for automobile inju 
ries are that 

1. carelessness 1s encouraged by the 
suspension of lability laws ; 

the circumstances surrounding 
each accident vary so much that it 
would be difficult to establish a sin 
gle schedule applicable to all claims ; 
i. the schedule of benetits would 
he too low and inadequate, or so 
high that costs of automobile labil 
itv insurance would have to be sub 
stantially increased ; 

iV. inequity in the program is inevi 
table with a schedule of benefits, for 
such a schedule cannot measure the 
loss accurately and does not take 
into account age, lost time or occu 
pation of claimant as factors to be 
msidered 

vy. if the choice of compensation or 
suit is to be allowed to the victim, 
as in the proposal, costs of insur 
ance would increase tremendously 
as the claimant with no case or a 
weak one would collect on schedule : 
claimants with good habilitv cases 
would elect to take legal action, and 
consequently every accident) would 
be a claim; 

vi. control over malingering would 
not exist as it does under workmen's 
compensation ; 

vil. the proposal does not deal with 
the basic problems in the field 


prevention of loss of life or injury 
and the elimination of the financially 


irresponsible motorist. 


QUESTION X 


Insurance in both property and 
lability lines is frequently written 
on a specific, schedule or blanket ba 
sis. The terms used, however, have 


tinued on the «* pag 
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INSURANCE GENERAL AGENTS 


UTAH 


ARKANSAS 
| 


Sort Smith. 
SUnset 3-6147 . 214 North 6th St. 
ALEX ARTZT 
Okla. Ark, La. Texas 


THE KOLOB CORPORATION 
Managing General Agents 
Uteh, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


241 South Sth East 
Salt Loke City, Utah 


COLORADO 


WEST VIRGINIA 


RITTER GENERAL AGENCY 
Gas & Electric Bidg. 


DENVER, COLORADO 
COLORAVO WYOMING NEW MEXICO 


ALFRED PAULL & SON, INC. 
Supervising General Agents 


For Over 50 Years 
HAWLEY BUILDING WHEELING W VA 


FLORIDA 


CANADA 


HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 


Robert Howard J M. Williams J A Carmody 
Oliver W Mines 


ROBERT HOWARD & CO., LIMITED 


Established 190! 
INSURANCE BROKERS 


CANADA CEMENT BLOG 
MONTREAL, QUEBEC 


LOUISIANA 


BUSHNELL and COMPANY 


GENERAL AGENTS 
BOLDEN BUILDING 


ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 


TRANS CANACA 
ASSURANCE AGENCIES INC. 


Lioyd's Correspondents 


REINSURANCE AND SPECIAL RISKS 
1231 Ste Catherine St West 
Montreal, Canada 


MONTANA 


FIRE — CASUALTY — AUTOMOBILE 
INLAND MARINE 
WORKMEN'S COMPENSATION 
WESTERN INSURANCE AGENCY 


Complete Facilities for Handling Surplus 
and Excess Lines 
P.O. BOX 523 HELENA, MONTANA 
225 POWER BLOCK TEL. Hi—2-5770 


REDMOND and SHAUGHNESSY Ltd. 


SERVING AMERICAN BROKERS 
FOR OVER 25 YEARS 


276 St. James St. W., Montreal 


NEW JERSEY 


A. W. MARSHALL & CO. 


MANAGING GENERAL AGENTS 
744 Broad St. Nework 2, N. J 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 


Tel.: Mitchell 2-0963-4-5-6-7-8-9 


Stewart, Smith (Canada) Limited 


630 Sherbrooke St. West. Montreal 
Branches: Toronto, Vancouver 
Agents and Brokers for 
Insurance and Reinsurance 
Associate Offices at 
116 John Street, New York 
Board of Tra ark m rilding, Chicago 


Stewart, Smith & Co., ‘ie ted, London, England 


TEXAS 


T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


A. E. WILSON & COMPANY, LIMITED 
Lumsden Bidg. Toronto 


Insurance Service 


Throughout Canada 


C.P.C.U. Questions—Continued 
and 
liability as 
compared with property insurance. 


a different connotation 


ditferent 


serve 
purposes in 


(a) Compare and illustrate the dif- 
the on the 
three bases in liability as compared 


ferences in coverages 
with property insurance, 
(bh) What specific liability hazard 
coverages would be needed to dupli- 
cate, as nearly as possible, the cov- 
erage of a comprehensive general 
liability insurance policy? Explain 
specifically, and, if any coverages of 
the comprehensive general policy are 
optional, indicate this in your an- 
swer 

(c) ‘What coverages of the compre- 
hensive general liability policy can 


PENSION 
CONSULTANTS 


JOSEPH FROGGATT & CO., INC. 
CONSULTANTS 

EMPLOYEE BENEFIT PLAN 

ACTUARIAL EVALUATIONS 


74 TRINITY PLACE, NEW YORK 6, N. Y. 
WHitehall 4.7440 


HARRY S. TRESSEL 
& ASSOCIATES 
CONSULTING ACTUARIES 
INSURANCI PENSIONS 
10 SOUTH LA SALLE STREET 
CHICAGO 8, ILLINOIS 
FRanklin 2-4020 


WOLFE, CORCORAN & LINDER 


CONSULTING ACTUARIES 
PENSION CONSULTANTS 


116 JOHN STREET, NEW YORK, N. Y. 


WOODWARD and FONDILLER, 
INC. 


CONSULTING ACTUARIES 
PENSION CONSULTANTS 


200 West 457th St 
417 South Hill St., 


NEW YORK 19, N. Y. 
LOS ANGELES 13, CAL. 


WOODWARD, RYAN, SHARP 
& DAVIS 
PENSION CONSULTANTS 
& ACTUARIES 


55 BROADWAY, NEW YORK 6 
Telephone HA 2-5840 


not be obtained under specific 
liability insurance policies? Ex- 
plain 

Answer 


(a) The difference basically is that 
a fire policy is specific, schedule, or 
blanket with respect to different 
items of property or locations to be 
insured, whereas a liability policy is 
blanket with 
respect to the causes of loss against 
which insurance is written. 

In fire insurance, the perils in- 
sured against are the same. But a 
specific fire policy insures one item 


specific, schedule or 


(such as a building, or its contents, 
or a single location); a schedule 
policy insures two or more specific 
items in a single contract, each item 
being insured specifically (such as 
a schedule of schools, or the con- 
tents of manufacturing buildings A, 
Band C); a blanket policy provides 
a single limit of coverage applying to 
two or more items, classes of prop- 
erty or locations (such as insurance 
on the main building and branches 
of the bank, or a_ single 
amount of insurance applicable to 
the contents of all the buildings of a 
manufacturer ). 


county 


In liability insurance, the subject 
of insurance would be the same 
But a 
specific lability policy would insure 
only a single hazard (such as the 
elevator hazard) ; a schedule policy 


the liability ef the insured. 


would combine two or more hazards 
in a single contract (such as the 
Manufacturer and Contractors Lia- 
bility policy insuring the premises- 
operations, 


elevators, independent 


contractors, products completed op- 


erations, and/or contractual haz- 
ards); and the blanket policy 
insuring all liability. hazards for 


which a specific premium is charged 
except those specifically excluded 
by the contract (such as the Com- 
prehensive General Liability policy 
of the “bureau” companies or cer- 
tain “blanket” liability policies of 
independent insurers ). 

(b) To secure the coverage of CGL 
policy it would be necessary for the 
insured to purchase the following 
specific bodily injury liability cov- 
I (Property damage lability 
coverage is optional. ) 


erages: 


(OLE 


1. Premises-operations 


M&C) 


or 


2. Elevator 
3. Products—completed 
4. Owners (structural 
new construction, demolition) or 
Contractors (independent contrac- 
Protective 
5. Contractual liability 

Of these products- 
completed operations and contrac- 
tual liability are optional under the 
rules for the CGL policy. 
(c) The use of separate specific 
coverages with their separately ap- 
plied exclusions would not cover 
the following hazards which are as- 
sumed by the CGL policy: 


operations 
alterations, 


ors) 


coverages, 


1. The “unknown” exposure. The 
specific contracts cover only the li- 
ability hazards described in the con- 
tract, while the CGL covers expo 
which the insured is 
unaware at the time. 

2. The new exposure acquired after 
the policy is issued and which has 
not been specifically insured is au- 
tomatically picked up by the CGL, 
without time limit or obligation to 
report the change within a specified 
time (as for example, new elevators 
within 30 days on the OLT policy). 


sures of 


QUESTION XI 


“There are important structural 

and operating differences among the 
various insurer types, but structure 
is of no importance if there is a rec- 
ord of equitably allocated cost, good 
services, and adequate financial 
strength.” 
(a & b) Most of the structural dif- 
ferences among the various types of 
insurers are the result of require- 
ments established by the various 
states for the organization of such 
insurers, Describe the general na- 
ture of these requirements for (1) 
insurers; (2) advance pre- 
mium mutual insurers, and (3) re- 
ciprocal exchanges; and explain the 
purposes of such requirements. 


stock 


(c) Outline briefly the marketing 
(production) organization pattern 
which is characteristic of the prop- 
erty-casualty insurance business. 

(d) What areas of property and 
casualty insurance have been 
ceptible to relatively important 
changes in the marketing pattern in 
recent years? Explain these changes 
and indicate why they have devel- 
oped in the areas you mentioned. 


sus- 
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Answer 


(a & b) While the requirements for 
organization of insurers vary some- 
what from state to state, the general 
requirements may be summarized as 
follows for the three types of insur- 
ers mentioned : 
(1) Stock insurance companies 
must be licensed to transact  busi- 
ness in the state by the insurance 
commissioner or department. To be 
licensed, a stock company is required 
to have paid-in capital (with mint 
mums established for certain lines 
and with an aggregate of individual 
line requirements for a multiple-line 
operation) ; paid-in surplus, usually 
50% of paid in capital ; deposit of 
securities, usually not less than the 
nunimum capital requirement in the 
state; and with limit on maximum 
single risk (allowing for reinsur 
ance) of 10° of policvholders’ sur 
plus. 
(2) Advance premium mutuals 
must likewise be licensed. To be 
licensed, a mutual company in gen 
eral is required to have a guaranty 
capital or paid-in surplus; deposit 
of securities similar to a stock com 
pany; minimum number of mem 
bers, policies, and separate risks ; 
and with paid-in premiums, usually 
50% of the annual premium for the 
line with the lowest minimum or the 
aggregate of the minimums for all 
lines. The maximum single risk is 
usually limited as for stock insurers 
to 10% of paid-in surplus. 
(3) Reciprocal exchanges are like 
wise licensed and although operated 
through an attorney-in-fact, they 
meet requirements similar to stock 
insurers: minimum paid-in surplus 
the same as for stock companies ; de 
posit of securities, usually twice the 
requirement for stock insurers; one 
paid-in cash premium; a minimum 
of separate risks, usually 25; and 
with maximum single risk as for 
stocks and mutuals. 

The purpose of these minimum 
requirements, which it is noted are 


almost entirely minimum financial 


standards rather than managerial, is 
to imsure solvency. The licensing 
requirement exists for the purpose of 
effecting control and taxation of the 
insurer by the state government 

(c) Three basic marketing organi 
zation patterns are now characteris- 
tic of the property-casualty busi 


ness: agents operating through the 


noued the ney 
3 


The coverage is broad and 
the field is a big one, with a good 


profit potential for the agent 


One of the broadest policies available today is the Garage 
Liability Policy. It covers automobiles owned and operated by 
the garage in connection with the business; it covers non-owned 
and hired automobiles operated in connection with the business; 
it covers the general liability hazards of premises, operations, 
products and completed operations, and elevator liability; it 
covers medical payments arising out of the premises and oper- 
ations hazards; it can cover the insured’s legal liability for 
damage by collision to property in his care, custody or control. 

All of this coverage can be afforded under a policy which uses 
the single premium basis of payroll and which involves no 
complex schedules. 


Here is a field worth looking into. Write to us if you 
are interested, and a qualified representative will 
call and discuss it with you in detail. 


THE OHIO CASUALTY 
INSURANCE COMPANY 


HOME OFFICE, HAMILTON, OHIO 
43 BRANCH OFFICES FOR FAST, EFFICIENT SERVICE 


Home Office jurisdiction: Aurora, IIl., Chicago, Cincinnati, Cleveland, Columbus, Dallas, Dayton, 
Denver, Des Moines, Detroit, Grand Rapids, Indianapolis, Kansas City, Lansing, Mich., Louisville, Mil- 
waukee, Minneapolis, Oklahoma City, Orlando, Fla., Toledo, South Bend, Ind., Springfield, Ill. Eastern 
Department, 1607 Broad-Locust Bldg., Philadelphia 2: Baltimore, Haddon Hts. N. J., Harrisburg, 
Newark, Philadelphia, Pittsburgh, Scranton, Washington. Pacific Department, 208 W. 8th St.,Los 
Angeles 14: Compton, Fresno, Inglewood, Long Beach, Los Angeles, No. Hollywood, Oakland, Pasa- 
dena, Portland, Riverside, San Diego, San Francisco, Seattle. 


~~ 

¥ 


C.P.C.U. Questions—C 


ntinued 


American agency system, brokers 
and direct-writers. 
In the 


insurance 


American agency system 
is marketed through in- 
dependent local agents, not company 
employees, who are remunerated for 
thet 


services by a commission on 


Phe 


agent has a con- 


business produced 
| he 


tract with the companies he repre- 


agents own 
their renewals. 


sents, and is permitted to represent 


more than one company. 
In the system there are found also 
general agents and regional agents 


who have responsibility for produc- 


tion in larger areas, frequently 
employing their own sub-agents. 
Contact between the insurance com- 
panies and the actual producers 
(general agents or local agents) ts 


maintained 
or cle 


cial agents and representatives who 


through branch offices 


partments and a corps of spe- 
are salaried company personnel but 
who do hot deal 


merchandising 


with in- 
insurance 


directly 
sureds in 


coverages 


Represent the Insured 


Brokers represent the imsured 


rather than the msurer, and are not 
tied by contract to anv insurance 
company. Remuneration is by con 
nussion at a orate lower that 
paid to agents. Urokers are inde 
pendent and free to place insurance 
risks where they can secure most 
tavorable form and pr 


The direct-writers produce busi- 
ness through salaried employees, or 
through agents who are permitted 
to represent only the particular com- 
pany in question. These represent 
work from. sales 
headquarters in supermarkets, chain 
mail-order and discount 
houses and use many of the methods 
of distribution which 
such markets a feature 
20th Century. The 
ployee of the direct writer is com 
nussioned or salaried, 
belong to the 
pany. 
(d) The 


changed 


atives frequently 
stores, 


have made 
of the mid- 
solicitor or em- 


and renewals 
direct-writing com- 
marketing has 
mainly 


pattern 
because of the 
growth and impact of multiple-line 
underwriting, the introduction of 
techniques chietly 
direct-writers ; 
trend toward account 
selling and the development of risk 
management. 


new marketing 
initiated by the 


a marked 


and 


In multiple line underwriting, the 
better 
such contracts 


have products to 
as the 
coverages, the 
automobile policy, the 
block policies 


chants and dealers forms 


producers 
sell i 
owners 
family 
commercial 


home 
and tenants 
mer 
The mod- 
ern package policies more completely 
meet the needs of insureds and have 
a greater appeal to the mass markets 
and a price-conscious public. 

The market 
ing techniques, the inroads of direct 
writers on the 


introduction of new 


mass markets, par 


ticularly in the insurances required 


by the average householder such as 


we LOCUS atenition 


on Bure 


automobile, dwelling and contents 
and personal lability have stimu- 


lated all production efforts and ev- 


ery operating economy by the 
insurers consistent with — efficient 


management in order to remain com- 
petitive in price. The direct-writers 
target for the traditional 
stock and mutual insurers to meet 
in order to remain competitive 


have set a 


Account-selling 


The trend to account-selling and 
risk management, originally 
fined almost entirely to large 
mercial 


con- 
con 
moved 
toward the mass market for personal 
risks. Modern policies 
such as the Homeowners and_ the 
Comprehensive Dwelling policy 
have made it economically practica- 
ble for the broker to pro- 
all the insurance needs of the 
middle-class homeowning population 


operations, — has 


package 


agent or 
vide 


concentrated as much of it as is in 
the suburbs and new housing devel- 
opments of urban America. Insur 
ance marketing has started to 
decentralize, to solicit personal risks 
by specially trained personnel, and 
to provide the 
sional service. 


best type of 
Finally the 
the risk manager 


profes 
status of 
for business con 
cerns and of the insurance agent has 
heen enhanced in the growth of pro 
fessional skill, aided and encouraged 
Pos 


last ten 


by professional organizations. 
sibly the chief event of the 


vears has been the gradual disap- 
pearance of the 


“policy peddler.”” 


We always keep our eye on the needs of our agents. 
They depend on us to concentrate on their problems. 


That’s why our agents are 


so successful. 


MAIN OFFICE . 


Fire CASUALTY INSURANCE Co. 
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London 


ALBERT A. MOREY cumstances it naturally happened — single document it n vertheless con 
Director, Marsh and McLennon frequently that the value of a cargo — stituted a number of separate con 
Chicago, Illinois or vessel which had to be insured — tracts between the owner on the one 


Was very much greater than the hand and. on the other hand. each 


LTHOUGH THE NAME of Lloyd's amount which any one of these indi of the different insurers who signed 
is widely known not only here in 


the United States but in all civilized 
communities of the present day, it is 


vidual insurers was prepared to haz- the policv——“each for his own part 


ard on a single venture and not one for another.” Each in 


: hae Chus, it would otten come about surer, when signing or as was gen 
sate to say that the vast majority that an insurance was divided be- erally known as subscribing his 
ot individuals if asked “What. is 


Iloyd's 7" could say little more than 


tween a number of ditferent individ- name at the foot of the policy, set 


ual insurers, but, of course, each of against his name the particular 
these separate msurers was only re amount which he had agreed to in 


that it is some kind of organization 


that has something to do with insur 
ing shipping—or insuring twins—or 


sponsible for the particular amount sure. From the practice of so sign 


which he individually had agreed to ing their names at the toot of the 


ag 


inst rain at an outdoor attair— or 
getting a gorilla from Africa to a 
Texas Zoo. Others could also be 


hazard—in other words. the owne1 policies these insurers came to be 


1 


of the cargo or vessel which was to known as “underwriters,” while the 


be imsured entered into a separate Insurance business whicl they car 


counted upon to describe it, quite 


contract with each of the individuals ried on came to be spoken of as “un 


incorrectly, as “the Insurance Com who were granting him the insur-  derwriting.” 

pany” with whom a person can in ance. Although an owner might thus 

sure against anything. Even in view have entered into separate contracts ale 

of repeating something that is pretty with a number of different individ A Central Organization 

well known T will point out a few ual insurers, it would obviously have Back in the sixteen hundreds 

things of the past before getting on heen unnecessarily cumberseme if, in there were no ofticial centers in 

to the present day brouhahas, head connection with these contracts, all which to carry on these negotiations 
¢ aches, frustrations and nervous heing on identical terms as to pre such as Exchanges, et al.— and 

breakdowns of Underwriters, Lon nium and conditions, each separate representatives of the firms or own 


don and U.S. brokers 


insurer had been required to sign a ers-—or the owners then selves, cir 


separate — policy Consequently, it culated around obtaining signatures 
e . . Was customary tor the terms and Naturally, they gravitated to a com 
At First a Sideline se 
conditions of the insurance to be set. mon meeting place- and this is the 
Approximately two hundred and out on a form of policy which was so first time in our present dav eciviliza 


seventy vears ago the seeds were 


worded that although it was but a tion wherein we hear of the cotter 
planted that have now grown into break.” 


Such a meeting place was a 


~ 


the modern day Llovd’s as we view 


cottee house kept by one Kdward 


it. It is quite clear that marine in 


Llovd, Coffee-Man. first. in lower 
Street, London, then. later on, at 


Lombard Street. By 1735 Lloyd's 


surance was an established type of 
undertaking in England considerably 
earlier than the vear 1600, but it is 
equally evident that in those days, 
and, indeed, for long afterwards, it 


Cottee House was detinitely the in 


surance center of the world, and by 


1750, the influence of the under 


was far from being a specialized 


writers frequenting Lloyd's Coffee 


business or profession. There seems 
little doubt that in the davs of which 


House dominated the world of mia 


rine msurance \long about 1760, 


we are speaking most merchants and at the time this group was coming of 


others who required marine insur 


ave, they published the very. first 


m ance to protect their cargoes or ves Register of Shipping but published 
sels obtained this not from companies it under the auspices of a new tith 


or persons whose primary business 


for the group-——nam SOCTELY 


was the granting of insurances. but 


of Underwriters. This retlected the 


rather from individuals such as other 


new thinking that was coming about 


merchants who from time to time ac 


These underwriters, while still 


cepted insurance risks as a sideline trading as individuals “each for his 


to their main business, In such cir What is it 
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ved 


Owl part and not one for another,” 
were nevertheless beginning to rec 
ognize the need for the formation of 

central deal 
with matters affecting their mutual 
interests. Such recognition took 
practical form in 1771 when the 
business carried on by proprietors 


some organization to 


handed together to create an all-im 


portant change in the whole position 


and thinking of these proprietors. In 


that year, seventy-nine merchants, 
underwriters, and brokers joined to- 
gether and agreed to pay one hun- 
dred pounds each into a fund which 
was to be held in the names of a 
Committee and employed for the 
purpose of securing more suitable 
premises in which to conduct their 
business. Thus, for the first time, 
came into existence a definite body 
of individuals primarily concerned 
with underwriting and having prem- 
ises which, though known as New 


A NEW GROUP NAME FOR A KNOWN GROUP OF COMPANIES 


FINANCIAL 
GENERAL 


Insurance Group 


7 George Olmsted, Chairman, announces the adoption of a Group name, 
Financial General Insurance Group, for seven companies which have 
united to offer greater business security for independent local agencies 
and greater financial security for policyholders. No other Group pro- 
vides a wider range of facilities or better service than 


Hawkeye-Security Insurance Company 


Auto, Casualty, Fire, Bonds 


United Security Insurance Company 


Low-Cost Auto Insurance 


Northeastern Insurance Company of Hartford 


Professional Reinsurance 


United Security Life Company 
Life, Accident & Heaith 


United Services Life Insurance Company 


Life Insurance for Service Officers 


Bankers Security Life Insurance Society 


Ordinary and Credit Life Insurance 


First Insurance Finance Company 
Premium and Auto Financing 


MEMBER OF 


Look for this Symbol in their Advertising: 


FINANCIAL 
GENERAL 


Insurance Group 


DES MOINES 7 


Lloyd's Coffee House, belonged to 
the subscribers—underwriters, 
stead of to just a Coffee-Man. 
Although the Committee was first 
set up to secure the new premises, it 
was natural, after taking possession 
of these premises that a Committee 
should still be maintained in order 
to deal with various questions aris- 


in- 


ing out of the occupation of these 
premuses and the business which the 
subscribers carried on therein. 

During the intervening vears be- 
tween 1771 and 1959 more and more 
powers have been vested in the Com 
mittee which gradually came to 
acquire a position of very real im- 
portance, until it is now a governing 
body in the community of subscribers 
by whom it is elected. At the same 
time, it has always been—and_ still 
is--a basic principle that the Com- 
nuttee must be guarded in taking any 
action which might tend to restrict 
or interfere with the right possessed 
by every individual in this commu- 
nity to transact his own business in 
his own way. 

\s the Committee gained sta- 
ture and the many under- 
writers of vision sought to bring in 
rules requiring members to provide 
guarantees of their financial respon- 
sibility or to make deposits with the 


power, 


Committee. The opposition was not 
only stubborn, but quite vocal at 
times, for some felt that such a regu- 
lation and mandatory provision 
smacked of dictatorship and was an 
atfront to their dignity and honesty. 
Nevertheless, and notwithstanding 
this opposition, it eventually became 
the custom in electing new members 
to require such members to put up 
a deposit of five thousand pounds on 
their election. 


A Definite Society 


Compared with present-day regu- 
lations, this does not appear very 
unpressive but the bringing in of 
this rule had 
quences. This came about in 1870 
and in addition another change took 
place the 


far-reaching conse- 


same vear—which was to 
prove so beneficial to the strength of 
Llovd’s as we know it todav. The 
members of Llovd’s found out that 
thev did not have the power to expel 
one of their members if his conduct 
fell short of the standards of the 


community. In order to correct this 


Best's Fire and Casualty News 


> 
122 


position, the Committee and all the 
remaining members decided to apply 
for an Act of Parliament which 
would enable the Members of 
Lloyd's to constitute themselves as 
a definite Society recognized by the 
Legislature, with statutory powers 
to make its own by-laws, able to ac- 
quire for itself real as well as per- 
sonal property and ina position to 
do all acts in its Society or Associa- 
tion name—in the form of the Cor- 
poration. 

\s Llovd’s became increasing] 
important to world-wide insurances 
and at about the turn of the present 
century another development took 
place to give added strength to this 
group of underwriters and policy 
holders. This step was known as the 
\udit. Before this time little outside 
supervision of any type per- 
nutted and some of these chaps went 
merrily on their way doing things 
out of order until disaster overtook 
the underwriters—and their names 
in the syndicates. To appreciate the 
importance of this change one need 
only consider the unique position of 
a Llovd’s name. When a man be- 
comes an underwriting member and 
a Name, he accepts as he always has 
unlimited liability 
stakes everything he has 


accepted and 
on what ? 
Qn the prudence, honour and ability 
of the man who will be underwriting 
for him. He himself has no under- 
writing skill or experience and usu- 
ally he has, at best, but a general 
notion of the kind of risks the agent 
is going to take in his behalf. He 
probably has, by agreement, a right 
to examine the underwriting books 
at such times as may suit the agent's 
convenience, but the right in prac- 
tice is seldom if ever exercised, and 
if Names did start examining the 
books in numbers thev would learn 
very little and the result would be 
chaotic. It is the same as with any 
other business—namely, to be prop 
erly understood almost every com- 
mercial balance sheet needs explana- 
tions from inside the business and to 
that general principle Llovd’s under- 
writing accounts are not an excep 
tion. 

The audit is no guarantee for the 
Names of the syndicates that thev 
will have good results and hand 
some profits. That has never been 
claimed for it. But it is an assurance 
that every vear the accounts will he 
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American Equitable Assurance Company 
| of New York | 
Organized 1918 


| Globe & Republic Insurance Company of America 


Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


Incorporated 1832 


| 
| New York Fire Insurance Company 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


examined by an expert provided with 
a mass of information about his or 
their underwriting; and once that 
expert's certificate has been deliv- 
ered he 
satisfied 


or they 
that actual and 
prospective, are covered by the as- 
sets already in his or their trust fund 
or funds. If things are bad and the 
Name or Names cannot get the cer- 


may be reasonably 


all losses, 


tificates without drawing a cheque 


to bring his funds up to the audit 


level, he will naturally be disap- 


pointed. But let him be grateful that 
the demand comes when it does and 
is not postponed till required checks 
have risen to many times their pres 
ent figure. Of all the expenses that 
an underwriting member of Lloyd's 
pays for the privilege of being an 
underwriter, not one from his own 
point of view gives better value for 
money than the auditor's fee—and 
strength and 


policvholders | 


certainly it adds to the 


protection of will 
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~ 
| 
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| 
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lave more to say about the audit and 
the Syndicate later on 
when | will try and cover the situa- 


Roy lance 


tion in detail 


The American Market 
\bout this time— 1908-10-12. and 


up until the first world war. under 


writers Lloyd’s premiums and 
profits were reflecting a substantial 
increase, although it was in 1912 
that the Titanic went to the bottom, 


Which resulted in one of the heaviest 
single marine losses ever suffered by 
the Lloyd's market. It was also dur 
ing these vears that underwriters be 
another 


\met 


many changes were taking place 


gan experiencing piece of 


vood fortune ica Was growing 
were about to take place that 
would bring millions of pounds to 


the non-marine underwriters. The 
automobiles were beginning to take 
over the highwavs— jewelers and 
diamond merchants insured their 
stocks bankers covered their secu 
rites and their liabilities with 
blanket policies millionaires in 
sured against damage done to valua 
ble onl pamtings millionaire’s 
wives covered their pearls and dia 
monds and it was once said malt- 


ciously that in New York there was 


not one lady of easy virtue whose 
sin-worn jewelry was not covered 
by some syndicate of Llovd's. In 


course of time film producers in 
sured against the illness of their 


stars which nught bring the shoot 


Mg ob an expensive picture toa dead 
end also the st ims themselves were 
insured against personal injury and 
the consequent fall the screen 
value of a handsome face or an at 
tractive pair of legs. The United 
States was growing at a terrific pace 
and for the ne Xt tour decade Ss \mer 

wanted what underwriters had 
to sell-—broader protection at a 
cheaper cost such coverages 
could be purchased from U.S. or 
other world-wide insurers. When 
the and other COMPA s bowed 


their backs on writing certain covers, 


I.lovd’s usually stepped in and took 
the risk. Orders came quickly and 
London brokers became well known 
“hucksters” from coast to coast 
\fter World War One insurance 


on aviation risks became necessary 


and these writings have increased by 
leaps and bounds and especially 
the end of World War Two. 


again, during the past forty 


since 
hen 
years or so new insurance companies 
were springing up all over the coun- 
try and these companies needed re 
insurance or excess of loss covers, 
et 
good market and these companies 


al. [Llovds became a great and 
including many of the older compa- 
nies, beat a path to Underwriter’s 
door in London, 

ne of the most interesting devel- 
opments Llovd’s long suc- 
cessful history has to do with the 
of the American Trust 
Fund in 1939 for it is a milestone in 
Lloyd's With the 


clouds breaking over Europe 


formation 
history. war 
and 
with so much of their premium vol- 
ume coming from the United States 

and with the fear on the part of 
many in the United States as to just 
what would happen if war came and 
Hitler overran 
england 


europe, 
Underwriters 


including 
knew that 
some Way would have to be found 
for putting the dollar premiums once 
and tor all outside the grasp of the 
British Treasury. It was mandatory 
that Underwriters together with the 
British Government set up a system 
so that the American broker would 
he ina position to tell clients that no 
British official, no British subject, 
no one under the jurisdiction of Brit- 
ish law had the power, with or with 
out the consent of Underwriters. to 
divert Llovd’s dollars from the set- 
tlement of American claims. The 
plan was that all U.S. dollar prem 
ums should be taken right out of the 
ordinary premium trust fund of each 
Underwriter and paid into a separate 
fund in America. However. the 
principle of individual underw riting 
and individual liability would not be 
affected and each underwriter’s af 
fairs would 


remain separate-—each 


for himself and not one for another 


Before the War 
instrument 
\merican Trust 


Was 


constituting the 
Fund of ea 
drawn 
trustee 


] 


un 
derwriter up and 

appointed 
Bank balances were transferred and 


an 
American was 
a few davs hefore the outbreak of 
war in 1939, the machinery began to 
and it has been running quite 


smoothly ever since. All during the 


days of World War Two 
security reasons 
United States large 
risks~—small risks—all types of risks, 
were placed in London without dis- 
closure of a single fact that might 
in any conceivable situation be of 


due to 
and requested by 
Intelligence 


help to the Germans. Underwriters 
solved this by setting up a bureau in 
New York City wherein the details 
of a risk were correlated and di 
then a skeleton cable would 
be drawn to underwriters identifving 


gested 


risks by a reference number and only 
giving the barest of details nothing 
on where the risk was located or 
what the nature of the industry was 
It worked—and worked beautifully 
This procedure was set up for both 
marine and non-marine risks and in 
respect to nothing 
Was mentioned in any way respecting 


marine covers 


the ship's name 
and 


the nature of the 
Code numbers 
were used to enable Underwriters to 
keep some check on the size of their 
lines to 


cargo vovage 


avoid over-commit 


ments. 


Policy Signing Office 


Now a word or two about the Pol 
icv Signing Office that was finally 
set-up by Underwriters in 1916 
long after it was needed. For years 
on end the London brokers’ clerks 
swarmed and struggled round the 
signing boxes, searching for their 
particular policies in wire baskets, 
grabbing them when found and ear 
rving them along to other boxes un 
til the of signing was 
completed which could take weeks 

and perhaps sometimes months 
Incidentally, 
reached 


process 


when these policies 


\merica thev looked as if 


they had been constanth dragged 
around the floor-—for thev were 
dirty and dog-eared— sometimes 


fifty to a hundred different signing 
all working at top 
thumped and hammered a hundred 


clerks speed, 
or more different rubber stamps on 
the paper. Today the Policy Sign 
of the 
for it is a 


ing Office is an integral part 
dav-to-day procedure 


part that belongs to all the under 


writers in common and has been 
authorized by them all to act as their 
agent for signing of their names 


Policy Signing Office has been 
responsible for speeding up the proe 


pa 
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esses—relieving underwriters and 
their staff of tremendous details and 
pressures—and brought about bet- 
ter-looking policies. 


The Present 


So much for the past—and now 
on to the present. The total num- 
ber of Lloyd’s Underwriters, active 
and inactive, is approximately 4,600 
(1958) and of this number, it is es- 
timated that approximately one-third 
are ‘‘working members’’—those who 
are actively engaged in the under- 
writing of the business. This num- 
ber mentioned is not official. The 
Committee at Lloyd's consists of 
twelve members of whom three re- 
tire by rotation each year. The pe- 
riod of office is for four years and 
said members are elected by all un- 
derwriting members whether active 
or non-active. The Chairman and 
the Deputy Chairmen of Lloyd's are 
elected by the Committee, not by 
non-committee Underwriters. The 
Chairman of Lloyd's is indeed a hal- 
lowed position and many great men 
have been so honored down through 
the years. The Chairman, Deputy 
Chairman, and the Committee wield 
great moral power and they must sit 
as a “supreme” court as they watch 
over this tremendous insurance em- 
pire. Of course, as a court of equity, 
complaint, and inquiry, the Com- 
mittee has been accused at times (as 
one of my British friends put it) of 
listening not only to the usual com 
plaints but those of blackmail, theft, 
and forced seduction 


when one has 
one something that is horrible in 
the eves of another Underwriter. It 
is the same the world over—whose 
chicken coop is being raided. The 
so-called “carpet treatment” namely, 
when called up before the Committee 
is usually for a discussion on dis 
putes between brokers and Under 
writers, non-settlement of claims bv 
an Underwriter, 
premium by the Underwriter above 
his limits, the writing of forbidden 
classes of business such as financial 
guarantee. There course, 
many other domestic infringements 
that have to be dealt with by the 
Chair. <All Llovd’s 
elected or accepted 
Llovd’s by the 


are, of 


brokers 
for operation in 


The 


are 
Committee. 
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Chairman and Deputy Chairman are 
elected for one year terms. 

This should be about as good a 
time as any to discuss the topic that 
seems to be on everybody's lips 
when it comes to the question of 
Lloyd's 


Rovlance 


namely, the difficulties of 
an old and honored name 
among the underwriting syndicates. 
One would think by the present 
brouhaha that nothing like the Rov- 
lance situation had ever occurred. It 
that | 
am personally acquainted with—al 
though one instance was before the 
the 
\ syndicate 
known as the S. B. K. Harrison Syn 


has and on two occasions 


beginning of my activities in 


insurance business 
dicate ran into financial difficulties 
in the early 1920's and_ this 
brought about by financial gambling 


was 


and dishonest bookkeeping or so it 
has been reported in the annals of 
Underwriter’s memories. Suffice to 
say, Harrison was finally caught by 
the audit and brought up on the car- 
He was 
ina quicksand for 
sO) called 


has been 


pet before the committee 
hopelessly mired 
his “financial 
said that 
in quick stages, Harrison was led by 


covering 
guarantees.” It 


the nose from stupidity to weakness, 
from weakness to dishonesty, and 
from dishonesty to crime. At that 
time there were not the guarantees 
that we now see but the Underwrit 
ers banded together to preserve the 
good name of Llovd's and it was at 
such a meeting of the committee that 
Chairman Sturge made this historic 
statement 
hills 
will he 


“If we do not pas these 
Llovd's 


injured and 


(claims) the name of 


seriousl\ will 
never recover during our lifetime.” 
Never had the members of 
Llovd'’s been told by their Chairman 
that they 


defaulting 


hefore 


must pav the claim of a 


Underwriter—such as 


Harrison 


Integrity Preserved 
When the 


rison 

credit) insurance 
nally closed, they 
hundred and 


the Har 


respect of its 


\ccounts of 
Syndicate in 
business were fi 
showed that three 
thousand 


sixty-seven 


pounds had been disbursed. Legally 


nothing h: » done——-but the 


ereat integrity of Underwriters who 


had dug deep in their pockets had 


heen preserved, The pound in those 


1. 


davs was worth about five 


so the over-all loss amounted to ap- 
proximately one million eight hun 
dred thousand dollars. Thirty years 
later or in 1954, the Wilcox matter 
came about. Apparently Wilcox and 
his Chartered Accountants perform 
ing the audit manipulated the books 
fraudulently over a period of vears 
relative to such items as the size of 
the premium income— existing prof 
its which had been distributed—the 
juggling of the individual 
Trust Fund. Again the Chairman 
and Committee worked out matters 


secret 


so that no one lost a single penny. 
After a long and exhausting trial 
both parties 
tences. It course, an un 
pleasant affair but it proved again 


received heavy sen 


was, of 

the determination of Lloyd's mem 
bers that 
should ever lose by the insolvency or 
misconduct of Llovd's 


no polievholder 


Under 
writer. 


Across the Ocean 


had 


relationships 


many of us who have 


and 


lor 
long honorable 
London 

difficul 
of concern but nothing to 
frantic The 


organized 


with 


Syndicate 


with our contracts 
the 
ties are 


Rovlance 


get about Rovlance 
Syndicate 
1920 by a 


Colonel Rovlance 


was around 


fine gentleman named 
lor years he Was 
a much respected member of Lloyd's 
and in the davs of his active control 
it is a fact that he had a nice pre 


mitum volume with satisfactory. re 


sults. Later on as Colonel Rovlanes 
became older and less active, he del 
egated the underwriting to his dep 
utv, a voung man with lots of 
Colonel 


clear of 


up and go.’ Rovlance had 


staved pretty \merican 
but 


other 


business the deputy saw so 
making 
healthy protits out of the U.S. busi 
that he kept constantly after 
the good Colonel to let him. start 


writing 


many syndicates 


Ness 


some of the “bonanzas” 
the ocean. At last Colonel 
Royvlance gave in to his deputy and 
the 
write 


across 


Syndicate started to 


Rovlance 
\merican business—and ap 
that involy 
ing third party liabilitv. A 
the deputy 


parently a great deal of 


pparently 
was optimists 
Ithough it is 


apparent now that he 


WS loss ratio 


about 
quite 


was too 
optimistic in his 


> 
| 
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Safety Engineering with concrete results 


From a 25% debit to a 35% eredit account ... that’s 
what the safety engineering program of Standard 
Accident’s Jim Fuller has helped to accomplish for 
District Concrete Co., Ine., Suitland, Maryland. 
And results don’t get much more concrete than that! 


The company, a large supplier of ready mixed con- 
crete, sand and gravel in the District of Columbia 
plus nearby Virginia and Maryland areas, operates a 
fleet of approximately 50 trucks and seven passenger 
vehicles. The account was written through the Perry 
O. Wilkinson Insurance Agency in 1953 and Jim 
Fuller swung into action. 


Insight into the extent and competence of Jim's 
services is provided by R. W. Neale, secretary- 
treasurer of the firm who states ‘We have held safety 
meetings with our employees at least once a month, 
always at 6 a.m., and Mr. Fuller has always been 
promptly in attendance to conduct the meetings 
with an interesting and varied program which I am 
sure has helped make our employees more safety 
conscious.”’ Fuller is frequently on hand at 5 a.m., 


STANDARD ACCIDENT 
INSURANCE COMPANY 
640 TEMPLE AVENUE . DETROIT 32, MICHIGAN 
CASUALTY FIRE MARINE e¢ FIDELITY SURETY 


too, at the start of daily operations to discuss safety 
matters with company personnel, as shown above 
deft to right: G. O. Sadel, Standard Accident Field 
Representative, R. W. Neale, C. F. Faller, president, 
Jim Fuller and Stanley Wesike, foreman. ) 


Neale adds, incidentally, that Standard Accident, 
through Jim Fuller, “thas given us the most helpful 
aid we have ever received from any insurance carrier 
we've had.’”’ You can expect the same excellent 
service from Standard Accident wherever you are. 


ON May, SYMBOL OF SERVICE FOR 75 YEARS 
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The Doctor and Insurance 


COL. WILLIAM J. RUSHTON 
President 
Protective Life Insurance Company 


T IS ONLY in comparatively recent 
abe that doctors and insurance 
companies have begun to be con- 
scious of the fact they have so many 
problems, and so many 
nities, in 


opportu- 
problems that 
are capable of solution only by the 
concerted effort of doctors and insur- 
ance companies, opportunities that 
may not be available to either, if 
immediate and vigorous effort is not 


common, 


made to solve these problems. It 
takes but a glance at the Washington 
scene to make one acutely aware that 
we both must work fast and well, if 
we are to stem the flooding tide 
toward socialized medicine and so 
cialized insurance 

During the last twenty-five years 
almost unbelievable 
been made in medical science. Many 
diseases that formerly were inevit 
ably crippling or fatal have been con 
quered, New techniques in therapy 


progress has 


have been discovered that now cure 
many other diseases. The average 
life expectancy has increased greatly 
and the American people enjoy bet 
ter health generally than ever before. 
A great variety of highly trained, 
eminently skilled specialists and 
technicians are gradually supplant 
ing the old stvle family doctor, And 
the horizons of medical knowledge 
and technical skill continues to lift at 
an accelerated rate. 


Increased Cost 


This progress and these remark 
able accomplishments have of neces 
sity been achieved at very substantial 
increases in the cost of health care, 
costs which are daily attracting na- 
tion-wide attention and bringing no 
small critical comment 
from Congress, State governments, 


amount of 


Health Insurance authorities, many 
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physicians,—-and the public, the peo- 
ple who pay the bills. 

Periodically the Bureau of Labor 
Statistics compiles and publishes a 
Consumers’ Price Index using the 
average prices in 1947 and 1949 as 
a base of a hundred. According to a 
recent report of the Bureau, the cost 
of all commodities and services has 
increased 


increased 47% 


and medical care 
(Of course, the medi- 
cal care factor is a composite figure 
and does not reveal at a glance that 
while hospital costs have more than 
quadrupled, the physician sur- 
geon’s fees have on the average not 
increased as much as this 

Nevertheless, the average citizen 
makes little or no etfort to look be 
neath the surface and discover the 
revolution that has taken place in the 
whole field of medical care and its 
attendant unavoidable cost, nor does 
he discriminate in his thinking 
among the various items, from pre 
scription counter to operating room, 
that enter into his medical bill. He 
seems to lose sight of the fact that he 
is getting a new kind of medical care, 
the best ever, and generally blames 
the high cost on the doctor. 

As late as 1941, voluntary health 
insurance was comparatively un- 
known to the majority of American 
But 


that have followed, it has experi 


people years 


in the eighteen 
enced a phenomenal growth, and 
there are many good reasons for this 
amazing development 

\ major factor was the bitter les- 
sons learned in the depression years 
of the thirties, and the determination 
of men and government to find prac- 
tical avoid 
period in the future, 
financial disaster 


wavs to another such 
ways to avoid 
to famihes result 
ing from prolonged unemployment, 
ways to protect families against 
the financial consequences of serious 
illnesses 
Employers in increasing 
numbers, began to provide health in- 


ever 


surance for their emplovees, or to 
make it available to them at small 
costs. Labor unions began to bat 
gain for health insurance as a de 
sirable fringe benefit. Some unions 
even provide such benefits through 
their own health and welfare pro 
grams. 

The ever increasing complexities 
of medical care, oft times requiring 
the use of new and expensive drugs, 
the use of new and expensive equip 
ment, the services of highly skilled 
the 
greater use of costly hospital facil 


ities, 


professional specialists, and 


were contributing influences 


also 


Medical Payments 
The impelling necessity of hos 
pitals to secure the payment for thet 
services, the desire of doctors to col 
lect 
ness to help preserve the 


their fees, zealous 


private 


practice of medicine have led both to 
encourage patients to buy health in 
surance 

\ll of these well as 
others, have served to help extend 


And in 


have 


factors, as 


voluntary health insuranee 


surance companies, too, been 


assiduous in serving the he: 
surance objectives of the publi 
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kind of volun 


Today more than million 
Americans have some 
tary health insurance, which means 
that total UL S 


civilian population is covered by vol 


over 70% of the 


It has bee 
estimated that more than $3.4 billion 


untary health insurance 


of the nation’s health bill was paid 
last health pro 


grams, $2.6 billion 


year by voluntary 
with more than 
of this being paid by insurance com 
panies alone. While hospital expense 
insurance is carried by more people 
other 


pense coverage, 


than any form of medical ex 


an annually increas 


ingly high percentage of physician's 


O 
eC \ eC 
; 
| 
4 
129 
4 


Doctor & Insurance—Continued 


services are also being financed 
through insurance arrangements. 

During 1958 insurance companies 
paid more than a half billion dollars 
to policyholders for reimbursement 
for surgeons and physicians serv- 
ices ;—-$402 million of this was for 
operations and surgeons fees, and 
$101 million was for regular medi- 
cal care other than surgery. 

For some time public interest in 
health insurance protection of peo- 
ple 65 years old and older has been 


gaining momentum, In 1957 a total 
of 35% of the population 65-and- 
over had either individual or group 
insurance coverage. Considering the 
consistent advances insurance com- 
panies have been making in this field 
in recent years, it is estimated that 
more than 40% of our senior citi- 
zens are now protected by voluntary 
health insurance programs. And the 
number of persons 65-and-over ob- 
taining health insurance coverage 
each year is increasing at a more 
rapid rate than is the number of per- 
sons attaining this age. 


Swett & Crawford 


INLAND AND OCEAN M 
YACHTS + AIR CARGO 
FIRE AND ALLIED LINES 


NE 


AUTOMOBILE PHYSICAL DAMAGE 
MULTIPLE PERIL AND COMPREHENSIVE POLICIES 


111 JOHN STREET 


No reasonable, informed person 
would deny that the insurance com- 
panies and other associations have 
in recent years done a truly remark- 
able job, both quantitatively and 
qualitatively, in providing health in- 
surance programs. The ever increas- 
ingly significant and vital role they 
have played in financing the cost of 
medical care has become an impor- 
tant segment in the entire American 
economy. 

Despite this remarkable record of 
providing and financing health care, 
voluntary health insurance and the 
private practice of medicine are not 
without severe formidable 
critics. We are in the forefront on 
the programs of those who favor an 
increasingly collectivistic state. 


The Grass-Root Level 


Many will recall the Wagner- 
Murray-Dingell Bill introduced in 
Congress in 1948, which was to have 
provided a compulsory  cradle-to- 
grave health plan. It was defeated, 
and the vigorous help of the leaders 
of the American Medical Associa- 
tion played no small part in helping 
to defeat it. Since then we have re- 
laxed but the proponents of collectiv- 
ism have been as constantly active 
as termites, relentless in their deter- 
mination to accomplish their pur- 
poses, if need be one step at a time. 

Every two years during the past 
decade, Congress has amended the 
Social Security Act. Benefits for 
total and permanent disability are 
now available to persons over 50, 
covered under the Act, This was 
purely an arbitrary limit and efforts 
are now being made to eliminate this 
qualification. More recent  legisla- 
tion has added benefits for depend- 
ents of beneficiaries. 

The Administration 
Program is now providing extensive 
medical care for 
nected disabilities. 


Veterans 
non-service con- 
A very. signifi- 
cant step in the development of so- 
cialized medicine is the so-called 
“Medicare Program” whereby for 
the first time the Federal govern- 
ment provides medical care for de- 
pendent members of the Armed 
persons who are not vete- 
rans, nor medically indigent, nor re- 
cipients of Social Security. At the 
moment this care is provided 
through civilian facilities, however, 


Forces, 
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a bill has already been introduced in 
Congress to require beneficiaries of 
Medicare to receive this care only at 
establishments under Federal con- 
trol and from doctors on the lederal 
payroll. 
The Forand Bill which had seri- 
ous consideration at the last session 
of Congress but failed of enactment, 
is again receiving much attention 
from organized labor and many so- 
called liberal groups. It is high on 
their priority list and would extend 
the Social Security system further 
in the health insurance field by pro- 
viding for the payment of hospital 
and nursing home benefits, and cer- 
tain types of surgical and medical 
service, for beneficiaries of OASDI, 
at tremendous cost to the taxpayers. 
This is a very substantial and con- 
stantly growing part of the popula- 
tion, 
It has been estimated that as early 
as ten years ago Federal govern- | 
ments provided 71° of all hospital & , 
beds. It is also estimated that 10% 
of all active physicians, 9% of den. 7 
tists and 6% of graduate nurses are Pe at 4 
. EXECUTIVE & REGIONAL OFFICES 
employed by the Federal govern- 494 wituiam sT., NEW YORK 38 SSO KEARNY ST., SAN FRANCISCO 8 
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ment. 
Is it not obvious that this trend CHICAGO ee _tOS ANGELES 
leads inevitably to socialization of i Tt 
medicine and insurance, as well ? 
If we are to stem this tide, to INSURANCE 
gether we must educate the people AND 
on the merits of the private enter REINSURANCE 


prise system and the fallacies of so e 


cialized medicine and compulsory 
COMPANY 


health insurance. We must function 


as a partnership in the public interest MANAGERS 
and with the utmost of effectiveness f: h\ 
More and Better Protection ; 


Those of us engaged in the busi 


ness of selling health insurance must 7) 6 
sell more and better health insurance / ; ail 
protection, and sell it at costs that 


the people can and will pay for, 
especially those in the lower income li, 
6 
Every effort must be made to ] 
lower the cost of the lower income Mp all 
groups. In the case of group insur- 
ance, because the margins are so 
small, no substantial reduction in the 
premiums can be made unless ways 
can be found to reduce the claims 


through elimination of unnecessary 
hospitalization and medical care, and 
through lower charges by hospitals 


and physicians. BOX 1199, COLUMBIA, SOUTH CAROLINA” 
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Doctor & Insurance—Continued 
Despite the fact that future costs 
of health care will be complicated by 
the almost daily advances in medical 
science, with the development of new 
wonder drugs and new diagnostic 
and therapeutic methods, the major 
role in helping to keep medical care 


costs at a level the public can pay 


belongs to the do« tors 


fo be sure, the insurance com- 
panies must write contracts that will 
discourage extravagance, that will 


Q 
sending 4 bill? 


Ill get there quicker if you 
gave your postal delivery zone 


number with your address. 


The Post Office has divided 106 
cities into postal delivery zones 
to speed mail delivery. Be sure 
to include zone number when 
writing to these cities; be sure 
to include your zone number 


in your return address — after 


the city, before the state. 
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discourage the insured from seeking 
or his doctor from allowing treat- 
ment more than the insured’s con- 
dition warrants. But it is the doctor 
who makes the diagnosis and deter- 
mines the treatment to follow. 

A large segment of the public, 
many politicians and particularly the 
spokesmen for organized labor are 
saying that insurance leads to over- 
utilization, over-prescription and to 
The 
fee-for-service system is now, and 
will be increasingly in the future, 
under attack on the basis of over-use 


excessive fees by physicians. 


and excessive charges, 

Health insurance creates no new 
wealth. It is but a pooling of funds 
deposited by the insureds to spread 
the financial burden when illness 
strikes one of them. The insurer is 
but the trustee and administrator of 
the insurance pool, charged with the 
duty of paying out the funds within 
the definitions of the contracts. 

For a doctor to charge a higher 
fee for service because the patient 
has insurance, or to direct his ad- 
nussioi to the hospital unnecessarily, 
or to advise or permit confinement 
in a hospital for a period longer than 
his condition warrants 
is insured, unncessarily and uncon- 
scionably increases the cost of health 
insurance, and is certain to provide 
appealing and politically effective ar- 
gument for the advocates of social- 
ized medicine; is certain to stimu- 
late and foster ‘ 


because he 


‘closed panel plans,” 
which are an anathema of organized 
medicine, 


A Very Real Threat 


While the great majority of phy- 
sicians do not over-prescribe, over- 
utilize, nor over-charge because of 
the existence of 
sure, 


insurance, to be 
unfortunately however, the 
number who do so is far too great, 
and does represent a very real 
threat to the welfare of private medi- 
cine and voluntary health insurance. 
Every insurer could produce from 
its files hundreds of cases to docu- 
ment this statement 

While the such 
abuses experienced in cases under 
Major Medical contracts are distres 


instances of 


sing enough, the more insidious and 
more serious situation exists under 
ordinary medical plans. When only 
a comparatively small increase over 


the customary charge is made, be- 
cause the amounts are usually rela- 
tively small and do not justify the 
time or expense involved in protest- 
ing to the doctor, nor in appealing 
to the Grievance Committee, yet in 
aggregate they definitely increase the 
cost of health insurance and thereby 
greatly impair its value. The Com- 
mission of the American Medical 
Association on Medical Care Plans 
summarized the problem when it re- 
ported: “Physicians should be ever 
mindful of the moral responsibility 
for charging fees based upon the in- 
trinsic value of services rendered, 
the existence of insurance 
should alleviate the economic bur- 
den of the individual and should 
not result in an increase in the cus- 
tomary or reasonable charge.” 


since 


The Grass-Root Level 


There has long existed a mutual 
understanding and unity of purpose 
between leaders of organized medi- 
cine and insurance leaders at the na- 
tional level. This fine relationship 
has existed at some state levels, but 
unhappily it has existed altogether 
too infrequently at the local levels, 
the grass-root levels, so to speak, 
where medicine and insurance live 
and work. 

By way of concluding these re- 
marks, I should like to quote from 
an article that appeared in the 
American Medical — Association 
News, written by Dr. Leonard W. 
Larsen, Chairman of the AMA 
Board of Trustees, in which he 
wrote: “Because the problems of the 
medical profession with which the 
public is most concerned are eco- 
nomic, private medicine may well 
stand or fall depending on the suc- 
cess of voluntary health insurance. 
Without private medicine, there 
would be no need for voluntary 
health insurance; and without vol- 
untary health insurance in today's 
interdependent society, there could 
be no private medical practice. Be- 
cause we are convinced that the 
\merican people can get the best 
health care only if medicine is a free 
and private profession, it behooves 
every thoughtful, ethical physician to 
support and encourage the further 
rapid expansion and improvement of 
voluntary health insurance of all 
kinds.” 
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HELD LIABLE 
\NJURIES GIRL 


ave you protected 
against heavy losses like these? 


Every day. news items prove that liability claims against 
store owners are increasing in both number and amount. 
At the same time. juries have been more liberal in award- 


ing damages. Yet surveys show that thousands of store 
owners are grossly unaware of the liability. risks facing 


them daily. 


Once you demonstrate their real exposure. thev Il see the 
need for the broad, low-cost protection of our Storekeep- 
ers Liability Poliev. 


Basic Coverages: $10,000 liability (per accident) 
Medical payments (per person) 


. $250 
plus defense costs, 
whether store is held liable or not. (These amounts may 


AMERICAN SURETY 


COMPANY FIRE « FIDELITY AND SURETY BONDS 


CASUALTY © INLAND MARINE 
Affiliate. The American Life Insurance Company of New York 


100 Broadway, New York 5, N. Y. 


your store clients 


And all but a 


be increased.) few classes of stores are 
prospects. 


— 


For valuable help in selling this cover- 
age ... plus practical safety tips vou 
can offer vour local merchants. write 
for the latest issue of “Mailroad to 
Profits.” 


mon te 
“PROFITS 


AMERICAN SURETY COMPANY nial 


Ageney & Production Department 


100 Broadwav. New York 5. N. Y. 


Mattroap to 


Zone 


= 
— 
— 
— 
a 
e 
; 
e 
Please send me copy Prorirs featuring the 
Storekeepers Liability. Policy 
\ 
e 
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Lifesaving course for Larry! 


w Believe it or not, this is a high school classroom. 
The subject—Driver Education. The instructor—an 
English teacher with special driver education training. 

He's teaching Larry more than the mere mechanics 
of driving. Larry is learning the proper mental at- 
titude necessary for safe driving. When the course ts 
completed, Larry’s chances for survival as a driver 
will have actually doubled! 

In an age when one out of every four fatal auto 
accidents involves a youthful driver, you would think 
such a proven, successful program would receive 
wide acclaim. After all, far more of our youngsters 
are crippled and killed by auto accidents than by 
polio, for instance. Yet a majority of communities are 
still without high school Driver Education, 
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As an insurance man and civic-minded citizen, you 
can make a real contribution to the youth of our 
country by calling attention to the success of Driver 
Education. Make sure your school board, school 
officials, PTA and local Safety Council get the facts. 
Use your influence with key citizens to bring Driver 
Education to your high school. 

We'll help by sending you the fact-filled folder 
entitled Teach Them To Drive...and Survive!” 
Write tonight, won't you? It can be a matter of life 
or death for many youngsters in your community. 
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BRITISH INSURANCE OVERSEAS 


HE TIDE OF ANNUAL Insurance 
is in full tlood at the 
time of writing, and it is significant 
that chairman after chairman refers 
to the continuing difficulties expert- 
enced in overseas operations, par- 
the North Amesican 
British insurers hold a 
unique position in the foreign held, 
and their concern springs from the 


ticularly in 
market, 


fact that 75°7 of their non-life pre- 
miums 


trom overseas 
In a recent lecture, J. 
k. Evans, general manager of the 
named the 
spread of nationalism, the search for 
CCOMOMIC 


emanates 
business, 
Phoemx Assurance, 


inflation, 
the granting of extended insurance 


self-sutticieney, 


covers carrying little, if anv, extra 
premium, the rise of many new 1n- 
surance companies—State owned or 
State sponsored as well as private 

combined with excessive competition 
and heavy costs, as but some of the 
problems at 


present — disturbing 


British insurers 


Of Paramount Importance 


the 
Evans 


Referring particularly — to 
U. S. A. Mr. 


said “those British companies which 


and Canada, 


have developed substantial accounts 
in North America heir 
formerly profitable underwriting re 

almost While 
may think this a rather pessismistic 
the case, st 
fact that more than half the tire and 
casualty business of British insurers 
is derived from North America, and 


have seen t 


ruined.” 


over-statement of 
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protection of this all-important in 
terest therefore is of paramount im 
portance 

So. far, lines are being fol 
lowed : 
the 
through common ‘nanagement im an 
effort to better 
prune 


two 


complete withdrawal from 


market, and retrenchment 


and 


service 


expense ratios while allow 
ing greater selectivity in underwrit 
he latest 


move in this direction has been the 


ing. and most dramatic 
proposal for the Commercial Union 
and North British Mercantile 


companies to merge, by any stand 


and 


ards an event of tremendous import 
ance The new group ithe two com 
still to 


entities ) 


panies imtend operate as 
total 


assets in excess of £300 million and 


separate will show 
prenuum income (excluding lite) of 
£100 million vear, 
half 


with 
nearly a the 
U. S.A current 
figures, It. Col. John Leshe, Com 
mercial 


some 


coming trom 


the basis of 


Union chairman, has. said 


lv clear that 
world, espe 


States, 


it is becoming increasing 
many parts of the 
the 
depends largely on 

The 


North British are, of course, among 


cially United CCONOMIN 


Commercial ind 
the main UL WK 
inthe U.S. A 
“Big Five.” (seneral 
\ccident, em 
plovers’ Liability and North British 


1! 
doll: 


wsurance companies 
Phese, known as the 


the 


Commercial 


Roval, 


Commercial Union's uy 


nuums are estimated about 


(making 35° 


and North | 


dollar premiums of about 


million 


) 


lion (representing over halt of 
total premiums 
It ts 


December 


timely to recall that last 
the Yorkshire 


Company announced the disposal ot 


Insurance 


Its interest, without capital loss, in 


Its two American subsidiaries, 


Yorkshire 
New York, wholly owned, and Sea 
Marine 
Company of New York, mm which tt 
had an 80°; 


toa 


Insurance Company ot 


hoard and Insurance 


Interest Phe sale was 
America lire 


proc 


member of the 
Loyalty Group, and were 
to be used for expand Conmnon 
the 


the Roval 


ng 
wealth business. Last vear, also, 
\tlas Assurance Co 
change Assurance, and the Sun In 
surance Office placed their tire and 
nthe U.S. 
\nd 


ago the Cale 


casualty operations 
under 


little over 


management 
two vears 


doman Insurance Company dts 
posed of its American interests 

No one has said officially that the 
proposed Commercial UCnion-Nort 
British 
the 
America 


| these 


merger is) promulgated by 
Nort] 


But the implications he 


adver se experience 


SCCTI le: 


hind 


the 


Insurance world here 
which 


my COMPANIES at 


follow suit 


ST. LAWRENCE SEAWAY 


MONTH SEES the ceremonial 


opening of the St. Lawrence Sea 


wav by Queen Elizabeth and Presi 
dent Eis! ] 


ishenhower, From the insut 
ance 


View, 


point of 


| | Is Worder 
: 
one way or another 
Of its total 
r } } 
stl 
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News from London—Continued 


waterway has already involved un- 
numerous unusual 
problems. Although, with the com- 


derwriters in 


pletion of the Seaway, the position 
has been clarified to a great extent, 
marine underwriters must wait until 
sufficient practical experience has 
accumulated to allow 
the 


a more sober 


assessment. of future risks in- 
volved. 
The British insurance market has 


already played an important part in 


providing the all-risks cover needed 
by contractors who built the dams 


and canals and other installations 
which make up the Seaway. And 
some substantial sums have been 
paid out under those covers. Ma- 


rine underwriters on their part re- 
garded the Seaway as a novel risk, 
involving inland hazards which are 
not met on the Suez and 
Canals, Underwriters 
every 


Panama 
that 
ship using the complicated 
channel from Montreal to 
Lake Omtario will carry radar. Col 


hope 


Narrow 


Y 
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vou /fiest~ 


y Your Independent INSURANCE Agent serves you First.” 7 
What's your Line? Insurance—that’s your line. You are not 
a salesman in a general merchandise business. You are not 
an employee of any business. You are an Independent j 
INSURANCE Agent, y 
Insurance is a professional business. a career busi- 
ness in which you are a specialist just as the doctor, lawyer, y 
accountant or banker. 
To become an INSURANCE specialist takes years 
of application, study and experience, Its a full time job re- 
quiring all your attention not only in order to become expert 


in it. but to keep abreast of revisions and improvements the | 
insurance industry continually makes to meet changing | 


conditions, 


Who benefits from your specialization in INSUR- 
ANCE? Your clients do, of course. So—tell them, over and 
over, This point is one of the strong reasons why insurance | 
buvers should buy from you. Believing in it yourself—make | 


if count in vour favor. 


The Commercial Union Group of Insurance Com- 
panies backs you L00C@ as expert INSURANCE agents. 
We are a multiple line organization equipped to provide 
the newest and best policies for practically all property | 


and casualty lines. We welcome your inquiries. 


DENT GUARANTEE CORPORATION LTO 


AMERICAN CENTRAL INSURANCE a RNIA INSURANCE © PALATINE INSURANCE 
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will be 
increased if traffic on the Seaway 
reaches the anticipated proportions. 

Meanwhile, British marine under- 
writers have made substantial re- 
ductions insurance through 
amendments to the Scale of Addi- 
tional Premiums for the Great 
Lakes and St. Lawrence Seaway. 
The original schedule was drawn up 
by the Joint Hull Committee ( repre- 
senting Lloyd's and company un- 
derwriters) last vear ( Best's, Oc- 
tober). The embodies 
minimum additional premiums for 
one “in and out voyage” to ports 
west of Montreal via the St. Law- 
rence Seaway by ships properly fitted 
with and equipped for the use of 
radar apparatus; for ships not fitted 
with radar, a further surcharge of 
50% is imposed, Also, the appropri- 


lision risks, enhanced by fog, 


scale 


ate additional premium for breach- 
ing the North America (Atlantic ) 
Warranty must be paid. 

The revised scale now published 
allows substantial reductions in re- 
spect both of the summer period 
(April 16 to November 15) and the 
winter period (November 16. to 
April 15). For the summer period 
the surcharge has been reduced by 
43 for hulls W.A. 
and F.PLA. Unless conditions; for 
hulls insured on F.O.D. and F.PLA, 
Abs. conditions the surcharge has 
heen reduced by 33144, and for 
hulls insured 4 4ths R.D.C. the re- 
duction amounts to 50%. 


insured on 


For sail- 
ings during the winter season the 
reduction for hulls insured 
and F.P.A. Unless is equal to 32%, 


and for hulls insured F.O.D. and 
F.P.A. Abs. there is a 14 redue- 
tion, but for hulls insured 4 4ths 


R.D.C. the amount of the surcharge 
is unchanged. There is no change 
in the amount of additional pre- 
nuum that is pavable on interests in- 
sured on Total Loss Only condi- 
tions, either for winter or summer 
sailings. 

No official explanation has been 
given for this generous concession to 
But, as the reductions 
were announced before the Seaway 
was opened for navigation, it seems 
that competition from other markets 
which have instituted a 
A.Ps. for the Seaway is the moving 
force behind the Other 
conditions of the schedule have not 
been altered, 


shipowners. 


scale of 
revisions, 


Rates are minimum 
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rates applying to ships not over fif- 
teen years old. Ships over this age 
have to be rated at the scale rates 
plus an additional according to age, 
with a minimum of 257, but ap- 
proved ships over fifteen years old 
may be accepted at the scale rates 
without additional. Higher addi- 
tional premiums must be charged 
for continuous local trading. 


PASSENGER LINERS The 


THE LONG-AWAITED announcement L ND N & LANCASHIRE 
by the Cunard Line about its plans 0 0 

for replacing the aging Queen Mary 

and Queen Elizabeth provides an GROUP 

opportunity to look at passenger STRONG MULTIPLE LINE 


ship insurance. These leviathans, 


one of 81,000 tons and the other of COMPANIES DEVOTED T0 
83,000 tons, have reigned supreme THE CONCEPT OF FULL 


on the North Atlantic for so long 

that any detinite question of their AGENCY SERVICE 
demise and eventual replacement 

ranks as electrifving news—not only 

tor the shipping and insurance 

worlds but for the travelling public 

as well. 


Cunard has again had to seek D Y REPRE ENT 
Government aid to build ships for 0 OU S 


the service it has maintained since 


the 1840's, for the cost of two new THE LéL GROUP ? 
ships to replace the (ueens in the 
weekly express service to New York 


is far bevond Cunard’s reserves, 
which have taken a mighty beating 
since the war from taxation and 
more immediate replacement prob 
lems. The whole question is now 
being thrashed out between Cunard 


and the Government, and many firm LoNnDON & LANCASHIRE GROUP 
decisions must be reached before an THE LONDON & LANCASHIRE INSURANCE COMPANY, LTO. 
ficial indication of the type, size SAFEGUARD INSURANCE COMPANY 
( STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 

and speed of the new ships is forth 
coming. 20 Trinity Street, Hartford, Connecticut 

\bove all else, the birth of the NEW YORK - CHICAGO - SAN FRANCISCO 
budget traveller, now a very lusty A Firm Friend of the American Agency System 
infant, is changing the whole con 
cept of international travel. True, 


there will always be a demand for senger liner has a life expectan lew sh will be. Hloweve 
first-class, luxury travel, just as of between twenty and twenty " hat tl will be as 
there will be for sea travel vis-a-vis vears. And, of course, the North — big as the present Queens, and cur 
air travel; and probably this applies Atlantic is probably the busiest in- rent technical opinion seems to 
to Cunard more that to any other — ternational travel route in the world favour the 50,000) to 60,000) tons 
shipping line in the world. But can So it will be some time before the gross) range. Both the Umited 
Cunard, or any shipping line, afford marine insurance market i alled States, 53,000 tons, and the France, 

ignore the growing mass of upon to underwrite the new Qu 55,000 tons, now under construction, 
penny-conscious tourists? These hough building n come into tl while tt 
may seem side questions, but they mugh in force within about must also be nembet that new 
do illustrate in part the immense ighteen months if all g wel materials (aluminum, plasties) and 
problems involved in planning ships noted above, there has not construction methods can produce a 
tor the future, particularly as a pas tar been anv indication of wl 
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lighter ship for the same task. There 
has been equivalent progress in pro- 
pelling machinery, 
Assuming that the new 
will not exceed 60,000 tons, costing 


(Queens 


around £20 million each, the open 
marine market should not have any 
great difficulty in providing cover. 
A few months ago, .\. Ib. Stewart, 
of Lloyd's, in the course of a paper 
on atomic insurance, referred to the 
amount placed in the British market 
on the present Queens. The ship 
was overdone, the total of the lines 
actually put down being muil- 
lion; the further three-quarters for 
the total 
million. Rehable esti- 


collision made 
claim £21!, 


the very 


possible 
mates of maximum which 
could be placed on a giant liner, he 
said, put the figures at £18 million, 
though he would not attempt a 
world figure 


The 


British 


the 
marine 


amazing growth of 


and \merican 
markets over the past titty vears can 
he measured against passenger-liner 
1912, when the Ti- 


insurance, In 


tanic was lost on her maiden voyage, 
she and her sister-ship Olympic 
were each insured on a value of £1 
million, with a further £150,000 
placed on disbursements. At that 
time £1,150,000 was considered to 
he about the maximum sum which 
the British market could cover on 
any hull risk. After World 
War | it was found possible to 
cover up to £2 million or more on 
first-class passenger liners, but the 
initial insurances on the two German 
liners Europa and Bremen, on 
values of £314 million each, proved 


one 


so embarrassing, because of the 
shortage of reinsurance cover in a 
world market already full on the 


original risk, that the first renewals 


were negotiated on much lower 


values. 


In the Open Market 


Since 1950 the whole amount at 
risk on the Queens has been ab- 
in the market; until 
then, when the Cunard and White 
Star interests separated, the British 


sorbed open 


Government had had to participate 


more than 20% , and the renewal for 


through the Cunard (Insurance ) 
Agreement Act (the Government 


building loans for the great ships 
were repaid in 1946). But by 1950 
values aggregating over £11 million 
on the two ships could be covered 
in the open market without any ap- 
parent difficulty, whereas not more 
than £3 million could be covered on 
the Queen Mary in 1936. 

Since the last war there have been 
a number of spectacular liner losses ; 
the Magdolena, Lafayette (ex Nor- 
mandie), Champollion, Klipfontein, 
Empress of Canada and, of course, 
the Andrea Doria come readily to 
mind, But premium income from 
the insurance of such ships ts sub- 
stantial by any reckoning, and [rit- 
and American insurers have 
shared these post-war risks on profit- 
If the British market 
has always taken the larger slice of 
business, the increasing capacity of 
the American market no 
less significant. The American share 
of the insurances on each of the 
(Queens is to amount to 
United States last February saw 


ish 


able terms. 


has been 


heheved 
the 


Reasonable rates 
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Coot enough for blankets every 
night, Hotel Mountain Lake is ideal for family 
relaxation. Located in the picturesque mountains of 
Virginia, there is swimming, fishing. golfing. sailing, 
horseback riding and the quiet peace of the great 
outdoors to enjoy. Colorful private cottages or 
fine hotel accommodations to choose from. 
American Plan. Opening 

date June Ist through Sept. 15th. 
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the American market assume, for 
the first time, 50°7 of the cover 


MIDDLE EAST EXPERIENCE 


THe Mippte Fast, that constantly 
bubbling cauldron of intrigue and 
shifting political sands, is undoubt 
edly one of the most insecure areas 
in the world in which to conduct in- 
surance business. It is unfortunate, 
therefore, that insurance documen 
tation on the area has been largely 
neglected. However, a most interest- 
Ing paper presented by a three-man 
panel in London recently goes some 
way towards remedving the omis- 
The authors noted that over 
a long period the experience of com 
pames in fire insurance in the Mid- 
dle East has been favourable, even 


though there have been one or two 
major losses in the last twenty vears 
or so due to accumulations of cotton 
at centers inland or at ports whilst 


\ prot- 


awaiting shipment overseas 


itable business mmMphes normally sat- 


isfactory or high rates. and this is 


true of the Near East) compared 
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with, sav, the continent of Europe 
Furthermore, there has until recent 
vears been a tendency for little more 
than the classical straight fire cover 
to be required, though latterly the 
question of riot and civil commotion 
has received greater attention 


Increased Competition 


Satisfactory fire rates give rise to 
competition which exercises itself di 
rectly on rating levels or indirectly 
through the need to grant high rates 
obviously 


of commission to secure 


desirable business, whicl 
rebates to insured 

counter,” the panel noted. In a tet 
ritory where bargaining for conces 
and 


in any form of trading transactions, 


sions is likely to occur 


itis not surprising that 


sutfered a 


Msurance 


has similar experience 


It would) probably be fair to say 
that discipline in this connection has 
been best 


mamtamed im territories 


subject to) British insurance prac- 
tices and, probably, least well main- 
tained where the insurance practices 


of a number of territories have met 


together—-tor example, in Egypt and 
the Lebanon 

\nother characteristic of fire in 
Middle East ts that 


there 1s considerable sales resistance 


surance im the 


on the part of the average inhali 
tant, who is inclined to regard tire 
as a supernatural intervention which 
should not be resisted but accepted 
as a matter of personal resignation ! 
Phis tact rather colours the type ot 
insurance demand which must, to 
quite a considerable extent, be dtr 
tated by 


have 


the poheyv of banks whe 
advanced money on merchan 
dise and require an imsurance policy 
along with other documents to. the 
title of the goods Lhe 
that 


simular considerations, 


panel noted 


marine subject to 


has developed 


business. 


quite satisfactorily on its own lines 
without inhibition 


\s for oil, it would be true to say 


that the insurance of oi] mstallations 


as such is not so important relatively 


as is indicated by the 
oil to the 


comprising the Middle East 


1! portance ot 


economy of the countries 


| Low 


ever, oil revenues have viven Tise to 
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STEP ON IT! 


34,000 MILES 
OF 
CONTRACT BONDS 


STILL NEEDED 


... for National Interstate 
Highways alone! 


By 1975, the National System of Interstate and Defense High- 
ways is expected to span 41,000 miles. About 7000 miles are 
completed or underway, with 34,000 still to go. This multi-billion 
dollar project, stupendous as it is, is but a small part of the road 
building activity which is going on from coast to coast. 


The hundreds of thousands of miles of new roads call for all types 
of contractors—large and small—who must have Contract Bonds. 


The roads also mean new industrial plants—utilities—shopping 


centers—motels—schools—all requiring Contract Bonds, too. 

To sell these lucrative accounts, you'll find American Casualty’s 
unmatched bonding experience invaluable. And in addition to 
Surety Bonds (with preferred rates for qualified contractors) Acco 
writes ALL lines of insurance—everything from the Contractor's 
Equipment Floater to Comprehensive Liability. 


Why not put Acco’s bonding know-how and 57 years of multiple 
line experience to work for YOU? 


AAMERICAN CASUALTY 
bees. Branch and Service Offices Coast to Coast 


HOME OFFICE—READING, PENNSYLVANIA 


|News from London—Continued 


| factories, 


an enormous amount of construction 
of buildings, of certain types of 
and also of roads, which 
have provided new sources of fire 


}insurance revenue as such and also 


sources for contractors’ all risks in- 
surances. 


INCIDENTALS 


SWEDISH EXPERTS are testing a de- 
vice which, they claim? will revo- 
lutionize navigation in congested 
waterways when visibility bad. 
The system consists of an electric 
cable on the bed of a canal or har- 
bor; an oscillograph is placed on 
board the ship, and as the ship pro- 
ceeds a light ray on the oscillograph 
indicates the position of the ship in 
relation to the cable. 

Not one of four single-screw 
oceangoing ships which were re- 
ported to have either lost their pro- 
pellers or suttered broken tailshafts 
in the first quarter of 1959 was a 
Liberty-tvpe ship. This the 
first quarter for some vears in which 
a Liberty ship did not sutfer this kind 
of mishap. 
1958, 


In the last quarter of 
three ships, including one 
Liberty, were listed for lost pro- 
pellers, Cre. 

New chairman and deputy-chair 
man of the Joint Cargo Committee 
are Raynor, of Lloyd's, and 
H. M. MacDiarmid, underwriter of 
The Marine Insurance Co., 


respec 
ti\ ely. 


INSURANCE INFORMATION 
INSTITUTE 


ASSOCIATION OF Casualty and 
Surety Companies has decided to 
combine its public relations activities 
with those of the National Board of 
lire Underwriters and, it is ex 
pected, with other capital stock in 
surance organizations, into a single 
public relations institute. This new 
organization, which is planned to 
have in full operation by early sum- 
mer, will be known as the Insurance 
Information This will 
bring together all forms of insurance, 


Institute 


except life and accident and health, 
under a single public relations ban- 
ner and will result in a stepping up 
of public relations. 
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He got out of bed at 1:15 a.m. to answer ac: 
from somebody he'd never met 


ill for help no time “making shoes by hand.’ All this ¢ a built-in 
He spent two chilling hours advantage. And because we are / ! ww. he ible 
getting his people into a motel, waking a country doctor to pitahze on one of th 1 powertul advertis 
check them over, arranging for repairs to their car 


provram 
He's home now, bone-tired He will 


the ndustry 
feel the effects of this Many 


itions tomorrow 


people know or r agent 
night when he rises to meet his oblig: 


lan, too. Because roviding h 
night. he made a piece of paper into help, shel t \ oO his chents and extr 
protection trom financial loss for that family out on the 
Many of his neighbors know him 


man,” and they note tt 


{our integrated apy 
as their to man, he has 
vat he makes a good living already known and expected in his ne 
basis of his success is that he’s part of a unique marketiy ” nsura 
vp. He is an agent, an independent business man to sell from a 
ent. representing a single insurance enterprise ) 
such, he is freed by his marketing partner, the company 
concentrate on serving 


is a State Farm agent, exclusively 
resenting State Farm Mutual. 


in auto insurance, and it 


a large volume of qualified customers. We 
help him identify and accept the qualified risk, the average 


wor ld 


companion com- 
driver of normal habits. We mass-produce his policv-writin 


panies, State I irm ile Insurance ( ompany 
bookkeeping, billing and collection for him, so that t 


ne waste 


INSURANCE 


and State Farm Fire and Casualty Company 


or further informatior 
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QUESTION | 


\. In 


“value” 


the term 
has several interpretations. 


loss settlements, 
Discuss fully indicating the impor- 
tance of the interpretation to the 
policyholder. 

B. Theoretically, a loss adjustment 
should result in an accurate deter- 
mination of the amount that the in- 
sured is entitled to receive. Discuss 
the factors which exert pressure on 
an equitable adjustment 

C. Discuss the various methods used 
by carriers to reduce claims. 

ID). As an adjustor, describe in de- 
tail the procedure you would follow 
in adjusting a property damage loss. 


Answer 
A. The term “value” is difficult to 
define with exactness, and as a result 
several interpretations have devel- 
oped. [establishing value is, to some 
degree, a matter of opinion, but sev 
eral concepts are useful in arriving 
at the true meaning of value as used 
in insurance contracts. One of the 
basic concepts of value is “Actual 


Cash Value,” which is defined as 
replacement cost less depreciation. 
This concept is useful in that. it 


establishes a value which is designed 
to restore the insured 
financial condition he 
to the Phe arises, 
however, in that the insured usually 
must replace the damaged or de 
stroved property at full 


to the same 
Was In prior 


loss. problem 


and 
so must pav for the cost of the de 
preciation at that time. It 


cost, 


is often 
possible to avoid this situation by in 
suring on a replacement cost basis 
so that the value will be determined 
on the actual amount required to 


142 


restore the property without having 
to take into consideration the item 
of depreciation, 

Interrelated to actual cash value 
and replacement cost are the con- 
cepts of: (1) Value in use, and (2) 
Value in exchange. Value in 
refers to the benefits the owner de- 
rives from property in the form of 
shelter, income, health, or pleas- 
ure, 


use 


Value in exchange is a meas- 
ure of ‘goods which can be valued 
in terms of the price at which the 
property would have sold, not ex- 
ceeding the cost of replacement. 

Ideally, all adjustments 
should result in a settlement which 
is completely fair and which com- 


loss 


pletely satisfies both the insured and 
the insurer. Unfortunately, how- 
ever, this is not always the case. 
Since the parties to the adjustment 
are human, certain factors, such as 
attitude, capability, and procedure 
atfect the loss settlement. 

Attitude: 
ants exert pressure through: 


Claimant's Often claim- 
(1) 
Over-valuation of the property, (2) 
Lack of knowledge of the contract 
and submission of invalid claims, 
(3) Exaggerated claims, caused in 
part because of a fear that they must 
exaggerate in order to eventually re- 
ceive an equitable adjustment, (4) 
Nuisance claims, (5) Fraud. 
Producer's Attitude: At times the 
producer is caught in the middle and 
must exert pressure against the com- 
pany in order to protect his position 
with a valued client. 

ld justor’s 


this is 


Capabilities: Although 
a factor over which the in 
surer should have the most control, 
there is a possibility of an inequi- 
table adjustment due to the ad- 


justor’s lack of skill. 


The following questions and selected answers are taken from the final 
examination given the students of the Survey of Insurance Principles 
and Practices Course of the Day School, Insurance Society of N. Y. 


C. Once a claim has occured there 
are a number of methods an in- 
surer can use to reduce the ultimate 
loss. Some of the more important 
are : 
Salvage: This is an attempt to pre- 
serve as much as possible of the re- 
maining value of the property. The 
amount which can be spent on sal- 
vage is, of course, limited by the 
value of the property. 

Subrogation; Often, especially in 
casualty claims, the insurer can take 
over the insured’s rights to dam- 
ages and thereby recover a portion 
of the loss. 

Repair or Replace: Insurers have 
the option in many property con- 
tracts of repairing or replacing the 
property. In some cases it is ad- 
for the insurer to do 
this as it is sometimes possible to 
reduce the loss through the exer- 
cise of this option. 


vantageous 


Careful Adjusting Procedures: This 


includes many items, such as: (1) 
Checking for proper coverage, (2) 


Checking 
(3) 


for non-concurrencies, 
Proper inventorying, and the 
other procedures discussed in ques- 
tion I-D. 

Use of Deductibles: Proper use of 
deductibles at the time the policy is 
written will reduce claims to a large 
extent by ruling out the great ma- 
jority of nuisance claims. 

1). The procedures which should be 
followed in adjusting a property loss 
are as follows: (1) Check policy 
for coverage, location, term, prop- 
erty covered, perils insured against, 
title of insured, mortgages, ete., (2) 
Inspect loss, (3) Determine cause 
of loss, (4) Meet with the insured 


Continued on page 144 
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NEW PROSPECTS FOR 


1 OUT OF 20 HOMES SOLD 


is a mobile home! 


Increase your potential by getting 

your share of this growing market. 
Insure mobile homes through Minnehoma 
Insurance Company — specialists in 
mobile home insurance! 

Other lines available in the states 

of Texas, Oklahoma, and Georgia. 
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Quiz of the Month—from page 1|42 


to discuss the loss and obtain docu- 
ments and required records, (5) 
Obtain agreements, if 
necessary, (6) Inventory the loss, 
(7) Obtain all policies of the in- 
sured covering the same risk and 
check for concurrency, (8) Check 


non-waiver 


the total loss figures against the 
amount of insurance carried as to 
comsurance requirements and con- 
currency requirements, (9) Deter- 
mine the amount of liability, (10) 
Negotiate the amount of liability, 
(11) Determine whether to pay a 
partial 
whether to pay the entire amount 
and (12) Forward 
of loss proof to the insured, (13) 
Take subrogation, 1f 
(14) Pick up salvage 
Naturally, all of these procedures 
will probably not be used on any 


percentage on a loss, or 


salvage, 


take 


applicable, 


specific loss, but they are an outline 
of the would 
check for in adjusting a property 


things an adjustor 


damage loss. 


QUESTION 2 
“The insurance pre- 
cludes the necessity of loss preven- 
tion.” Discuss the validity of this 
statement, indicating what preven- 
tive efforts, if any, can be employed 
to prevent or reduce loss. 


existence of 


Answer 


The existence of insurance does not 
preclude the necessity of loss pre- 
vention either from the standpoint 
of the individual or society as a 
whole. A person should act just as 
prudently with insurance as without 
it, for several reasons. (1) Insur- 
ance cannot normally cover all of the 
costs of a loss as many indirect costs 
are uninsurable, and (2) theoreti- 
cally, over a period of time each 
insured pays for the majority of his 
own and insurance is a 
method of spreading the costs over 
a period of time. Exceptions to this 
rule are the large catastrophe loss 
and the small buyer. 


losses 


There are some 
risks we don't 
cover... 


ut noe many ! 


For those unusual risks, or 
risks of large proportions, 
Commercial Standard’s SPE- 
CIAL RISK DEPARTMENT 
is the answer to an Agent's 
prayer. 


COMMERCIAL STANDARD 


INSURANCE COMPANIES 
FORT WORTH, TEXAS 


President & Chairman of the Boord 


RAYMOND BUCK SOMMERCI 4 


Loss prevention measures fall into 
four catagories: 
(1) Truly preventive: the preclu- 
sion of any possibility of 
through measures such as construct- 
ing a truly fireproof building, if pos- 
sible, or other measures to remove 
all chance of loss. 
(2) Protective or Quasi-preventive 
measures: These are measures 
which are taken to protect risks 
which are subject to loss in order to 
prevent, as much as possible, the loss 
from occurring. These include safety 
engineering, fire inspections, educa- 
tional campaigns, etc. 
(3) Minimizing These 
measures, taken to hold the loss to a 
minimum include tire departments, 
sprinkler systems, fire alarms, and 
medical treatment and therapy in 
workmen's compensation cases, etc. 
(4) Salvage: After a loss has oc- 
curred, value can often be recovered 
from the remaining property. The 
insurer reserves the right to salvage 
following payment of a total loss and 
in this way is able to recover at least 
a portion of the loss paid in most 


Cases. 


loss 


OSSCS~ 


QUESTION 3 


A. Discuss at least five reasons why 
insurance companies engage in the 
practice of reinsurance. 

Describe the characteristics of the 
various contracts of reinsurance. 

C. In what ways does reinsurance 
benefit the policyholder ? 


Answer 


A. Reinsurance is an extremely im- 
portant practice and is used to ac- 
complish one or more of the follow- 
ing often interrelated objectives : 

(1) Spread of Risk: The basic pur- 
pose of nearly all reinsurance is to 
spread the risk of possible large 
losses among a number of insurers 
so as to eliminate the possibility of 
any one event seriously affecting the 
individual Examples of 
situations requiring reinsurance are : 
(a) Casualty contracts with limits 
in excess of $100,000 are not un- 
and 
policy is desirable, no insurer desires 
to risk that amount on one possible 
event, Through reinsurance the is- 
suing company is able to cover 
the risk under one policy and then 


company, 


common, although single 
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reinsure the amount in excess of its 
retention limits. (b) Fire insurance 
companies often wish to reduce their 
hability on a particular line or in a 
particular area to reduce the possi- 
bility of a catastrophe loss. 


(2) To Write a Greater Volume of 
Business: A growing company is 
limited in its growth to the amount 
of new business it can finance out 
of its surplus due to statutory re- 
serve requirements, and can write 
a greater volume of new business if 
it cedes a portion of its business. In 
this way reinsurance can provide 
some relief for a depleted surplus. 


(3) Retirment From Business: An 
insurer may wish to cease writing 
a particular line, or retire from the 
business completely. Reinsurance 
provides a means for the retiring 
company to transfer its liabilities to 
another company, 

(4) Stabilization of Profits: By re- 
insuring a portion of its business a 
company can minimize to a great ex- 
tent the large losses which oceasion 
ally oceur and thereby even out its 
profits and avoid the extreme fluc 
tuations which might otherwise re 
sult. 


(5) Source of Profit: 


panies are able to show a net gain on 


Many com 


business ceded to other companies. 
This is generally true if the ceding 
company’s acquisition cost is low. 
Conversely, many 
cluding some not exclusively in the 
reinsurance 


1n- 
business, show profits 
on the business they have acquired 
from ceding companies. 


bb. The two basic types of reinsur 
ance are facultative and treaty. 


(1) Facultative rein- 
surance 1s the distribution of liability 
on an individual risk basis, with the 
company to whom it ts offered free 
reject. This method 
is extremely flexible, but it is too un- 
certain and cumbersome to be prac- 
tical for routine business. 


Facultative: 


to accept or 


2) Treaty Reinsurance: This pro- 
vides automatic reinsurance among 
two or more companies on a pre 
determined Although there 
variations of 
treaties, all are forms of either share 
or excess treaties. 


basis. 


are a number of 


Under the share 
basis, a portion of all the business 
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One of a series of great m stual efforts 


The mutual effort of Christopher Columbus and Queen !so- 
bella—plus the contents of the royal jewel box—started 
history's most famous voyage of discovery. It still works. An 
agency agreement with Northwestern directs you to new 
sales opportunities, with the selling advantages 


of modern policies, proven sav- 


ings and prompt claims han- 
dling—plus the kingly serv- 
ice of your own local 
agency. 


NORTHWESTERN 


Chicago Columbus Dallas 
Oklahoma City © Phoenix e 


Denver e 
Portland e 


Houston e 
Raleigh « 


Los Angeles ¢ Missoula ¢ 


Chatham, NJ 
Salt Lake City © San 


Diego ¢ San Francisco 


Spokane St. Louis Canada: Vancouver Calgary Edmonton ¢ Saskatoon Winnipeg 


covered under the treaty is auto- 
matically and the rein- 
surer agrees to pay its share of every 


reinsured 


loss, regardless of size. The excess 
the other hand, obli- 
gate the reinsurer to pay all of the 


treaties, on 


loss above a specitied amount, up to 
the limits of the treaty. 

C. Reinsurance benetits the policy- 
holder in a number of ways. 

(1) It adds strength to the contract 
by placing the resources of a num- 


ber of companies behind the con 
tract. 

(2) It enables the insuring of large 
risks under one policy, removing the 
probiems of non-concurrency, and 
also resulting in better claims han 
dling, auditing, inspections, ete 

(3) It enables the insured to get im 
mediate 
without 


coverage on large risks 


having to seek coverage 


from a number of insurers 
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JUST PUBLISHED! 


The completely redesigned and expanded 1959 edition of 


BEST'S DIGEST of 


INSURANCE STOCKS 


The indispensable reference work for organized and continuous 


investment analysis and research on fire, casualty and 
life insurance stocks. Recognized as the most com- 
plete digest of its kind in existence. 


Whether you’re interested in adding insurance stocks to your 


personal portfolio, keeping tabs on securities you 
already own, rounding out your background knowl- 
edge on insurance stocks or comparing your own 
company’s progress, performance, and practices with 
those of other carriers. . . 


The 1959 BEST’S DIGEST OF INSURANCE STOCKS offers a 


In this ONE book 
you'll find such 


data as... 


Resources — Ten-Year Trend: 
assets, capital, surplus-voluntary 
reserves, conditional reserves, 
book value. 


Liabilities — Ten-Year Trend: 
loss reserves, unearned pre- 
miums, total liabilities, liabili- 
ties % of book value. 


Five-Year Net Premiums Earned 
and Written: in dollars and in 
% of book value. 


Ten-Year Per Share Figures: par 
value, book value, invested 
assets, net premium writings, 
yearly market range. 


Ten-Year Earnings Breakdowns— 
Amount and Per Share: net in- 
vestment income, statutory un- 
derwriting, changed unearned 
premium equity. 


wealth of detailed information for over 100 stock 
insurance companies—fire, casualty, and life .. . 
streamlined in format and greatly expanded in cover- 
age this year, virtually the entire actively traded 


Distribution and Five-Year Growth 
of Premium Writings: total and 
by classes of business. 


Five-Year Operating Ratios: loss, 
expense, and combined. 


Cash Dividends Declared—Ten 
Years: amounts. 


Capital Gains or Losses: ten-year 
histories (amount and per share) 
of profit or loss security sales, 


appreciated or depreciated asset 
values, miscellaneous. 


Historical Summary 

Scope and Type of Operation 
Management 

Current Dividend Rate 


Test this outstanding reference work now, while you can. Dis- 


Fifteen Dollars per Copy 


To: ALFRED M. BEST COMPANY, Incorporated 


Gentlemen: Please send me 


at $15.00 per copy. 


75 Fulton Street, New York 38, N. Y. 


cover for yourself why so many individual investors, 
investment analysts and professional fund managers 
are so successful with it. 


copies of the 1959 edition of BEST'S DIGEST OF INSURANCE STOCKS 


ALFRED M. BEST COMPANY, INC. 
ATLANTA BOSTON CHATTANOOGA CHICAGO CINCINNATI 


NEW YORK RICHMOND 


DALLAS LOS ANGELES 


market! 
: 


Home Office and Fiel 


Aetna Casualty: Ocean marine 
changes: William A Middleton, New 
York manager, advanced to home office 
succeeding Don M. Perry, retired. E. Tra 
Sparling promoted trom assistant manager 
to succeed Mr. Middleton 


dept 


Aetna Insurance: Haren A. Williams 
has been promoted to superintendent of 
casualty claims for state of Texas (Hous 
ton). Hugh N. McNair and James ]. Tay 
lor have been appointed claim managers 
at Houston and Tampa (Fla.), 
tively. 

Special agent appointments Philip W 
Cowan and Carlton P. Hoffman, Buttalo 
Robert F. Hallquist at Delmar, (N. Y.) 
replacing Richard A 


Inderson, trans 
ferred to Hartford; and John P. North, 
Hartford 


TeEspec 


Allstate Cos.: Regional offu« appoint 
ments: Rochester N. ¥ Donald R 
Cameron and Theodore Schirmuhly, dis 
trict managers; John Bryant, 
ant claim managet Jean {. Dalton, 
assistant personnel manager: and Pincent 
Vane, operating div. manager. Harttord 
(Conn.)—Lee Ketcham, personacl man 
ager; Byron B. Stilwell, assistant under 
writing manager; and Jolin O'Lough 
lin, district sales manager. Long Island 
(N. Y.)—Herbert R Aopke, district sales 
manager; and JWalliam McGinnis 
branch supervisor, life-accident-sickness 
Philadelphia—George Ulrich, and 
John P. Martin, district sales managers 
St. Petersburg (Fla Robert F. Towne, 
branch — sales supervisor life-accident 
sickness: and Frederick M. Berghaus, dis 
trict sales manager 

District 


sales assist 


sales managers appointed at 

regional ofhces: Joseph D. ¢ 
Murray Hill, N. ¢ 

Kansas City, Mo 

Texas Donald ¢ 

Wash.: and 

Heights, Pa 
Herbert 

personnel 

Raymond 


inningham, 


Dallas 
Seattle 
Raymond Shaker 
Lister has been named zone 
representative central 
Livingston branch 
supervisor—fire, Harrison, and 
Brannon appointed planning man 


Menlo Park, Cal 


west 
becomes 
sales 
Ira N 
ager at 


MeGavic has 
Kansas 
succeeding ku 
returned to Richmond 


American Casualty: 
been named casualt’ manager of 

(Mo.) branch office 
gene fustin, 
Va.) office 


American Home Group: Man 
own has been appointed special agent in 
western Pennsvivania (Pittsburgh 


American Surety: Hocfer has 
been promoted to supervising casualty 
underwriter at western regional office, and 
Ralph R. Guy, tormerly manager of Un 
derwriters Adjusting Co. has been ap 
pointed supervisor of loss operations at 
western tire othce in Chicago 

Burcher V. Sheard has advanced 
to manager of Albany branch succeeding 
Milton L. Perry, retired atter nearly 50 


been 
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Moore, 


Vears service 
James 1 


cial 


Tanksley and 
Webb have been appointed spe 
agents at Atlanta) and Denver 
branches, respectively 


Anchor Casualty: Underwriting manager 
John H. 8S. Jamieson was elected under 
writing secretary 


Atlantic Cos.: Joseph H. Farnham, Jr., 
has been named manager of metropolitan 
inland marine dept. under the direction 
of, and as administrative assistant to, in 
land secretary James W Aennedy John 
1. Schoneman has been appointed man 
iger of home multiple lines dept 
metropolitan and eastern div.) and will 
also act as administrative assistant to vice 
president FE. V. Silver, Ji 


Thomas R. Keegan has 


marine Chi 


Boston Group: 
been appointed 


cago 


manager in 


Buffalo: Jo/in 4 
midwestern dept 
has been 


Maclean, 
which is 
transferred to 
viministrative assistant to the 
Victor T. Ehre, and will continue to su 
pervise the midwest operations from But 
falo 


manager of 
now closed) 
home ofhce as 


pre sident 


Civil Service Employees: 
Dashiell and Richard A. Evans have 
appointed presidents, res 
pectively, of claims and underwriting 


been 
assistant vice 


Continental Casualty: George Fo Mi 
Donnell has been named to head a 
accident- health division Independent 
Plans Division handle inthux 
of business due to 65-Plus hospital sul 
gical policy Vice president: Walter M 
Foody 1s executive othcer of the 
Wendell L. Drake has been promoted to 
superintendent of agencies commercial 
div., succeeding Mr. McDonnell. Eugene 
Re rtog and Hank W. Meyer 
idvanced to superintendents 
respectively, of education-training 
ind intermediate div 

Howard W. Bennett has been elevated 
to manager of accident-health branch at 
Baltimore. Ralph Ch formerly 
a bond supervisor for American Insurance 


new 


formed to 


new div 


have been 


assistant 


cle pt 


imberlain 


Co., has been appointed bond manager at 
Seattle, Wash 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 


Employers Mutual Casualty: |! 
Button has been named field supervisor 
in Virginia 


Farmers Ins. Group: Rollin was 
elected financial vice president and will 
continue to serve as president of Farmers 
New World Lite 


The Fund: Murray Alexander has been ap 
pointed manager of auto-casualty opera 
ions in southwestern dept Dallas) 
replacing David E. Boswell, due to illness 
Fireman's Ins. Co. changes: Assistant 
manager Mac Henderson has been trans 
ferred to southern California marine de pt 
Los Angeles) succeeding Robert H. Wil 
liams and is replaced at) Pacific inland 
marine dept. by 4. Roy Thomson. Dwan 
P. Basdeka has named to succeed 
Mr. Thomson as superintendent of San 
Francisco branch office inland marine op 
erations. Peter 1. LaBella has 
pointed special agent at 
succeeding Robert ] 
Dennis D. 
special agent in 


n 


been ap 
Hempstead 

Maloney 
fnderson has been named fire 
New Haven replacing 
Kdward H. Freeman, promoted to Svra 
cuse othce in charge of tire 
Fdwin W. Strauss becomes marine special 
agent for northern New York 
succeeding George F. Raplee 
transterred = to Hempstead William P 
Scott has been appointed fire special agent 
in Newark J.) replacing Dennis D 
Inderson, transferred to 
field 


operations 


suburban 
territory 


Connecticut 


Gay & Taylor: New offices and managers 
of this firm of general adjusters: Florence 
John A. Odor, Pulaski, Tenn 

I Davis; North Carolina—Concord 
Charles F. Galloway, Salisbury. 8. 


Doug 
as, and Wavnesville, Boyd ¢ 


Deanery 


General Reinsurance: 
formerly chiet 
for Liberty 
pointed a 


John Hayes 
idjuster of liability claims 
Mutual Ins.. has been ap 
claims attorney 

Global Reinsurance: /)) 
Bleeker, formerly managing director of 
Nederlandsche Transport Verzekering 
Mij. N. V., has been named manager 


Henry J 


Great American Ins.: 
has been appointed to the 
assistant general 
merly held with 
Ins. Agents 


Cross 
law dept. as 
attorney i 


National 


post he for 
Association of 


Hartford Group: 
elected assistant secretary of Hartford 
Accident, and Robert H. Kutteruf elected 
issistant secretary of Hartford Fire 

Speajal agent John M Thomas, IJr., 
Baltimore, has been promoted to agency 
superintendent at Hartford Fire home 
othice 


Hannah was 


Home Cos. (N. Y.): 
was clected assistant 

Home Insurance 
Penn to 


M Shoucatr 
controller 

advancements: 
secretary, marine 


Wil 


dept 
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Field Appointments—Continued 


Ralph Johnson to secretary, operating 
div.; and Harold J. Samsel to assistant 
secretary at Baltimore 

Home Indemnity promotions: Burton 


Jaffe Agency, Inc., and B. G. Jaffe & 
Co.: Bernard Jaffe has stepped down from 
the presidency and is succeeded by Alfred 
I. Jaffe, his son, who was vice president. 
Milton Lyman becomes vice president and 
treasurer in addition to continuing to be 
responsible for production and Charles 


Robert L. Young, office manager, has 
been placed in charge of fire-allied lines 
underwriting dept. of Federal Mutual. 


Kuhrts, Cox & Brander: Miller, Kusirts 
& Cox and Brander & Company have 
merged under this new name. The ad- 


J. Johnson to secretary and Alan R. dress is 4055 Wilshire Blvd., Los Angeles. 


Manzell secretary, continuing 
Buckwalter to assistant secretary-claim div. 


in charge of all fire underwriting. 
London Assurance Group: Berry 
Home & Overseas Offices, Ltd.: This has been named special agent in Texas. 


Kemper Group: Robert E. Nagel has been 


firm of reinsurance intermediaries and promoted to executive assistant and Jo- 
specialists has been established at 9 seph L. Kristof advanced to succeed him 
Maiden Lane, New York City, with Ar- as fire underwriting manager at Seattle 
treasurer in addition to his other duties. 


office. 

Mutual Insurance Institute, educational 
div. of this group, has established an 
vid A, Tapley, formerly associate actuary — eastern branch at Summit, N. J. Harris 
and actuary with State Farm Mutual, has  G. Haviland, director of education for 
opened this actuarial consulting services in eastern dept. of the group, will supervise 
the Cotton Belt Bldg., St. Louis, Mo. the branch program. 


thur B. Eaton as president and Ronald E. 
Woollaston as vice president. 


Independent Fire & Cas. Actuary: Da- 


MacDonald & Co. of Alaska, Inc., D. 
K.: F. Dewey Baker, formerly a partner 
in Gummett & Baker Ins. Agency, Juneau, 
has been appointed vice president and 
will manage the Juneau office. 


McElveen & Sons, Thomas M.: [his Flo: 
ida firm of adjusters—surveyors has 
opened a second office in Latin America, 
and William M. Porter was named _ its 
branch manager (Bogata, Colombia, 
S. A.). 


Martin Co., Claude R.: Robert T. Stover, 
formerly associated with Lumbermens 
Mutual Cas., has been appointed resident 
manager at Wilkes-Barre for this Penn- 
svivania firm of general adjusters 


Mr. Agent: 
We can lessen 
your “load” 
with our 


prompt service, 
facilities, and 


Marquette Casualty: J/omas H. Ellson, 
formerly in charge of casualty operations 
for Home Ins. at New Orleans, has been 
appointed casualty manager. 


insurance Mitcheili & Gaines, Inc.: George F. 
Gornto, formerly vice president of Caro- 
know-how! lina Casualty, Carolina Home Life and 


Insurance Co. of the South, has joined 
this Adlanta firm as vice president. 


Motors Ins. Corp.: District office man 
agers appointed: Woodrow J. Walter at 
Abilene, Texas; John Liebeler, Gary, Ind.: 
James T. Poulos, Trenton, N. ].; and 
frlo L. Bradshaw, Lubbock, Texas. 


Mutual of Omaha: Bernard H. Fichler 
has been named director of field opera- 
tions, sales div. 


NATIONAL UNION 
INSURANCE COMPANIES 


PENNSYLVANIA 


PITTSBURGH e 


Nationwide Mutual Ins.: George J. Varga 
was named an officer and appointed an 
actuary for this company and Nationwide 
Life. 


AND COMPANY INCORPORATED 


National Union Cos.: Lawrence W. Da 
vies has been appointed to the production 
dept. staff at home office. 

Roy G. Elmore has been appointed 
state agent for Alabama. 


North America Cos.: The Indianapolis 
service office is now located in the Fidelity 
Building. 


North British Group: Ohio field super- 
vision rearranged: State agent Richard P 


Stitt, north central, state agent 
LOUIS | Samuel P. Bennett, northeastern, both 
with headquarters Cleveland; state 

agent FE. G. Jones, southeastern (Colum 

ESTABLISHED 1944 bus); regional manager William A. Gib 


son, Jr., southwestern (Cincinnati): and 
state agent David V. O’Brien, northwest 
ern (Toledo). 


Ohio Farmers Ins.: [he Penn 
Inc., of Milwaukee (formerly known as 
Victor A. Penn Agency) has been ap- 
pointed managing general agent for Wis 
consin. The company’s Milwaukee field 
office has closed and manager /rvin Swine- 
hart has joined the Penn Agency as agency 
superintendent. 


Agency, 
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Pacific Employers: Vice presidents 
elected: Stanton Haight, San Francisco; 
T. Edmond Roberts, George A. Jackson, 
Preston A. Drake and Don Frost, Los 
Angeles; and R. G. Waters, Houston. 


Pacific National Fire: Douglas M. Tem- 
ple was elected assistant secretary and 
named manager of home office fidelity- 
surety dept. and J. Douglas Miller, ad- 
vanced to supervisor of bond-burglary 
underwriting for Pacific div., will also 
assist Mr. Temple. 

Pearl-Monarch Group: Special agent IV. 
G. McDermott has been transferred from 
northeastern Ohio to Texas. 

Peerless: M. /. Marion, formerly associa 
ted with Royal-Globe Group, has been 
appointed assistant to George J]. Polisson 
in western New York (Buffalo). 

Phoenix of Hartford Group: George 4 
Lee, Jr., has been appointed manager of 
Atlanta district office. 


Reliable: Jo/in D. Chestnut has been ele- 
vated to underwriting secretary and will 
continue as underwriting supervisor of all 
fire business written outside of Florida by 
the American Equity Group. Frank L. 
Smith has been appointed assistant secre- 
tary and continues as underwriting super- 
visor of inland marine package 
dwelling business written by the group 
Reliance (Pa.): Danie! D. Riley, Jr. has 
been advanced to superintendent of casu 
alty underwriting and Joseph G. Ochs 
appointed casualty claims manager, both 
in Montclair, N. J. Wallace D. Williams, 
Jr., has been named fire-marine manager 
for western Pennsylvania field. 

Retail Credit Co.: New branch offices 
Hackensack, N. J—Robert H. Cope, Jr., 
transferred from Drexel Hill) (Pa.) as 
manager; Niagara Falls, N. Y.—Pierre ] 
Garneau, transferred from assistant man 
ager at Buftalo, as manager. 


Sayre & Toso, Inc.—W. B. Brandt & Co., 
Inc.: James H. Marsh has been advanced 
to manager at Portland and J]. V. Hamil 
ton promoted to manager at Denver as 
sisted by R. E. O'Hara. 

Scott Wetzel Co.: Fugene Dillon, for- 
merly Idaho Falls branch manager fot 
General Adj. Bureau, has been appointed 
manager of fire loss div. covering south- 
ern Idaho. 

This Intermountain adjusting firm has 
opened a new office in Provo, to serve 
Utah County and southern Utah 
Security Mutual Cas.: Dr. Harry I. Som 
ers has been appointed medical director 
Standard Accident: James B. Carter has 
been appointed associate) manager of 
Baltimore branch. 


State Farm Mutual Auto: Oscar Marlow 
has been promoted to general claim su 
perintendent in home othce 


Traders & General: Jack IW. Solomon has 
been appointed special agent with head- 
quarters in Houston. 
Travelers: \ianacgerial appointments in 
casualty-fidelity-surety lines for Travelers 
Indemnity: Wilbur J. Yox, brokerage 
manager, New York City (John St.); Jo/in 
I. Camp, Yonkers, N. Y.; and Marcus E. 
Gardner, Cincinnati, succeeding 
]. Burrer, retired. 
Appointments for 


Gordon 


Travelers Insurance: 
Supervising adjusters—New York City (80 
John St.), Gordon E. Marshall, William C, 
Funke and Daniel J. Driscoll, all liability 
dept.; Hartford, Daniel A. Heavren; Port 
Arthur, Robert L. Payne; and San Diego, 
James A. Spore. Robert V. Terboss has 
been named district adjuster at Syracuse, 
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Aibert Wiitcox & CO. inc. 


ESTABLISHED 1916 


Reinsurance Planned and 
Negotiated - Admitted and 
Foreign Market Facilities 


Facultative - Treaty - Excess of Loss 
Fire - Marine - inland - Casualty 


99 JOHN STREET, NEW YORK 38, N.Y. 
Tt PRYOR STREET, ATLANTA’ 3;-GA. 


BE 3-4191 
MU 8-4270 


N. Y.. and Walter A 


Cooper, Jr.. made 
resident: adjuster at 


Charleston, 
Trinity Universal: /. 2B. Yates has been 
advanced to midwest regional manage 
and is replaced as Ohio branch managet 
by Charles A. Hardin. J. J. Hagood has 
been named Indiana branch manager. 
Messrs. Hardin and Hagood were previ- 
ously underwriting supervisors at Colum- 
bus and Indianapolis, respectively 
Special agent W. R. Sykes has 
transferred from Oklahoma 
Witchita Falls, Texas. 


been 
City to 


U. S. Fidelity: Jo/in W. Hoffman, execu- 
tive assistant at home office claim dept., 
has been appointed assistant manager at 
St. Louis 


Weghorn Agency, Inc., John C.: \ new 
surplus dept. has been organized with 
George A. Kershaw as manager. 


Western Adjustment & Insp. Co.: (. 
Goeller has been appointed district: man 
ager in eastern Ohio and will also con 
tinue as manager at Youngstown. 


Wolverine: / 
named director of advertising for this 
company — and ited = companies 
Secured of Indianapolis, Riverside of Lit 
tle Rock and Federal Life & Casualty. He 
was previously director of advertising and 
publicity for Country Companies in Chi- 
cago. 


VMicCrory has been 


Zurich-American Cos.: Ha 
kins has been appointed sales manager of 
special accident-sickness coverages. Robert 
P. Blumer, formerly associated with Er 
win Wasev, Ruthrauff & Ryan, Chicago 
advertisers, has been named market re 
search analyst and will work under F. A 
Holderman, secretary and head 
of the dept. 


assistant 
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Automobile Insurance—Comprehen- 

sive Coverage—TheH of Insured 

Car—Direct and Accidental Loss or 
Damage. 


Frank v. State 
tomobile 


Farm Mutual Au- 
Insurance Co. (District 
Court of Appeals of Florida, 1959) 
109 So 2d 594. 

In this case the policy coverage 
was “To pay for any direct and ac- 
cidental loss of or damage to the 
automobile,” except loss by colli 
“Theft” was ex- 
pressly included as a cause of loss 


son Or upset, 
not to be deemed loss caused by 
collision or upset. 

The sunple facts presented to the 
court that a theft 
of the insured automobile in August, 
1954, a notification in 
November, 1954 from the insurance 


were there was 


followed by 


company to the insured that the car 
had recovered, and a further 
29, 1954 
from insurer to insured to pick up 
the insured car 
State of [limos 


been 


notification on December 


at a location in the 


The Florida appellate court noted 
that the trial court had held that the 
insured’s complaint in his suit for 
the theft did 
state a cause of action, and that 


the loss occasioned by 
not 
the trial court’s decison was based 
on a holding that, as a 
law, the theft of the car 


matter of 
Was not a 
direct and accidental loss of or dam 
to the automobile 

On the appeal, the decision below 
was affirmed 


age 
on the same theory 
as was adopted by the trial court. 
The court first pointed out that, 
in order to recover, the insured must 
plead and prove facts which bring 
his claim within the policy terms. 
The majority of the court held: 
“It was the 
the [insured’s}] automobile and not 
a theft thereof that was insured 
against under the terms of the [in 


loss of or damage to 
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surer’s] policy. It is one thing to 
insure against the happening of a 
contingency but still another to in- 
sure against loss occasioned by the 
happening of a contingency. Un- 
doubtedly the [insured] sustained a 
loss as a result of the theft, but the 
loss was not direct and accidental.” 
One judge 
“When one 


stolen, he 


dissented, 
his 
sutfers a 


saying : 
has automobile 
‘loss’ even 
though it is recovered in a distant 
city, whether it be Chicago or Cal- 
cutta, and that such a loss 1s ‘direct’: 
and when one sutfers a loss of an 
automobile by theft, as to him the 
‘loss’ is accidental in the sense that 
the loss is undesirable, unfortunate 
and happened by chance. See Web- 
ster’s Unabridged Dictionary. Of 
course, as to the thief, it is not an 
accident or a loss.’ 


Automobile Insurance—Fire Cover- 

age — Insurable interest — Agent's 

Omission to Inquire into Facts of 
Ownership. 


Nelson v. New Hampshire Fire 
Insurance Co. (United States Court 
of Appeals, Ninth Circuit, 1959) 
263 F.2d 586 

\ Texas manufacturer of house 
trailers sold a trailer to a dealer in 
Boise, Idaho, and sent its employee 
Roberts to deliver it. En route to 
Boise, and before reaching Ameri- 
can Falls, Idaho, the trailer was 
slightly damaged, but its value was 
not materially atfected thereby. 

At American Falls, on the same 
day as the accident, Roberts and one 


INSURANCE 


HENRY DIMLING INSURANCE 


3505 W. 6th St., Los Angeles 5, Col. 
DUnkirk 
24 Hour Service « 

Service Offices 
Pomona, Ventura and Bishop, Cal. 

Refer all Losses to Los Angeles. It's faster 
by Wire or Air Mail 


Pauls were in possession of the 
trailer, They met the insured, 
Beatrice Nelson, and purported to 
sell the trailer to her. The two men, 
without any right, title or interest in 
or to the trailer, signed a Bill of Sale 
to insured, for a purchase price of 
$2,000. 

The insured admitted she knew 
the trailer was worth at least twice 
what she paid for it, and that the 
two men showed her invoice 
showing the dealer's cost was $4,- 
276.70. She said she believed the 
two men when they told her the 
price was so low because it was bet- 
ter to make a quick sale than to haul 
the trailer back to Texas after the 
dealer rejected its delivery, as the 
men claimed the dealer would do. 

Other facts brought out were that 
the insured bought the trailer from 
the two complete strangers after see- 
ing them for less than one hour, 
that the men had no documents of 
title to show or deliver to her, that 
the invoice which the two men dis- 
plaved to her clearly indicated that 
the trailer was to be delivered to the 
named dealer in Boise, and that her 
only etfort to determine whether the 
men had authority to sell the trailer 
was in the form of a question di- 
rected to them. 

Shortly after her acquistion of the 
trailer, the insured began negotiat- 
ing with the insurance company’s 
authorized agent to obtain tire and 
other coverage. The agent inspected 
the trailer and expressed an opinion 
that it was worth about $6,000, The 
insured told the agent she had not 
paid that much for it. In the sub- 
sequent dealings it was agreed to 
insure the trailer for $5,000, al- 
the insured never told the 
agent how much she paid for it, nor 
did the agent ever ask what the pur- 
chase price was. 


though 


1 page IS 
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You CAN'T call a Spade a Spade! ... 


Not if it’s used for digging! 

For gardeners and insurance men 
both do their own spadework in 
different ways. Productive 
insurance men know that he who 
digs deepest for sales information 
usually comes up with the 
most facts to help him 

strike paydirt! 

That's why productive 
insurance men do their sales 
spadework with BEST'S LIFE 
REPORTS. For over 50 years 
insurance men have been digging 
up facts that sell in this. the preferred 
source of information on legal reserve 
companies operating in the United 
States and Canada. A nationally 
recognized, time-saving reference work, 
BEST'S LIFE REPORTS 

are designed to provide the faets 

you need on financial resources and 
responsibility, when you need them. 
Respected summary opinions and recom- 
mendations are provided for your 
guidance by a staff of experts! 
Your sales spadework is as easy 

as turning pages in a book with 
BEST'S LIFE REPORTS. priced at 
twenty-five dollars including a 
years subscription to the Life 
Edition of Best's Insurance News. 


LIKE REPORTS 


ALFRED M. BEST COMPANY, INC. 


7S FULTON STREET, 


NEW YORK 38, N.Y. 


ATLANTA e BOSTON @ CHATTANOOGA e CHICAGO @ CINCINNATI @ DALLAS @ LOS ANGELES e RICHMOND 
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The Judge Says—from page 150 


When a fire loss occurred, the in- 
surer denied liability for the reason 
the insured had no insurable inter- 
est. The insured sued to recover on 
the policy, the Federal district court 
held the insured was not entitled to 
recover, for lack of insurable inter- 
est. 


ADVISERS 
& BROKERS 
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ey AND NIGHT 
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WETZEL CO. 


INSURANCE ADJUSTERS 


On appeal to the Federal appel- 
late court, the decision against the 
insured was affirmed. 

The court held that no insurable 
interest is conveyed to the purchaser 
when he purchases property under 
circumstances other than innocent 
from one who has no right, title or 
interest in the property or authority 
to sell the same. 

It was also held that the insur- 
ance company was not estopped to 
defend on the ground of no insur- 
able interest as a result of the 
agent’s omission to inquire as to all 
the details of the purchase by the 
insured, The court upheld the lower 
court in its findings that the deci- 
sive fact was the failure of the in- 
sured to disclose to the insurer or 
its agent the circumstances sur- 
rounding the purported purchase by 
her of the trailer or the price paid 
therefor by her. 

An incidental point decided by the 
court was that the necessity for an 
insurable interest is not confined to 
life insurance. On this point it was 
said: “The authorities seem to be 
in complete accord upon the propo- 
sition that the requirement of in- 
surable interest in insured property 
is for the purpose of preventing the 
use of insurance as a means of 
wagering. * * * One who has no 
protectible interest in the insured 
object is not allowed to gamble upon 
the possibility of its destruction. 


ATOMIC ENERGY 
THE ATOMIC ENERGY Commission 
has proposed permanent regulations 
governing the financial protection to 
be provided by organizations 
censed to operate atomic reactors. 
A temporary regulation has been in 
force under which the amount of 
protection is based on the thermal 
power level of the reactor, This ba- 
sis would be continued in the per- 
manent regulations with population 
density of the surrounding area as 
an additional factor. A licensee must 
meet the requirements of these regu- 
lations to be eligible for the excess 
third party liability insurance pro 
vided by the government. 

The A. E. C. has designated the 
National Association of Independent 


Insurance Adjusters as the official 
organization to handle all claims 
which may arise in connection with 
atomic fallout and other hazards in 
connection with peacetime atomic 
testing and other activity over 
which the commission has jurisdic- 
tion. A letter contract was signed 
by the Association with the A E C 
on April 28 and formal arrange- 
ments will be made promptly. 

The American Institute of Ma- 
rine Underwriters has informed the 
Joint Atomic Energy Committee 
that it will be able to provide hull 
coverage in excess of $10 million on 
the nuclear merchant ship, the N.S 
Savannah. 


RADIOACTIVITY AND 
INSURANCE 


THE PROPERTY-CASUALTY insurance 
business is becoming concerned 
about the loss possibilities arising 
from use of radioactive isotopes in 
industry, entirely apart from the 
major problems growing out of nu 
clear reactor hazards that have led 
to formation of large insurance pools, 
Walter T. Tower, Boston, vice- 
president of the Federal Mutual In- 
surance Co., told the annual meeting 
of the American Mutual Insurance 
Alliance at the Edgewater Beach 
Hotel in Chicago. He has served 
for several years as a principal rep- 
resentative of the mutual insurance 
companies in the technical groups 
concerned with forms, 
coverages in this field. 


rates and 


Contamination Occurs 


“A radioactive isotope cannot of 
itself originate a fire or an explo- 
sion,” he said. “Our problem is one 
of possible radioactive contamina 
tion and the resulting costs of prop 
erty damage and decontamination. 
The emissions, either in the form of 
particles or rays, cannot be seen, 
felt nor detected by any of the senses. 
The record so far as isotope users 
are concerned is excellent. The re- 
quired licensing of the user by the 
Atomic Energy Commission insures 
supervision of use of the isotope by 
one competent to do that supervi- 
sion. Yet instances where isotopes 
have been released have 
and will continue to occur. 


occurred 
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In the Limelight 


Because of 
These Features 


In short, these features add up to quality. Genuinely 
new, unusual and liberal, they possess strong prospect 
appeal. Here are the facts: 

Within the next twelve months, 500,000 American 
families will have hospital and medical bills that will 
equal or exceed their annual incomes. Another 
1,000,000 families will incur medical expenses equal to 
half their annual salaries. Basic medical or hospital 
insurance is not enough to meet these catastrophic ex- 
penses. The Employers’ now provides the solution... 
Guaranteed Renewable Major Medical Coverage. 


For Individuals and Families 

Guaranteed Renewable to Age 65 

Level Premium. No Increase Because of Age. The Company Reserves 
the Right to Change Premium Rates on Class Basis Only. 

First Day Coverage for Accident and Sickness 

$500.00 Deductible 

Pays 80% of Covered Expenses 

Pays up to $7500 for Each Accident or Illness 

Special Conversion Privilege 


If you are an Agent who wants to be in the limelight, 
why not see for yourself how our new Guaranteed 
Renewable Major Medical Plan can help guard against 
today’s skyrocketing medical costs and at the same 
time increase your own Accident and Sickness writings 
appreciably? The entire sales approach has been de- 
signed to make it easier for the Agent to sell and for 
the buyer to buy. Of course, a special invitation 
is extended to Agents now representing The 
Employers’ Group... one of the few nation- 
wide, full-line life and property carriers. 


me Hm ployers’ Group or surance companies 


110 MILK STREET. 
BOSTON 7.MASSACHUSETTS 


The Employers’ Liability Assurance Corp., Ltd. ¢ The Employers’ Fire Insurance Co. ¢ American Employers’ Insurance Co. « The Halifax Insurance Co. of Mass, 


The Employers’ Life Insurance Company of America 
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Salesman—from page 


coverage is needed to help me pro- 
vide the professional type service 
to my clientele based on the infor- 
mation | have presented. 

In my experience, the sales de- 
partment of a company is responsible 
for teaching policy interpretation 
and the salesman can rely on this in- 
formation to guide him in the in- 
structions to his policyholders. This 


ACTUARIES 
& ACCOUNTANTS 


BOWLES, ANDREWS & TOWNE, 
INC. 
ACTUARIES 
Management Consultants 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 

RICHMOND + ATLANTA + NEW YORK 

DALLAS PORTLAND 


CHASE CONOVER & CO. 
CONSULTING ACTUARIES AND 
ACCOUNTANTS 
382 SOUTH MICHIGAN AVENUE 
CHICAGO 4, ILLINOIS 


Telephone Wabash 2.3575 


WINFIELD W. GREENE, 
F.C.AS. F.S.A. 
CONSULTING ACTUARY 
CASUALTY & FIRE PROBLEMS 


$2 CLIFF STREET NEW YORK 38, N.Y. 
Beekman 3 1727 


WOLFE, CORCORAN & LINDER 


CONSULTING 
AUDITORS AND 


ACTUARIES 
ACCOUNTANTS 
116 


JOHN STREET, NEW YORK, N, Y. 


WOODWARD and FONDILLER, 
INC. 


CONSULTING 
INSURANCE 


220 West 57th Street 
New York 19, New York 


ACTUARIES 
ACCOUNTANTS 


417 South Hill Street 
Los Angeles 18, Cal. 


WOODWARD, RYAN, SHARP 
& DAVIS 


CONSULTING ACTUARIES 


55 BROADWAY, NEW YORK 6, 
Felephone Hanover 2.5840 


policy information is given and re- 
ceived as one salesman to another, 
and so often the sales experience of 
the person in the sales department 
permits him to give that additional 
sales “tool” so helpful in a sales pres- 
entation. 
Secause an underwriter is em- 
ployed at the home office, or branch 
office, of the company, the salesman 
and underwriter might be separated 
by several hundred miles and com- 
munication must be conducted en- 
tirely by mail. A letter can be well 
intentioned, but the recipient. still 
has to interpret what is intended. 
Many times the inflection of a word 
or the placing of commas may give 
an entirely different meaning to a 
letter. It is well we exercise care 
in composing a letter to relay our 
intended message without creating 
resentment on the part of the re- 
ceiver. Salesmen, by nature, do not 
like detail and will, naturally, be in 
Opposition with the underwriters 
who sticklers for technical 
points. And, the salesman should be 
cautious in directing the caustic let- 
ter to his underwriter. 


are 


Let's each of 
us strive to be considerate of the 
others problems and work toward 
an annable solution rather than ac- 
cuse the other of being inept and 
careless. Communicate with the 
party as though you knew 
he possessed some ability, and I'm 
sure this will resolve many of the 
eNisting 
torily. 


other 


problems satisfac 


Rule Books 


Give me the underwriter who ts 
willing and able to deviate from the 
printed words of the rule book. 
Rules are made to be broken and 
I'd like some careful consideration 
of those risks which deviate 
slightly from being acceptable. As 
an example of this, let us suppose 
that I have a person insured who 
is emploved in an acceptable occupa 
tion. The insured and his 
in to maintain the 
family, is forced to seek employment. 


sO) 


dies 
spouse, order 
Llowever, because of inexperience 
she can only obtain employment in 
a job which is listed as “undesirable” 
to the insurance company. Should 
we then cancel her insurance? This 
example gives us two possible rea 


why 


careful study and con 


sideration would be in order. One, 
she has been an insured for some 
time under her husband’s policy and, 
two, has been forced to take 
this job and it doesn’t necessarily 
mean she will develop all the bad 
features attributable to this employ- 
ment. 

What are we to do with the young 
male driver who seeks automobile 
insurance but, because his father is 
an unacceptable risk, or, perhaps, 
his father is deceased, he can’t qualify 


she 


for insurance in companies requiring 
insurance on the parent's car before 
taking the boy’s insurance? All of 
us were in this youthful category at 
one time and we can’t say, or at 
least, won’t admit that we were care- 
less and irresponsible persons. In 
fairness to the youth in this situa- 
tion, to the salesman and to the 
company, I feel there is justifica- 
tion in being considerate of this boy’s 
plight in the underwriting of the risk 
and not blindly follow the under- 
writer's guide, 


Reflected in Loss Ratios 


Loss ratios reflect good under- 
writing practices of the salesman and 
the underwriting department. If | 
have a consistently good loss record, 
I'm sure most underwriters will ac- 
knowledge the part | plaved in 
selecting a better class of clientele. 
If my loss experience is consistently 
poor, | the 
the underwriter in helping me im- 


welcome assistance of 
prove, and | know [| cannot expect 
the acceptance of the border-line 
risk. The underwriting department 
cannot visit my office regularly, but 
the underwriter can communicate his 
attitudes to the sales department so 
they can work with me toward im 
provement rather than wait until 
there is no alternative to pulling out 
of my agency. 

Should an underwriter give a rea- 
son for his decision to decline a risk ? 
One of the toughest, or most dis 
tasteful, tasks an insurance salesman 
faces is the informing of an individ- 
ual that he is an unacceptable risk 
as an automobile insured with a 
company. The services used by com 
panies to obtain information helpful 
to underwriters contract with the 
company to hold this information 
confidential, As a salesman, | have 
heen privileged to be associated with 


Best's Fire and Casualty News 


| 
154 
er 


companies that have lived up to their 
contract with the reporting com- 
panies and, therefore, | have adopted 
methods of field underwriting rhicts| 
prompt me to ask sufficient questions | 
to uncover any adverse information 
which may atfeet acceptability. 

cannot say | haven't had risks de 

clined, but when I informed the in 

sured of the company’s action, | was | 
confident the individual had know- | 
ingly withheld adverse information 
from me which prompted the com 

pany’s action, and the “blow” was 
practically eliminated. 

The underwriter can assist me in 
my field underwriting by telling if} 
a risk were declined due to some 
unusual circumstances which would | 
be difficult to uncover in the field. | 
Since a policy may be rejected or| 
cancelled in a number of ways, it is! 
well the underwriter and salesman | 
have an understanding how the can 
celations will be effected. Some risks 
obviously may be acceptable to one 
of the several companies represented 
in an agency even though not ac- 
ceptable to a particular company 
and, if the underwriter can cooper 
ate, it will enable me to place the | 
business elsewhere. discussing 
this problem with other agents, [| 
find that many would be less selec- | 
tive in their field underwriting prac- | 
tices because of a fear of hurting | 
an individual’s feelings and a subse- | 
quent loss of business. I have found 
that very pertinent questions can be | 


| 


asked by stating these questions in| 
general terms rather than being spe- | 
cific to the individual, As an ex | 
ample of this, | inform the prospect | 
that an automobile insurance com 
pany is interested in a person's ac 
cident frequency severity, his 
moral and his credit reputation, 
Few people would answer a directed | 
question concerning his — moral} 
habits, if he were guilty, but he may 
withdraw his application for insur 
ance if he is aware that a possible 
moral weakness may be uncovered 
by Inspection to bar his acceptability 
for insurance 

The underwriter, as the company 
watchman, has a right to expect the 
salesman to practice good under 
writing habits and disclose all per 
tinent information relative to the 
desirability of a risk. When an in 
dividual applies for insurance, the 
salesman should position himself in 
the capacity of the underwriter and 
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AS CLOSE AS THE NEAREST MAILBOX 


When your clients need Administrator or Executor bonds, 
they need them in a hurry. Royal-Globe’s post card appli- 
cation is now good for bonds up to $50,000, without appli- 
cant’s signature. 

This is just one sales item in Royal- 

Globe’s completely streamlined bond 

service. Another sales advantage is | 

the brand-new ‘“Attorney’s Kit” 

with applications, memo pad and *\** 

other useful information. 

Call your Royal-Globe bond special , 

representative today for complete |' ' 

information on our new bond ser- 

vice. He is a member of your local 

R-G mobile production team, 

another reason why we say Royal- 

Globe is 
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Continued 


Salesman— 


act as though he were responsible 
for placing his name or initials on 
the policy records for acceptance of 
the risk. 

The successful insurance agent 
must be a good underwriter. Every 
magazine or periodical we read tells 
of the sizable underwriting losses in- 
curred by many companies the last 
several years. These articles stress 
the importance of the need for tight- 
ening underwriting practices to de- 
cline the undesirable driver. The 
public is being made aware of these 
underwriting increased 


losses by 


premiums, but it is difficult for them 
to understand the over-all problem. 
The youthful male driver really gets 
a shock to learn the premium he will 
pay for a year’s insurance protec- 
tion. 

Each day I am asked many ques- 
tions and | stress that rates are de- 
termined by the experience of driv- 
ers, and so long as accidents continue 
to increase in number, and the pay- 
ments for the injuries and damages 
grow increasingly larger, we 
anticipate a gradual increase 
premiums. Some companies, I un- 
derstand, have had such disastrous 
experience in auto protection that 
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& CASUALTY COMPANY 


* ORLANDO, FLORIDA 

CLAIM 

SERVICE 


DETERMINATION 


Unquestionably, a strong determination to excel accounts 
for more successes in every field of human endeavor than 
all the genius and natural ability combined. 
insurance field, this attribute—along with well-chosen 
affiliations—is an especially important key to success. 


PAN AMERICAN 


Fire & Casualty 
Company 


EARL W. GAMMAGE 
BOX 1662 


In the 


Insurance 
Company 


T. EARNEST GAMMAGE JR. v. 
TEXAS 


HOUSTON 


they have curtailed their agents’ new 
sales in this line. Specialty com- 
panies with considerably lower pre- 
miums are insuring only the select 
risk. These practices tend to place 
an even greater responsibility on the 
insurance salesman to use care in 
the selection of his insureds because 
the public 1 is doing a lot of shopping 
for auto insurance, and many of an 
agent’s daily contacts are total 
strangers. 

The underwriter has every reason 
to believe the agent has been given 
sufficient training in computing 
premiums that he will use the proper 
classification for the risks he’s insur- 
ing. If the underwriter is certain the 
agent is not doing the job he is 
capable of doing, I’m sure his assist- 
ance and cooperation will be 
preciated. Manuals are specific as 
to proper and the agent 
owes an obligation to a company to 
classify properly and charge the 
necessary premium. Underwriters 
should not overlook misclassification 
and let it pass by, but should see 
that correction is made promptly, 
and the salesman apprised of the 
necessary correction, 

Does an underwriter have a right 
to expect a fair share of the quality 
business produced by an agency? 
Those companies represented here 
today 


ap- 


classes, 


whose agents are exclusive 
representatives of the one company 
are not faced with this problem. In 
those agencies representing several 
companies, the underwriter may ex- 
pect a fair share of the good business 
if the agency is receiving good serv- 
ice from the company. Is the field 
man of the sales department truly 
interested in helping the personnel 
of the agency? Does the agency re- 
ceive prompt attention 
claim department? Is the under- 
writer courteous and helpful in 
transactions with the agency? If all 
these questions can be answered in 
the affirmative, I’m sure a fair share 
of the quality business will be chan- 
neled to those companies giving the 
good service. If there should be a 
weak link in the departmental chain, 
this can materially affect the attitude 
of the agency and, therefore, the 
business produced for this company. 

The sales and underwriting de- 
partments are mutually dependent 
upon one another for the placing of 
the desirable risk on the company’s 


from the 
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record. Other departments of the 
company are, likewise, dependent on 
our success In acquiring sufficient 
good business. It would be ideal if 
the underwriters could get out into 
the field more to visit with the agent 
to get a better insight into the many 
problems the agent might encounter. 
He would then have a clearer under- 
standing of the class of people in the 
agent’s community, and this should 
help him to better underwrite the 
risks the salesman submits. The un- 
derwriter must convey to the sales 
department the poor underwriting 
practices of the negligent salesman 
and the sales department must act 
promptly to assist the salesman to 
prove 

One area in particular demands 
the mutual attention of the under- 
writing and sales departments; that 
is, the proper education of the sales 
man in the underwriting practices 
which past experience has proven to 
be necessary for a protitable opera- 
tion. Too often, we don’t spend suffi- 
cient time in preparing a newly- 
licensed agent for good underwriting 
habits. This is particularly true in 
the multiple company agency where 
it’s so easy for the field men to rely 
on previous training of the agent 
given by another company’s repre- 
sentative. It’s much easier to start 
aman doing the proper job than to 
correct the man who is doing a job 
\s it’s 
“You can't teach an old 
dog new tricks.” 


contrary to what is expected 
been said, 


The automobile insurance industry 
is being scrutinized by the insurance 
departments of a number of states 
because constituents of the legisla 
tors are objecting to the hi 


rh costs 


of their auto insurance. Mutual co- 
operation between the salesman and 
the underwriter in the careful selec- 
tion of risks is essential to the con 
tinued growth and progress of our 
industry. 


ATOMIC POWER 


Pik ATOM Is BEING used for peace 
ful purposes in nearly 10,000 places 
today—with more being added daily, 
Rouel C. Stratton, 
assistant research director of Travel- 


according to Col 
Company. “People 
have no idea how widespread the 
use of atomic energy and radioactive 


Opes have become, Thev are ap 
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plied in commerce and industry, in 
hospitals, and in research of all 
kinds,” he told the annual meeting of 
the Home Office Life Underwriters 
Association in Chicago last week. 
By next vear the first five major 
nuclear electric generating plants 
now under construction will proba- 
bly go into operation, he said. The 
plants will supply electricity to Chi- 
New York City, western 
Massachusetts, Detroit and Minne 
sota, Some fifteen additional plants 
are under consideration 


cago, 


“LET'S 


TALK ABOUT SERVICE” 


PUBLIC INTEREST AWARDS 


ADVERTISING campaigns of C, 
W. Clipfel Insurance, Farmers In 
surance Group, Hardware Mutuals, 
Metropolitan Life Insurance Com- 
pany and MFA Mutual 


have been 


Insurance 
cited by the 
National Safety Council for excep- 


Company 


tional service to safety in 1958. The 
campaigns included radio and TV 
messages, Newspaper and magazine 
advertisements, 


handbooks — and 
booklets and stories 


BUFFALO PLAN envelope drafts enable Agents to make immediate 
payment of all small first party losses. Results have fully justified this 
confidence in our Agents. More than 25°7 of our losses are now being 
paid by Agents using the envelope draft system. 

ENVELOPE DRAFTS have these important advantages: 

(1) Your clients get extra service because there is no waiting 


for their money. 


(2) You reduce agency expense with the elimination of claim 
correspondence and follow up. 


(3) You gain stature and prestige in your 
community and a reputation for out- 


standing service. 


We are interested in Agents who need this service 


and the other modern ideas in “THE BUFFALO PLAN” 


Mail the coupon for details. 


BUFFALO INSURANCE COMPANY 
220 Delaware Avenue, Buffalo 2, New York 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N.Y. ® 
I’m interested in providing better coverages and improved services. 
Please send, without obligation, a copy of “The High Road” which 
explains “THE BUFFALO PLAN” 
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Lloyd's of London—from page 127 


standings, and the sums he set aside 
to meet them were for some few 
years quite inadequate. It was also 
found on making a closer audit anal- 
ysis that in some years underwriting 
profits declared had exceeded the 
profits earned and an unrecognized 
debit balance had been built up in 
the accounts. There is, of course, no 
possibility of a single policyholder 
suffering any loss—any more so 
than in the Harrison and Wilcox in- 
stances. 

The following statement was re- 
leased by the Committee of Lloyd's 
relating to the Roylance Syndicate, 
a statement that should be reassuring 
to the world. 

“The attention of the Committee of 
Lloyd's has been called to the reports 
which have appeared in the Press 
with regard to the affairs of an Un- 
derwriting Syndicate at Lloyd's 
known as the ‘Roylance Syndicate.’ 
“The Committee desires to state that 
the heavy underwriting losses  in- 
curred by the Syndicate are not due 


to the hurricanes which occurred in 


America in the latter part of 1954. 
The losses have in the main arisen 
as a result of the acceptance by the 
Syndicate of a large volume of busi- 
ness under which Policyholders are 
indemnified in respect of their legal 
liabilities to third parties. In respect 
of such business it is quite usual for 
considerable periods of time to elapse 
before claims can be finally adjusted 
and settled and pending such settle- 
ments estimates can only be made by 
Underwriters of their probable lia- 
bility under the Policies they have 
issued, In the case of the Roylance 
Syndicate the cost of settling out- 
standing third party liability claims 
has proved to be in excess of the 
provision made in respect of such 
claims. 

“At the Meeting of Members held 
on the 16th instant it was decided 
that temporary loans at commercial 
rates of interest may be made by 
Lloyd's Central Fund to those Mem- 
bers of the Roylance Syndicate who 
are actively engaged [lovd’s 
against the tax recoveries which 
their Accountants estimate they will 
receive in respect of their underwrit- 


ing losses, subject to immediate re- 
payment of the loans when the tax 
refunds are received from the Inland 
Revenue Authorities. No loss in 
respect of these loans will, therefore, 
fall on the Central Fund of which 
the principal object remains the pro- 
tection of the insuring public. 

“The operations of the Roylance 
Syndicate are still under investiga- 
tion by the Committee of Lloyd's 
who desire to emphasize that such 
investigation in no way affects the 
statement they have previously is- 
sued that all valid claims made 
against the Underwriting Members 
of Lloyd’s comprising the Syndicate 
will be paid in full.” 

The stringent financial require- 
ments with which every underwrit- 
ing member of Lloyd's has to comply 
are designed to ensure that the se- 
curity afforded by a Lloyd's policy is 
of the highest order. Briefly—very 
briefly—I will try and deal with the 
chain of security which exists in re- 
spect of insurance business trans- 
acted by Lloyd’s Underwriters : 

A. Underwriters’ liability is unlim- 
ited and under the Lloyd's constitu- 
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“Potomac 
Insurance 
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GENERAL BUILDINGS - PHILADELPHIA, PENNA. 


GENERAL ACCIDENT GROUP 


of INSURANCE COMPANIES 


tion every underwriting member is 
hable up to the full extent of his pri 
vate fortune in respect of the imsur- 


ance obligations into which he enters. 
B. All) underwriting 
election are required to put up a De- 
posit with the Committee of Llovd's 


members on 


consisting of cash and or approved 
investments as security against their 
underwriting liabilities. The amount 
is fixed by the Committee according 
to the volume of business to be un- 
derwritten, The deposit is held 1 
the the Corporation ( 
Lloyd's under Deeds of Trust 


n 
name of if 
On 
death or withdrawal of membership, 
a member is not intil all 
habilities have 


released 
underwriting heen 
paid or provided for in a manner ap- 
proved by the Committee. 

C. Under the Premiums Trust 
Fund, every underwriter is required 


to pav the whole of the premiums 


received by him in respect of his 
underwriting business into a Trust 
Fund under a Deed of Trust  ap- 
the British Board. of 
Said Fund provides that no 


mav_ be the 


proved by 
Trade 


monies 


released from 
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Premium Trust Fund except for the 
purpose of paving (1) claims and ex 
penses arising on policies subseribed 
by the Underwriter—or (2)—prot 
its earned on his underwriting bust 
ess. Relative to the amounts that 
can the Committee 
has drawn up a formula for the dis- 
tribution of the funds (profits) that 
has the approval of the 
Board of Trade 

D. A 


must 


he released by 


British 


Fund 
be held by the underwriter so 


Permament Reserve 


long as he 
his 


continues to carry on 
underwriting business 
fund is in addition to the amounts 
which the Member is required to 
deposit with the Committee of 
L.lovd’s as security for the payment 
of his underwriting liabilities and tt 
utilized at 


claims 


mav be time to 


any 


meet and expenses. If for 
sufficient reasons some of this fund 
is used—it must be built back again 
before profits are distributed 

On the 


business all 


non-marine side of the 
underwriting members 
transacting non-marine business are 


required to furnish each vear a Guar- 


antee Policy for the amount by which 
his non-marine premium income for 
that vear is estimated to exceed the 
Deposit lodged by him with the Com 
mittee in respect to such business 
The Committee has set up the neces 
sary rules and regulations for the 


Underwriters to provide such a 


guarantee. Incidentally, said guar 
antees are subscribed by other Un 
derwriting Members of Lloyd's 

I. Since 1927 every Underwriting 
Member of LJovd’s has 
quired to contribute 
“Llovd’s Central Fund.” The Cen 
tral Fund is held in 
purpose of meeting the underwriting 
writing Men 

ber otf Lloyd's should the 


heen re 


annually to a 
trust for the 


liabilities of any Under 
assets con 
stituting his Premiums Trust Fund 
Underwriting Reserves— Persona 
Fortune—and Llovd's Deposit prove 
insufficient to discharge sucl 
liabilities. The funds held in Llovd's 
Central 


to he 


Fund amount to. several 
nullion pounds and have been in 
creasing each vear by reason of the 
annual contributions. .\s mentioned 


ntinued n nex? pace 
\ 3 
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her, underlies the w! 
me.  .- 
relationship of. 
eassociation. 
as 
| 
; 


Lloyd's of London—Continued 
in the case of the Roylance Syndi- 


cate-—temporary loans at commer 
cial rates of interest may be made by 
this Lloyd's Central Fund. 

Underwriting 


Reserves are es- 


tablished out of profits. 
the names of 
Trustees whose consent must be ob- 


These re- 
serves are held in 
tained before the funds can be re- 
leased other than for the purpose of 
meeting the underwriting liabilities 


An | 
appraisal 
will 
protect 
you, 

too! 


With inflation so consistently adding 
to the insurable values of your client's 
properties, the insurance you sold even 
one year ago may not be enough to 
#ive proper protection today. 

Should a fire occur, your client 
might lose a amount of 
money. You might lose future business. 


substantial 


How to get a client to buy the 
greater protection he needs” 

One effective way is to recommend 
Continuous American Appraisal Serv- 
ice*. Your client will receive periodi- 
cally up-to-date valuations of his 
insured plant assets, reflecting phys- 
ical changes as well as fluctuations in 
value. Any shortage in insurance will 
become readily apparent. Both you 
and your client will be working from 
facts that will stand investigation, 
assembled by the 
the field. 


63-year leader in 


American Appraisal reports for your 
clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 


APPRAISAL 


Company’ 
Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 


of the Members by whom they have 
been established. These reserves are 
in addition to the Deposit and [re 
muiums Trust Fund 

Members at Lloyd's 
called upon by the Committee to 
furnish security in respect of his 
underwriting he 
should exceed his Premium Income 
[Limit. 


may be 


obligations—if 


On the election of a member 
he is required to undertake that the 
premium income attaching to each 
class of insurance business he pro- 
poses to transact shall not in any 
year exceed a named sum which is 
fixed and approved by the Commit 
Lee. 

I. The Annual Audit is a real safe 
guard to the policyholders although 
like anything else in the world—*“the 
best laid plans of mice and men 
‘gang aft agley’.” I am sure that 
since the Roylance difficulties even 
more detailed audits will be made 
and closer supervision on such mat 
ters will be very much the order of 
the day. 

J. In the States of Illinois and Ken 
tucky, Lloyd's as such is admitted 
to do business on certain lines and 
have the necessary and required de 
posits as prescribed by the insurance 
departments of the respective states. 
ach state has an attorney-in-fact. 
The deposits in Illinois approximate 
$2,500,000 while in Kentucky it is 
estimated at $500,000. Besides the 
deposit in Hlinois of approximately 
two and one-half million, [lovd's 
have assets in this state of $28,000, 
O00. In addition to these two U.S. 
deposits and there is the 
\merican Trust Fund established in 
1939 just before World War II 
which T have already briefly men 
tioned. 


assets 


HEARING TESTING 
As EARLY As 1948, the New York 
Court of Appeals upheld an award 
under the compensation law for a 
gradual loss of hearing caused by 
working in a high noise level area 
Since this time, and with an influx 
of hearing loss claims, legislation has 
been changed—cases have been set- 
tled by and 
stantly the question has been asked 
by workers, employers, unions and 
“What is the positive 
standard for judging hearing loss?" 


“compromise,” con 


legislators, 


Until 
standard. 


there has been 
Acoustical Engineering 


Corporation of Houston, Texas an- 


now, no 


nounces a new electronic instrumen- 
tation that tests show can establish 
and maintain a positive standard of 
hearing, 

Dynophonetic, a unique method 
and instrumentation created for the 
purpose of hearing testing, uses man 
as a component of the machine, The 
machine establishes control over the 
subject through an internal memory 
organ and extracts from the mind of 
the subject, through the process of 
hearing, intangible products of the 
mind which the subject records in 
tabulated form on a key punched 
card. 

As a result of its process, Dyno 
phonetic tests and evaluates hearing 
as a product of the mind. Funda- 
mentals of the method correlate the 
instrumentation to the elements of 
human behavior and qualifies such 
factors as the subject's orientation, 
co-ordination, aptitude and condi 
tioning to the subject matter of the 
memory organ. 

Already proven through more 
40,000 clinical and 
through insurance claims as well as 
medical applications, Dynophonetic, 
from Acoustical Engineering Corpo- 
ration evaluates so rapidly and so 
accurately — that individuals 
being tested in Hearing Loss Claims 
have dropped their claims after a 
brief ten minute examination, which 
established their true ability to hear, 


than tests, 


Many 


MENTAL ATTITUDES 
\ccorpInG TO Dr. John Donnelly, 
psvehiatrist and medical director of 
the Institute of Living, hostile and 
impulsive mental attitudes are major 
causes of auto accident injuries and 
deaths, He accident prone 
drivers use our highways as a stage 


SavVs 


to act out their conflicts with author 
itv. In an article in Home & Iligh 
way published by the 
\llstate Insurance Companies, Dr 
Donnelly 


magazine, 


blames these drivers for 
using their automobiles as means of 
aggression and actually inviting ac 
cidents. This 1s not true of the av 
erage driver but occasionally he may, 
because of circumstances, take on 
these rebellious attitudes and become 


accident prone, warns Dr, Donnelly. 
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reports on 
companies 


AMERICA FORE Loyalty Group 
New York, New York 


Merger Proposed 


The directors of The Continental Insut 
and of the Fidelitv-Phenix Fire 
(the two parent companies of the 
Group) have voted to recommend. the 
Fidelity Phe Continental with the 
nental as the continuing corporation. The 


ance Company 


Insurance Company 
America Fore Lovalty 
merger of the 
Phenix into ‘onti 
merger would 
be on the basis of each sh 
ing 1! 
ing 


are of Fidelitv-Phenix beeom 
“100 Shares and each share of Continental becon 
capital stock of the 
Stockholders of The tal will 


Increase in the 


shares of the 
Corporation 
on the 
capital at a special meeting June 29 
of the Fidelity 
special meeting on June 30 


continumey 
Continen Vote 
proposal and on an company’s 
While stockholders 


Phenix will vote on the merger at a 


AMERICAN Casualty Company 
Reading, Pa. 


Specified Disease Policies 


This company’s individual and group specified disease 
programs now include 


additional cost 


coverage tor tuberculosis at no 


Phe 


family on 


and cancer as an optional coverage 
available on either 


Under 


coverage 1s an individual, 


group basis each plan, the policy provides up 
to a maximum of $2,000 for cancer and up to S10,000 
for the other specihed dread diseases 


AMERICAN MOTORISTS 
Chicago, Illinois 


Stock Increase 


Insurance Company 


Stocl at their annual 1 20 to 
Increase e capital stock of 
additional shares of $3 par value stock will be 
half of it to be distributed as 
other half to be otfere 


would | 


sholders voted neeting May 


this company, 333. 333% 
Issued 
and the 


lhe 


company 


a stock dividend 
to the 


capital stock of the 


| for sale stockholders 


Increase bring the 


to $5 million. 


AMERICAN STATES Insurance Company 
Indianapolis, Indiana 
Executive Promotions 


Ben H 


vanced to tl 


executive vice preside nt, has been ad 


e new position of executive vice president 


For June, 1959 


and general manag 


John 


oted t of 


saies vice 


er and 


president, has been prom 


tive vice president in charge ales and underwriting 


of this company 


ASSOCIATED LUMBER Mut 
Chicago, Illinois 
Elected President 


Ken 
ns Mutual ¢ 


Insurance 


James S iper, cl 
Mo 


ted n siden 
ted president 


airman 


berm asualty Company and American 


has he Cn elec 


torists 


( ompany 


of this group of six mutual companies specializing in 


id windstorm coverage for lumber and woodwork 


BIRMINGHAM Fire and Casualty Ce 
AMERICAN LIBERTY Insurance Ce 


Birmingham, Alabama 


mpany 


mpany 


Stock Exchange Rejected 


The executive 
and Casualty 


committee ot the lire 


aninously jected an 
American Laber 


its preferred stock 


Company has un 


unsolicited proposal of the Insurance 


Company to exchange Stock ol 


the Birmingham Fire and Casualty. 


COMMERCIAL UNION Assurance Co. 
NORTH BRITISH AND MERCANTILE |: 


Company, Ltd., London, England 


Ltd. 


Proposed 
Stockhold 


Commercial 


North Brits 


acquisition by the Ce 
Lritisl Phe 


mimercial 


jtuisition would 


plemented 
} 


icquisition tiie 


tain then 


stock suy by a cash payt 
companies of the 


separate identities 


CONTINENTAL CASUALTY C 
Chicago 


Injunction Denied 
New Accident Policy 


\ New York 


application of tl 


Illinois 


Supreme Court Ju 


Insurance departmie porary 


wainst the Continental vhich 


have halted their sale of credit ; health 
New York pe 
partment charges 

\ new 


Wot 


policies in 


aceident poliey designe | ationing 


families has been introduced by tl mopanv. Under 
tl which is released for | 


\ ork, 


v feature 


he 
th: itl Ne W 


1 


tates other 
1 

an imsured may elect t optional fam 

provides S500 m lical 


benetits 


l6l 


: 
als 
: . 
urance 
\ssurance 
Insut ince Company, Ltd are to yvyote on a proposed 
he bv an ¢ xchange ot 
1 
nent. lollowimng the 
vo groups would re 
= 
4 
| 


CONTINENTAL CASUALTY CO.—Continued 


for each member « 


f the family, including spouse and 


each unmarried child between 14 days and 19 years 
of age. For this coverage he pays a family premium in 


addition to his own premium. 


DIXIE AUTO Insurance Company 


Anniston, Alabama 
Executive Vice President 


kK. 


the office of executive vice president of this company. 


Carpenter, vice president, has been elevated to 
Don Muir has been appointed assistant secretary-treas- 
urer 


FARMERS Insurance Group 


Los Angeles, California 


Co-chairman 

Heads Truck Exchange 

Heads Mid-Century 

Heads Fire Insurance Exchange 
New President 


Phomas | 


chairman. ot 


lLeavey, president, has been elected co- 
the board of this group, Ir. Leavey, 
together with John ©. Tyler, board chairman, is a co- 
founder of the 

R. 
eral manager, has been elected president of Truck In- 
surance [exchange 

William | 


farmers 


organization, 


Wenzel, formerly first vice president and gen- 


Braddock formerly general manager of 
Insurance [xchange and vice president. of 
Farmers Insurance Group has been elected president 
of Mid-Century Insurance Company. 

Raymond ©. von Rosenberg, formerly vice president 
and general manager has been elected president of the 
Fire Insurance Exchange of this group. 

James M. Snuth has been elected president of Farm- 
ers Underwriters .\ssociation, the attorney-in-fact for 


REINSURANCE 


FRANK 
BURNS INC. 


STUART BUILDING SEATTLE, WASHINGTON 
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the Farmers Insurance Exchange. Mr. Smith was for- 
merly executive vice president of the Farmers Insurance 
Group. 


THE FRANKFORD MUTUAL Fire Insurance 
Company, Philadelphia, Pennsylvania 


Changes Title 


The title of this company has been shortened to The 
Frankford Mutual Insurance Company. 


GRAIN DEALERS MUTUAL Insurance 


Company, Indianapolis, Indiana 
New President 


Joseph H. Bowen, formerly secretary, has been 
elected president of this company. R. D. MacDaniel 
has been named secretary and W. C. Bright, formerly 
an assistant vice president, made a vice president. Mr. 
Bowen succeeds O. M. Earl. 


GREAT AMERICAN Insurance Company 
New York, New York 


Budget Plan 


This company has announced a new easy-to-use pre- 
mium payment budget plan for its producers. The agent 
receives his full commission in advance, practically all 
forms of policies are eligible and policies may be added 
at any time, All payments are equal and carry a low 
interest charge. 


GREAT SOUTHWEST Fire Insurance Company 
Phoenix, Arizona 
Executive Vice President 

John T. Blake, formerly vice president in charge of 
operations of the Arrowhead Insurance Company and 
the Balboa Insurance Company, has been named execu- 
tive vice president of this company, succeeding William 
Rk. Snyder who has resigned to enter business for him- 
self. Harold C. Heisler has been appointed agency su- 
pervisor of the company. 


HARDWARE Mutuals 


Stevens Point, Wisconsin 
Vice President 


Robert C. Jacobs has been elected a vice president. 
He is responsible for nationwide field operations which 
includes the data processing center; research and devel- 
opment, both electronic data processing and systems 
and procedures; operational auditing of field offices; 
policvholder service and the company’s properties both 
owned building and leased oftice space. 
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HARTFORD Fire Group 
Hartford, Connecticut 


Business Development Department 


A new Business Development Department headed 
by secretary Channing Barlow has been established by 
this group of companies. Among other responsibilities, 
it will supervise the advertising and sales promotion 
activities of all member companies of the group. 


INSURANCE COMPANY of North America 


Companies, Philadelphia, Pennsylvania 


Executive Appointments 


Richard G. Osgood, vice president of the Insurance 
Company of North America has been elected a 
president of the Indemnity Insurance Company of 
North America, William P. Arnold, 
sistant secretary, Indemnity, has been promoted to sec- 
retary-production, Indemnity, elected 
secretary of the North America. 


\ ice 
former as 


assistant 


INTERSTATE Fire and Casualty Company 
Chicago, Illinois 


Stock Split 


Directors of this company proposed a two-for-one 
split in the company’s stock with a reduction in par 
value from $10 to $5. Stockholders approved the pro- 
posal at a special meeting June 3. Plans call for a $.12'5 
semi-annual dividend on the increased number of 
shares, the equivalent of $.50 per year on the present 
stock. This compares with $.40 paid in 1958. 


LONDON Assurance Group 
New York, New York 


Vice Presidents 


Karl Weipert, manager of the Mid-west department 
has been elected vice president of The Manhattan Fire 
and Marine Insurance Company ; 
manager of the North Central office, 
The Manhattan and of the Guarantee Insurance 
pany; Arne J. Ulvila, Southern California manager, 
president of The Manhattan and of the Guarantee and 
Frank P. Kelly, Jr., assistant secretary of The Manhat- 
tan and the Guarantee. 


Heindel, 
vice president ot 


Russell P. 


Com 
vice 


THE LUMBERMENS MUTUAL Insurance 
Company, Mansfield, Ohio 


Agency Vice President 


David W. Evans, formerly supervisor, 
been elected agency vice president of this company. 


agency has 


For June, 1959 


A strong 
Multiple Line 
Stock Company 


writing 


FIRE and CASUALTY 


Organized 1922 


YER¢ 


aa RANCE 


HOME OFFICE 
HOOVER, on HIGHWAY 3! SOUTH 
P. O. BOX 1788, BIRMINGHAM |, ALA. 
WM. H. HOOVER, President and Chairman 


Home Office Building of "The Employers" 


MERCHANTS AND FARMERS Mutua 


Insurance Co., Worcester, 


Fire 


Massachusetts 


GUARANTEE MUTUAL Fire Ins: 
Company, Springfield, Ohio 


rance 


Reinsures Guarantee Mutual 


The Merchants and F 
Worcester, reinsured the Guarantee 
sare Company, effective May 1. The 
Merel 1d Farmers has been changed to the 
antee Mutual Insurance Company, 
under the 1846 charter of the 
while the home of the companies will continue to 
State Mutual Life 
America building, Worcester. 
consolidated operation are 
Ladd Plumley ; 
A. Peterson. 


Com 
Mutual Fire 
of the 


armers lire Insurance 


pany, 
name 
at 
which will continue 
Merchants and Farmers 
office 
be in the \ssurance Company of 
Principal officers of the 
board, H 
Clitford 


: Chairman of the 


and president and treasurer, 


MERCHANTS FIRE Assurance Corporation of 
New York, New York, New York 


Stock Dividend 


A 100% 


was paid 


basis 
15th. 


stock dividend on a share for share 
June 5th to stockholders of record May 
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EMPLOYERS 


REPORTS ON COMPANIES—Continued 

\ cash dividend of $.30 per share was paid as of the 
This 1s 
the equivalent of $.60 per share on the previously out- 


same dates on the increased number of shares. 


standing stock and compares with the $.50 quarterly 
dividend formerly paid. 


NATIONAL UNION Insurance Companies 
Pittsburgh, Pennsylvania 


Executive Promotions 


Robert Ff. Miller and Ralph Newman have been pro- 
moted from vice presidents to senior vice presidents and 
\lvin K. Hatheld from treasurer to vice president and 
treasurer of these companies 


NEW YORK MUTUAL Casualty Company 
New York, New York 


Vice President and Treasurer 


William J. Ryan, formerly treasurer, has been elected 
vice president and treasurer of this company. 


NORTH AMERICAN Accident Insurance 
Company Chicago, Illinois 


Elected Secretary 


Cox, administrative assistant to the presi 
dent, has been elected secretary of this company suc 


ceeding Hazel Ee. Boostrom retired 


OLD REPUBLIC Insurance Company 
Greensburg, Pennsylvania 
RELIANCE Insurance Company 


Philadelphia, Pennsylvania 


Absorbs Coal Mine Operations 


Phe Old Repubhe Insurance Company took over the 
coal mining business and service personnel of Reliance 
Insurance Company effective May 1, 


FRANCISCO 


1o4 


ST. PAUL FIRE AND MARINE Insurance 
Company, St. Paul, Minnesota 


Increased Dividend 


A quarterly dividend of $3242 per share has been 
declared payable July 17 to stockholders of record July 
10. This compares with former payments of $.30 a 
share. 


SECURITY Insurance Company of New Haven 


New Haven, Connecticut 


Increased Dividend 

Directors have declared a quarterly cash dividend of 
$.20 per share pavable August 1 to stockholders of 
record July 17, This places the stock on a basis equiva- 
lant to $.80 per share annually, Cash dividends totalling 
$.60 were paid by the company in 1958. 


SERVICE Fire Insurance Company of New York 


SERVICE Casualty Company of New York 
New York, New York 


Named Treasurer 


John T. Nicholas has been named treasurer of these 
companies. 


UNITED STATES Fidelity and Guaranty 
Company, Baltimore, Maryland 


Executive Elections 

Williford Gragg has been elected an executive vice 
president and William H. Spencer a vice president of 
this company. Mr. Spencer, heretofore assistant agency 
director, succeeds Mr. Gragg as director of the research 
and review department. 


UNITED STATES LIABILITY Insurance Company 


King of Prussia, Pennsylvania 


Moves Headquarters 

This company moved its headquarters from 
Broad and Arch Streets, Philadelphia to Rt. 202 and 
Warner Road, King of Prussia, Pennsylvania. 


has 


WOLVERINE Insurance Company 
Battle Creek, Michigan 


Director of Advertising 


Edward L.. MeCrory has been appointed director of 
advertising for this company and the Federal Life and 
Casualty Company also of Battle Creek. 


Best's Fire and Casualty News 
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CONSORCIO 
LATINO 

9 AMERICANO 

. y 
through unity of efforts = 


Latin American Pool 


Insurance and-Reinsurance 


Managers and Underwriters New York Correspondents for 

Oficinas de Ultramar, S.A., Havana Oficinas de Ultramar, S.A., Havana 

“La Metropolitana” Building, Ultramar Inter-America Corporation 

Havana, Cuba 60 Wall Tower, New York 5, N.Y. 
Trustees for U.S.A. and Canada Trust Fund: The Marine Midland Trust Co. of New York 


The California Indemnity New York Printers & Bookbinders Mutual 
cisco, Calif.): Henry E. North, Jr., president of Ar pany [New York, N. Y.): Frederick W. Schmidt, president 
Metal! Product Fullerton, Californie as been elected t Freder Schmidt Ine: 
the advisory board of this exchange. tive vice hictil nt of Pand 


lw 


Citizens Casualty Company of New York (New York, 
N. Te Walter White, secretary and treasurer of the 
company was elected to the board to fill the vacancy Peerless Insurance Company (Keene, N. H.}: 8 
caused by the resiqnat f rriet A. Ackroyd, one Cummins, vice president in charge reir , 


tthe + naer memr r + + + + TICE t the 
€ UNG € dE € pany. 2 € 


General (New York, N. Y.): Company (Gron Rapids, 
William A. Hob vice president, treasurer and a d eral R. Porte ves 
rector The Mm. A. Hanna Company, Cleveland. bak & nc., Boston, Ma 

New Jersey Blue Cross—Blue Shield Plans patente The Preterred Risk Group, (Fayetteville, elperarrs 
N. Frank L. Driver, Ill, vice president and direct 
of Driver—Harri ompany, Harrison, N. J.; Martir 


of General Mc Harrise J.: Francis A. Keane, Reliance Insurance Company 


Nant 


e pre yer ING aE 


~ 
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assn notes 


American Mutual Ins. Alliance: [Hatha 
vay G. Kemper, chairman of Lumber- 
men’s Mutual Casualty, was elected presi 
dent succeeding Walter E&. Otto, board 
chairman of Michigan Mutual Liability 
Nelson M. Knowlton, president of Holy 
oke Mutual Fire, was named vice presi- 
dent. 


Association of Casualty & Surety Cos.: 
Charles J. Haugh, vice president of The 
Travelers Indemnity Co., was elected 
president succeeding William T. Harper, 
chairman of the board and president of 
the Md. Casualty Co 

J. Victor Herd, chairman and president 
of the America Fore companies of the 
America Fore Loyalty Group was elected 
vice-president 


Association of Casualty & Surety Cos.: 
Robert J. Allen, assistant manager of acci 
dent prevention dept., assumed director- 
ship of the newly-tormed Arizona Prathe 
Safety May 15 

The Casualty Ins. 
cago, was clected to 
which totals 131 


Foundation on 
Midland 


now 


Co., Chi- 
membership 
companies, 


Association of Marine Undrs. 
U. $.: Owen Lb. Barker, 
board and president of 
Tic was 
Harold Jac 
vice president 


of The 
chairman of the 
Appleton & Cox, 
president succeeding 

Others clected were: Ist 
Emil A. Kratovil; 2nd vice 


elected 


president, Thomas M Torrey; 
Coast vice president, Louis W. Niggeman; 
executive vice president, Carl Me 
Dowell; and treasurer-seceetary, Archie 
Mo Stevenson. 

Federation of Mutual Fire Ins. Cos.: 
Othcers clected President Jumes D. 
hletcher president, Northwestern) Mu 
tual and vice president, Ben C. Vine 


executive vice president 


Alton, Hb) 


Millers Mutual, 


General Adjustment Bureau: /. /. Mui 
thews has been transferred to Pascagoula, 
Miss... as resident adjuster 

Branch managers of newly-opened of- 
Walliam 1 219 E. Wil- 


fices Shindel at 


CONSOLIDATED | 
FINANCIAL STATEMENT 


as of December 31, 1958 


Bonds 
Stocks 


ANCHOR 
CASUALTY 
COMPANY 


SAINT PAUL, 
MINNESOTA 


Commissions 110,028 
Miscellaneous Reserves 800,180 


QUEEN CITY 
INSURANCE 
COMPANY 
SIOUX FALLS, 
SOUTH DAKOTA 


Capital 
Surplus 


ASSETS 


Cash in Banks and Othces 
Agents’ Balances 

F.H. A. Mortgages 
Home Office 
Accrued Interest and Other Funds 


Total Admitted Assets 
RESERVES AND SURPLUS 


Claim Reserve 
Unearned Premium 


Contingency Reserve 


Surplus to Policyholders 


Total Reserves and Surplus... 


low Grove Philadelphia; and 
Bruce D. Hawthorne at 19-21 Walt Whit- 
man Road, Huntington Station, N. Y. 


Health Insurance Ass'n of America; 
V. J. Skutt, president of Mutual of 
Omaha, was elected president succeeding 


Travis T. Wallace, president of Great 
American Reserve. Millard M. Bartels 
chairman of insurance executive com- 


mittee, The Travelers) was elected vice 


president and Dution Stahi (president 
and secretary, lowa Siate Travelers Mu 
tual) is secretary. 


Inland Marine Ins. Bureau: //. /. Seward, 
Continental Ins. Co.. was elected chair- 
man of the executive committee, H. L. 
Wayne and J. G. Bill have been reelected 
general manager and = assistant general 
manager respectively. 


Inland Marine Underwriters Assn.: 
Harold Jackson, Wm. McGee & Co., was 
elected president, 7. B. Kelley, Commer- 
cial Union, vice-president and R. LL. Max- 
well, Home Ins. Co., chairman of the ex- 
ecutive committee of the association. 

H.L. Wayne was reelected general man- 
ager and J. G. Bill, assistant general 
manager. 


Insurance Accountants Ass'n of Phila- 
delphia: Officers elected: President, Fred- 
erick H. Sanford (Ohio Farmers Indem- 
nity); vice president, Joseph L. Strawley 
(Indemnity of N. A.); and secretary- 
treasurer, Thomas Egee (Maryland Cas- 
ualty). 


Insurance Board of Cleveland: Puu/ 
Goldenbogen was elected president, and 
George BE. Frankel named to vice presi 
dency tor a full term. Joseph H. Bishop, 
Jr.. was re-elected secretary-treasurer and 
continues as executive vice president. 


Mariner's Club of Md.: Ollicers elected: 
Skipper, William C. Huntington (Aetna 
Ins.); Ist mate, Harry 4. Bodenstein (The 
Fund); purser, William Becker (Reliance); 
and veoman, William W. Moorhead 
(Maryland Casualty). 


National Ass'n of Automotive Mutual 


Ins. Cos.: New officers: President, Harry 
D. Durham (executive committee chair- 
man, lowa National Mutual); and vice 


$10,727,786 


2,489,756 
1,844,138 


$24,330 


$17,640,207 


5,670,308 
6,399,946 


$1,445,645 
1,300,000 
1,500,000 
4,245,645 


president, Joseph P. Craugh (president 
Utica Mutual). 

National Ass'n of Independent Ins. Ad- 
justers: Benjamin Horton, president of 
Horton Adjustment Co., Louisville, Ky. 
was elected president, 1. B. Hazzard of 
New York City, vice president, and Ed 
ward Lindsey, Tier, Texas, secretarv- 
treasurer. 
National Ass'n of Mutual Cas. Cos.: 
Officers elected: President, Hubert W. 
Yount (executive vice president, Liberty 
Mutual Ins.); and vice president, H. J. 
Lowry (president, Michigan Mutual Lia- 
bility). 


National Automobile Undrs. Ass'n: New 
address is 125 Maiden Lane, New York 32, 
N. ¥., and new telephone number is 
Digby 4-8890. 


National Bureau of Casualty Under- 
writers: William Leslie, was re 
elected general manager and James M. 
Cahill was re-elected secretary. 

The following members were elected to 
the Executive Committee: Aetna Casualty 
and Surety Co., Aetna Ins. Co., American 


Surety Co. of N. Y.. Hanover Ins. Co., 
Hartford Accident & Indemnity Co., 
Home Indemnity Co. of N. Y., London 
Guarantee and Accident Co., National 


Union Fire Ins. Co., New Amsterdam Cas 


ualty Co., Phoenix Ins. Co., Province 
Washington Ins. Co., Rovyal-Globe Ins. 
Group, Standard Accident’ Ins. Co., 


Travelers Ins. Co. and the United States 
Fidelity and Guaranty Co. 


New York Insurance Dept.: G. 
MeGahan, former state senator, has been 
appointed a deputy superintendent. 


Ohio Ass'n of Independent Ins. Ad- 
justers: New officers: President, Paul C. 
Fvans (Evans Adjustment Co., Toledo); 
vice president, William Bowman (Valley 
Adjustment Co., Portsmouth); secre- 
tary-treasurer, Lloyd R. Deist (Llovd R. 
Deist & Associates, Cincinnati). 


Reporting Form Service Office: Govern- 
ing committee othcers elected: Chairman, 
G. Behlmer (vice president-secretary, 
Hartford Fire Group); vice chairman, 
W. W. Allen (vice president, Home Ins.); 
and treasurer, J. H. Dillard (vice presi- 
dent, Fireman's Fund Group). 


Surety Ass'n of America: William H. 
Bennem, vice president of the American 
Surety Company of New York, was elected 
chairman of the executive committee at 
the annual meeting in New York. He suc 
ceeds J. A. Swearingen, secretary, Aetna 
Casualty and Surety Company. Wim. H. 
Wallace, vice president of the Hartford 


Accident and Indemnity Company was 
elected vice chairman, succeeding Mr. 
Bennem. 

The Connecticut Indemnity Co., New 


Haven, has been elected to membership, 
bringing total to 79 companies. 


Underwriters’ Laboratories: (lark« 
Smith, manager and_ president. of 
Royal-Globe Group, was elected chairman 
of the board. M. M. Brandon, formerly a 
vice president, succeeds C. T. Welborn as 
president. 


Washington County (R. |.) Board of 
Undrs.: Officers elected: President, Francts 
C. Lathrop, Jr. (Francis C. Lathrop 
Agency); vice president, Join Conti (Trot. 


man Ins. Agency);  secretary-treasurer, 
Robert Brown (Thorp & Trainer, Inc.); 
and representative to. state ass'n, Louis 


Panciera (Louis Panciera Agency). 


Best's Fire and Casualty News 


9524141 
. 1,223,735 
Fa 


Here’s Your Complete 
INSURANCE REFERENCE 
for 1959-1960 


47th ANNUAL 
EDITION 


UP-TO-DATE 


THE HOME 


COMPLETE 


a 4 out of 5 


Pages Changed 


THE NEW 1959 INSURANCE ALMANAC 


1000 PAGES OF WHO, How good is your insurance memory? Your business . . . more 


than most . . . depends on your ability to put your finger on 


WHAT, WHEN and WHERE important facts at a moment's notice. But chances are, your 


memory is no better than your reference books. 
— IN INSURANCE — THE INSURANCE ALMANAC ean serve as your “insurance 


memory”. Here, in one large volume, you'll have most of the 
COMPANIES: Officers, directors, lines writ- facts you need right at your fingertips. 
ten, territory covered—Fire, Casualty, A & H, 
Life. Stock, Mutual, Reciprocal, Lloyds. In- 
surance and Management Groups. 


For instance, you'll find detailed information to answer your 
prospects’ questions about companies and agencies. You'll find 
names, facts, and other pertinent data concerning 2,000 com- 
aoe : 7 panies. The Almanac tells you what lines they write, what 

ASSOCIATIONS: National, state, and local territories they cover. And these are just a few of The Almanac’s 


insurance organizations, including buyers, valuable featuues 


and fire, casualty and life underwriters. 


Who's Who in them. When and where they This famous, fact-filled 1000-page book is the most widely used 

meet. Committees, etc. reference work in the business—and the lowest priced! Glance 
at the partial list of subjects it covers on the left... then don't 

THE STATE: Insurance supervising officials, delay ... send for your copy at once. It’s just $7.50! 

their deputies and assistants. When Legisla- 

tive sessions sit. State requirements for “IF YOU DON'T KNOW, LOOK IN 

agents and brokers. THE INSURANCE ALMANAC!" 


(READY JULY 1, 1959) 
DATES: Dates and places of important in- 
surance conventions. 


WHO'S WHO IN INSURANCE: This standard volume contains 
the biographical sketches, home and office addresses and posi- 
DIRECTORIES: Listings of leading agents tions of more than 4,000 leading insurance officials, agents, ete. 


and brokers; actuaries, adjusters. A valuable companion to THE INSURANCE ALMANAC. $7.50. 


THE PRESS: Complete lists of insurance 


journals and company house organs. Names 
of editors and publishers. Purposes, | tHe WEEKLY UNDERWRITER ORDER 
covered. 


116 John Street, New York 38, N. Y. FORM 


Dept. 
Please send: 


THE 1959 INSURANCE ALMANAC 
C) My $7.50 is enelosed. Bill me later 


MAIL THIS | 


Name 


For June, 1959 
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end Alked Lanes of e 
| 
| 
| 
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obituaries 


Owen: John G. Owen, chairman of the 
board of Central Mutual Casualty Com 
pany, Kansas City, Missouri, died April 
17th at the age of 70. Mr. Owen entered 
the casualty insurance business in 1913 
as a bookkeeper for the Utilities Indem 
nitv Exchange of St. Louis. He was made 
assistant manager in 1920 secretary 
and general manager in 1925. He re 
signed this position in 1927 to organize 
and serve as the first general manager of 
he Automobile Club Insurance’ Ex 
change of St. Louis. Mr. Owen joined the 
Central Mutual Casualty Company in 
1952 as agency director and vice president 
of Sam. L. Casey Company, managers of 
Central Mutual Casualty Company. He 
was elected president of both companies 
in 1941 and chairman ot the board of the 
two firms in 1952. His son, John B 
Owen is president of both firms. My 
John G. Owen was a member of the 


Puscan Lodge A.F. and A.M. of St. Louis, 
Missouri 


Bland: R. Howard Bland, Sr., honorary 
chairman of the United States Fidelity 
and Guaranty Company, Baltimore, died 
May 2nd at the age of 79 A son of the 
late John R. Bland, founder of the com 
pany, Mr. R. Howard Bland, Sr., joined 
the U.S. & G., in 1916 as vice president 
md secretary. He was named president 
in 1925 and in 1982 became chairman of 
the board. In 1955 he was named vice 
chairman and in 1956 became honorary 
chanman. He had been a director since 
1906 

Mr. Bland had served as president: of 
the Surety Association of America in 1927 
and 1928. In addition he served as chair 
man oof the board of the Fidelity. Insut 
ince Company of Canada, the Canadian 
ithliate of the U.S. FOX G. He was a 
director of the First) National Bank of 
Baltimore, the Chesapeake and Potomac 
Felephone Company and the Baltimore 
Gas and Electric Company. During World 
War I, Mr. Bland served on the dratt 
board in the area in which he lived and 
he was a member ot the Downtown Com 
mittee which studied trathe conditions in 
Baltimore and sponsored expressway 
through the heart of the cits 


Babcock: I.. K. Babcock, retired secretary 
of the casualty claim department of the 
Aetna Casualty and Surety Company 
Hartford, died April 27th the 
80. Mar. Babcock joined the 
an attorney the 


age ol 
COMpany as 
claim department at 
the Indianapolis ofhce and in 1922) was 
transterred to the home othce. He was 
ippomted secretary a vear later. He had 
been head of the company’s claim depart 
ment for thirty-one vears at the time of 
his retirement and was 


widely 
Known for the d 


evelopment of claim 


settlement practices used by the company 


Mr. Babcock was a member of the In 


diana Legislature and served as secretary 


to the governor of that state and later 


to the mayor of Indianapolis before join 


ing the Aetna Casualty He founded and 


lent of the Indianapolis Op 


timists Club, the first one te 


Was first presi 
» be estab 
lished in the United States \ 
Kent Babcock, Jr. is) general 
Philadelphia for the Aetna 
Company 


son 
agent at 
Lite Insurance 


Haubenreiser: Robert J. Haubenreiser 
vice president: and assistant: treasurer of 
the Southeastern Fire Tnsurance Company 
Charlotte, North Carolina, died April 7th 
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Cushman: Williain F. Cushman, a vice 
president of the American Foreign Insut 
ance Association, died May 8 at the age 
of 59. His entire business career of thirty 
cight years was with AFIA, for which 
he traveled to many of the seventy coun 
tries where the Association operates. Mr 
Cushman was made fire insurance under 
writer in 1982, secretary in 1953, and as- 
sistant general manager in 1954. Two 
years later he was named vice president 
of the Association’s foreign administra 
tion. 

\ veteran of World War I, Mr. Cush- 
man was a communicant of St. Bernard's 
Catholic Church of White Plains, New 
York. He was a former president of the 
AFIA Legion, a former vice president of 
New York Lions International, a member 
of the Lawvers Club, a member of the 
Board of Governors of the Australian 
Frade Association, a member of the West 
chester Hills Golf Club and a member of 
the Insurance Society of New York. 


Parks: Robert W. Parks, manager in Al 
bany, New York of the General Accident 
Group of Companies, died May 15th at the 
age of 49 following a long illness. In his 
early career Mr. Parks was connected with 
the Glens Falls Insurance Company, Utica 
Mutual Insurance Company and the New 
York Fire Insurance Rating Organization 
He had been with the General Accident 
Group for seventeen years. 


STATE LEGISLATURE 


THE BILL PROVIDING for the gradual 
elimination by 1972 of the state tax 
on interest and dividends has been 
passed by the Connecticut Legisla 
ture and sent to the governor The 
New Jersey Assembly has voted for 
a nine-man commission to study and 
revise the state’s insurance laws. A 
law has been enacted in) Oregon 
which outlaws the fictitious group 
ing of fire and casualty risks. mong 
the recent changes in) workmen's 
compensation legislation is a law 
enacted in Maine which makes hear 
ing mjuries compensable and which 
increases the death benefits from 
$350 to $450. Increased benetits are 
provided by bills introduced in the 
California and Rhode Island legis 
lature. Similar legislation was fa 
vorably reported by the Connecticut 
labor committee and also passed by 
the Delaware House and sent to the 
Senate 

\ Cahtornia Assembly bill would, 
if it becomes law, combine the de 
partment of insurance with several 
other departments ito depart 
ment of investment. A Delaware 
House bill would increase the special 
tax on fire premiums from 2°. to 
314. In North Carolina a bill has 


heen introduced calling for a tax 


on fire and lightning premiums to 
support a firemen’s pension fund, 
A similar law was declared uncon- 
stitutional because it excused farm 
mutuals from the tax. The use of 
free insurance as a sales promotion 
premium would be outlawed by a 
bill introduced in the California 
Senate. The compulsory uninsured 
motorists endorsement bill has been 
killed in the Maine Senate. 

The California legislation to place 
all farm workers under the work- 
men’s compensation act has passed 
the Assembly and been sent to the 
Senate. Bills broadening W. C. ben- 
efits have passed the lower Houses 
of Delaware and Iowa and_ both 
Houses of the Kansas Legislature. 
Similar laws have been introduced 
in Maine and Rhode Island. Only 
farm laborers and those employed 
by organizations with less than three 
emplovees are exempt from the New 
York W. C. law as a result of a law 
just signed by Governor Rockefeller. 
Injuries resulting from radiation 
hazards would be made compensable 
by a bill passed by the Kansas Legis- 
lature and one introduced in N. C. 

A bill to establish an unsatisfied 
judgment fund has been introduced 
in the Delaware Legislature. It 
would be financed by extra registra- 
tion charges for uninsured vehicles 
plus a tax on auto liability pre- 
nuums. The bill making the unin- 
sured motorists endorsement com- 
pulsory has been passed by the 
Oregon Legislature and sent to the 
governor for his signature. The 
California uninsured motorists en- 
dorsement bill has been passed by 
the Assembly and sent to the Senate. 
A Pennsylvania bill would make rate 
filings open for inspection, 

A compulsory automobile insur- 
ance Dill and one calling for a mon- 
opolistic state fund for workmen's 
compensation are pending before the 
Khode [sland Legislature. A_ bill 
which would have permitted devia- 
tions in the rate for compulsory au- 
tomobile insurance has been killed by 
the Massachusetts Senate. reso- 
lution directing the insurance de- 
partment to study merit rating for 
automobile insurance has been intro- 
duced in the New Jersey Assembly. 
Compulsory uninsured motorists en- 
dorsements are required under a bill 
passed by the Oregon Legislature 


and sent to the governor 
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FIRE AND CASUALTY 
INSURANCE REPORTING SERVICE 
Price $90.00 


Meaningful insight . . . facts, critical comments and ratings covering the financial condition, man- 
agement and operations of all FIRE and CASUALTY INSURANCE institutions in the U. 5. 
and All important Canadian Companies. 

Individual Company listings completely cover latest financial statements, investment exhibits. 
stockholders gains, profit and loss exhibit. summary of stecks and bonds owned, dividends 
paid, and many others. Each company is assigned policy holder's and financial ratings. and 
is completely analyzed and carefully considered comments are made. 

Coverage of the operations includes company’s yearly operating results for the past five years. 
The FIRE AND CASUALTY INSURANCE REPORTS also contain the history. 
reputation, officers, directors and other valuable information on each company. 

Unlimited privilege of inquiry entitles subscribers to facilities of an extensive library of confiden- 
tial files, plus highly integrated research facilities and the coordinated skills of a staff of experts. 
Authoritative special reports and confidential letters are sent out in direct answer to inquiries on 
listed and unlisted companies. Indexing facilities insure automatic forwarding of additional 
information related to your inquiry . ~~. and included in your subseription ALFRED M. BEST 


COMPANY. INC. offers you: 


@ Complete MONTHLY coverage of the insurance field with a one year subscription to BEST'S INSURANCE 
NEWS. 


. « Analyses 


management, 


@ Complete WEEKLY coverage of the latest fire and casualty news with a one year subscription to 


BEST'S WEEKLY NEWS DIGEST. 


ALFRED M. BEST COMPANY, INC. 
RDER . 75 Fulton Street, New York 38, N. Y. 


LAST SIX MONTHS 


EDITORIALS 


New York Responsibility Laws—Joseph I’. Kelly 


\ on Walter A. Wichtowské . Dec. 93 
Feb. M Ay Publie Official’s Ke sponsibility for Public Property 
1958 Estimated Competition Joel B. Dirlam, Stelrer Apr. 129 
Mar. 14, Apr. 14 MANAGEMENT & GENERAL 
Review and Proview Annual Report—George F. Reall . Apr. 81 
Stock Operating Results Apr. 19 Assigned Kisk Plans—Kldon W. Day ...... ...Jan. 20 
Stock Underwriting By Leading Classes May 15 an tae s Compensation Feb. 21 
Atomic Risks, The Joseph Gibson, Jr June 67 
BUYERS & LOSS CONTROL Aviation Insurance Woodrow J. Van Horeu Apr. 119 
Behind the Losses «month June TS Business or Profession John S. Jamieson June 
Buvers’ Round Table (monthly June SS Casualty and Surety Rating Bureaus— Elmer A. Tiaits Apr. 20 
Insurance Risk Analysis William Peet Apr. 1M Rowe ..... 
Lightning Protection Apr. 97 . Jan : 
> > Claim Department l’ersonne!|—W alter Hays Jan. 103 
Portrait of An Underwriter—George R. Faulds ...Feb. 29 Comprehensive Medical Insurance—E. 8. Willis Feb. 57 
LIFE AND ACCIDENT and HEALTH Deductible Fire Insurance—Ambrose RB. Kelly Feb. 79 
Accident and Health Developments (monthly) May 29 Roctor_ & Insuran The—-Col. Wim. J. Rushton June 120 


rod Don't Throw the Baby Out the Window-—-William W. Ellis .Mar. 119 


Accident and Health Procedures (T.A.S.A.) Apr. 68 Downtown Redevelopment Feb. 77 
Business Man's Business, The (Selling Life) E xpenee Portion of the Premium Dollar, The— 

William H. Allison .. May SS Fdgar EB. Isaacs Jan. 92 
Comprehensive Medical Insurance—F. 8. Willis .... --Feb. 57 Federal vs. State Regulation—Robf. V. Gilmore, J May 111 
Financing Health Care—F. J. Faulkner \pr. 33 Fraud—Its Cost to Management—Peter 4. Zimmerman .....Mar. 79 
Investment Philosophy (Selling Life)—John R. Dykers . May Fundamentals—J. H. Laidlau Sune 9 
Life Insurance in An Affluent Society—F. F. Cragg, CLU ...Apr. 105 Humane and Practical ; "Feb. 18 
Life Insurance Primer—Albin S. Rozploch Mar. 95 Ir “Soh 

: icrease of Hazard—Adolph Schw z Ji 9 
One (Selling Life)—Rohert Utne, CLU ...... .Feb. 66 Installment Buying for K. an. 4 
Selling Life (monthly) May SS Dr. James L.. Athearn sdf May 20 
al Aspects Sayre Mae Leed ° Mar 113 Insurance Management Today Robt. Brandon June &5 
loday & Tomort Frederic M. Peirce June 106 Judge Savs. The web 
Visiting Nurse Service I May 29 Lloyd's of Londo 4 4 121 
Mental Attitudes ‘and Safety—Karl Menninger, M.D Mar 87 
LEGAL AND CLAIMS : Merit Rating— Paul B endrook aa May 18 

—_ lated Damages—Nerwton F. Anderson Nov. 129 Moral Hazards & Automobile Underwriting 

Saves, The ROM. Maetrth June BOW. Polfren, Jr June Vo 
poe Spotlight, The (monthly) Apr. 129 New Approaches James M. Cahill June 71 
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News From London-—Denzil Stuart .... May 129, June 135 
Philosophy of Investment—John R. Dykers May 94 
Prescription for Protit—Robert Z. Alerander .........+..++- Mar. 105 
Seat of Wisdom, The—-Dudley Mar. 20 

Self-Insurance—Henry E. Theobald Mar, 128 
Successful Convention, A—Kay Cooke Feb. 63 
Third Party Financing—Louis A. Orsini an. 59 
Urban HKenewal—Milford A. Vieser 18 
Visiting Nurse Service—J. F. Follmann, Jr. ........0-00000% May 29 
What's Ahead for 1959?—Gordon A. Bubolz ............445. Feb. 103 

OFFICE METHODS 
Are Executive Committees Effective Guy Fergason June 
Around the Office Guy Fergason (monthly) June 
Booklets (monthly) June 
Circularization of Accounts (1.A.8.A.)—Donald B. King ....May 
Computer Success Story—TJurner B. Barter Apr 
Executive Expense Allowance (Around the Office) 

Expense Control—Part I—Fdward FP. O'Toole May 51 
Expense Control—VDart June 47 
Pxecutive Health—Guy Fergason Apr. 71 
Hidden Persuaders of Success—Charles B. Laing ........... Feb. 46 
Mechanical Selling Aid—Francie J. O’Brien, M.A. Act. Jan. 38 
Modern Aids to Office Efficiency (monthly) June 30 
Office Equipment Directory (monthly) June 61 
Paper Work Control Benjamin Eb. Smith June 42 
Premium Collection Records—C. H. Hoss Apr. 55 
Procedure Manualse—John P. Zahn Jan 
What Price Accuracy? (1.A.S.A.)—G. Alan McDougall ...... Feb. 45 

SALES AND EDUCATION 
Agent of the Future, The—Norris C. Flanagin sieaneiee Apr. 143 

‘eb. 109. Mar 25, Apr. 115 
Business Man’s Business, The “William ‘H. May 89 
C.P.C.U.. Questions and Answers ~American Institute 

Part IV-—-Law Jan, 29 

Part V—Accounting, Finance & Agency Management 

Part I-—Insurance P rinciples & Practices May 33, June 25 
Farm Liability Insurances Thomas M. Stoker June 4 
Great A-V Controversy, The—Robert F. Kilbride ............ May 75 
How's Your Public Relations?—Harley N. Cole ..............Apr. 90 
How to Have a Way with Words—Wallace G. Strathern ..Mar. 102 
Human Relations—Dr. A. FE. Schneider Jan. 75 
Insure Against Loss of Clients—Albin S. Rozploch ........../ Tan. 73 
Life Insurance Primer—Albin S. Rozploch ...........-.0+005 Mar. 95 
Quiz of the Month 

Accounting Mar. 91, Apr. 111 

Insurance Principles & Practices June 142 
Rating Differentials  irehie Slawshy Apr. 20 
Real Potential, The-—-S. Rains Wallace -Jan. 


Sales Slants from Other Fields (monthly) .................- May 86 
Salesman Looks At Underwriting, A Ralph BF. Zaugmaster ..June 18 
Splendid Opportunity, A—Raymond S. Mauk ............0005 Jan. 87 
Today & Tomorrow— Frederic M. Peirce ..... June 106 
Unlimited Future, An—W. Humphreys, CPCU ...... ‘eb. 117 
MISCELLANEOUS 
Company Developments ........... June Ss 
Conventions Ahead June 8 
P June 79 
Home Office and Field Appointme nts June 147 
Insurance Stock Quotations ...... ‘ June 5 
Motor Vehicle Deaths a June 79 
New Directors . June 165 
New Publications . June %4 
Obituaries ; June 168 
Rate Changes ... June 114 
Reports on C ompanic MB June 161 
RATE CHANGES 
Fla., lowa, Mass., Md., Mich., N. Y., Pa., Utah, 
Alaska, Ark., Ariz., Calif., Fla., Idaho, Kansas, Mo., Mont., 
Nev., Ohio, Ore., Tenn., Utah, Wash. . Feb. 112 
Conn., D. C., Jowa, Kansas, Maine, B.C. Mar. 130 
Neb., Nev., N. Y., Ohio, Ore., S. D., Utah, Wash. .......... May 74 
Ala., Canada, Colo., Fla., Ind., Ore., Pa., R. 1, Wash., 
Wyo June 114 
Fire 
Glass 
Hospitalization 
Inland Marine 
Liability Other than Auto 
Ala., Ariz., ¢ “olo. : “Conn Del, Ind., Towa, Md., 
Mass., Neb., Nev., N. C., No. Okla., Ore, R : 
S.C. 8S. Dak., Tenn., Utah, Wash., West Va., Wise., Wyo 
Workmen's Compensation 
Ore Va June 114 


INSURANCE COMPANIES REPORTED ON (FROM JANUARY, 1959) 


Aetna Cas. & Surety, Hartford 
(Absorbs Subsidiary) ......... -Mar. 13% 
Aetna Fire Group, Hartford 
(Merger) ..... ... Feb, 134 
(1958 Experience) .Mar. 133 
Aetna Ins. Co., Hartford 
(Executive Appointments) ......./ Apr. 169 
(Moves Headquarters) ........... May 148 
Aetna Life Affiliated Cos., Hartford 
(Senior Vice President) ......... Feb. 135 
(Executive Promotions) ........./ Apr. 169 
Agricuitural Ins. Co., Watertown 
(Merger) Feb. 135 
(To Acquire Anchor) ............/ Apr. 169 
(New Vice-Presidents) ........ Apr. 169 
(Stock Issue Approved) ...... ..May 143 
Alliance Co-Operative Ins. Co., Topeka 
Allstate Insurance Cos., Skokie 
(Enter Inland Marine Field) .Feb, 135 
(Deviation Approved) Feb. 135 
(Assumes Chairm: Apr. 169 
(Name Protected) May 143 
Amalgamated Mutual “Automobile 
New York 
(Executive Appointment) Be ...Feb. 135 
America Fore-lLoyalty Group, New York 
(Terminate Membership) Feb. 185 
Mar. 133 
(Executive Changes) 169 
(Merger Proposed) June 161 
American Casualty Co., Reading 
(New Accident Plans) .......... Mar. 133 
(Direct Mail Plan) -Apr. 169 
(New Accident Policy) May 148 
(Specitied Disease June 161 


American Credit. 
New York, 
(Moves Headquarters) .. 
American General Insurance Co., 


Indemnity Co. of 


(New Secretaries) . May 
American Health Ins. Corp Balto. 

(New Chairman) Mav 
American Internal. Unde rwrite rs Corp., N. 

(Named Chairman) .May 
American Liberty Ins. Co., Birn minghs im 

(Stock Exchange Rejected) June 
American Motorists Ins, ¢ Chicago 

(Stock Increased) June 
170 


..May 143 
Houston 


148 
148 
143 
11 


161 


American Reciprocal Insurers, 
(Rules Agutust Keciprocals) 
(Executive Vice lresident) 

American Reinsurance Co., New York 


New York 
Jan. 127 


(Rules Against Reciprocals) 
Mar. 133 


New York 


Inter-Insurance Bureau, Chicago 
-.Jdan. 127 
The Casualty Reinsur. Assn. of America, 


(Dividend Increase) ............. Jan, 127 (Associations Combine) .......... Jan. 128 
Jan. 127 Central Standard Indemnity Co., Chicago 
(Stock Dividend Voted) .......... Feb. 135 (Moves Headquarters) ........... May 144 
(Increased Dividend) ae Apr. 169 The Century Insurance Company, Ltd. 
American States Ins. Co. Indian: ipolis (Appoints Ultramar Group) ...... an. 128 
(Executive Promotions) June 161 Chubb & Son, New York 
American Surety Group, New York (Admitted to Partnership) .......J Jan. 128 
(Lower Rates) ......s.c00. May 143 (Increased Dividend) ............ Jan. 128 
(Elected Comptroller) ..... May 143 The Cincinnati Ins. Co., Cincinnati 
Anchor Cas. Co., St. Paul (Additional Stocks Sold) ........ Jan. 128 
(Control Acquired) hameats Apr. 169 Colorado Ins. Group, Boulder 
The Andover Cos., Andover (First Vice President) .......... Jan. 128 
(New President) .......... Feb. 135 Combined Ins, Co. of America, Chicago 
Annapolis Fire & Marine Ins. Co., Baltimore Apr. 170 
Mar. 133 (Moves Headquarters) ........... May 144 
Argonaut Ins. Co., Menlo Park. Consolidated Mutual Ins. Co., Brooklyn 
(Stock Distribution) ............ Mar. 133 (Executive Appointments) ....... Feb. 136 
Arrowhead Ins. Co., Los Angeles Commercial Standard, Fort Worth 
(Named Vice President) Apr. 170 (Buys General Agency) .......... Feb. 136 
Ashford Mutual Fire Ins. Co., Delevan (Executive Promotions) .........4 Apr. 170 
Jan. 127 Commercial Union Assur. Co, Ltd., London 
Associated Lumber Mutuals, Chicago (Proposed Acquisition) June 161 
(Elected President) June 161 Continental Casualty Co., Chicago 
Atlantic National Ins. Co., Miami (Assumes New Duties) ........... Jan. 128 
(Surplus Contribution) ......... Jan. 127 (New Vice Presidents) .May 144 
Atlas Insurance Co., Lincoln (Injunction Denied) June 161 
(New Company) .......... -Apr. 169 © (New a nt Policy) June 161 
Vice Pr resident) .Apr. 170 (1958 Experience) Apr. 170 
Bankers Fire & Mar. Ins. Co., Birmingham (Package Insurance) ............/ Apr. 140 
(Chief Executive Officer) .... Mar. 184 (Change in Division) ............: Apr. 170 
Birmingham Fire & Cas. Co., Birmingham _ (Credit A & H Sales Barred) Apr. 170 
June 161 Cotton States Ins. Cos., Atlanta 
Bituminous Casualty Corp., Rock Island c May 144 
(Increased Dividend) ............ Jan. 127 1958 E orster Group, New York 
Blue Ridge Fire Ins. Co., Hagerstown Apr. 171 
“eb. 186 Dixie A Anni 
Blue Ridge Ins. Co., Shelby Wace 
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One for the road... 


For your own good, and the good of others, don’t mix drinking 
£ £ £ 


and driving. Safe driving requires clear eyes, a clear head, 
and sober judgment. So, when you're thinking of 
‘“‘one for the road,” think again, and don’t have one. Remember: 


the wheel of vour car ts a wheel of chance. Handle it with care. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 
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ONLY INA GIVES YOUR CUSTOMERS... 


167 years’ Ocean Marine experience 


There is no field where personal service shows results sooner. And no line where having INA at your 
side adds so much depth and breadth to your service. America’s oldest marine insurer gives you the 
confidence of experience; the savings from loss prevented by proper packaging, handling, stowing; INA 
service offices everywhere in the free world; the satisfaction of claims promptly settled. INA meets 


your need whether it is for insurance on a commercial craft, a pleasure craft or risks in the cargo field. 


INSURANCE BY NORTH AMERICA 


insurance Company of North America indemnity Insurance Company of North America Life Insurance Company of North America Philadelph 
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